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Annual Message 
to Webster Dealers 


Much has happened since my message of a year ago to you Webster 
Dealers. 

The war is still our first concern. Our sons are still far away from us, fighting 
in remote corners of the globe. But now the first signs of ultimate victory have 
strengthened our arms and those of our allies. The forces of oppression and 
cruelty have been checked in their drive to enslave the world, and we are be- 
ginning to see the light of freedom breaking over the lands which they have 
so long tyrannized. 

No one can foretell how long or hard the road ahead may be. But we do 
know this: To relax for a single hour is to risk American lives by postponing 
the day of triumph. 

In this war, American business has been called upon to play a dual role. We 
have undertaken to overcome the nation’s unpreparedness by out-producing 
the Axis manyfold. And we have also contributed no less by sacrificing under 
government direction many of our normal business practices. 

No business man with an ounce of decency or a grain of patriotism will 
hesitate to make all necessary sacrifices now. To evade and undermine the 
national interest for personal profit is treason to our sons. We, too, can serve 
with honor and hasten the day of victory. 

For more than half a century, through three wars, through boom times and 
depressions, the F. S. Webster Company has prized the confidence and coop- 
eration of its dealers. We know that when peace comes, this trust will continue 


to flourish. In war or peace, it is our highest business aim to be worthy of it. 


_Beorge F Inralectms 


Treasurer and General Manager. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 











{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 








Office Appliances 


(To the Whrld's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: Canal 3454. 


a 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


we 
John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
Secretary and Treasurer, 
Evan Johnson, Contributing Editor; John A. Gilbert, Business Manager; 
Walter S. Lennartson, Editor; O. R. Snapp, Assistant Editor; Herbert L. 
Sime, Western Advertising Department; Benjamin C. Wallsten, Copy Depart- 
ment Manager; John H. Reardon, Circulation Manager. 
EASTERN OFFICE: 
G. C. Wheeler, Eastern Manager, 1023 Pershing Square Bldg., 100 E. 42nd St., 
New York, 17, N. Y. Phone Ashland 4-8319. 


VAL 78 — ys ae 1943 — Th. 
FZ ealures 








1944 Perspective of the Ofice Equipment Industry 12 
Sell Yourself and You'll Sell the Merchandise You 
Handle 37 
Keep Your Working Capital in Good Working Condi- 
tion during the War 18 
Important Factors in Merchandising Fountain Pens 20 
Mechanical Pencils and Fountain Pens Represent Sub- 
stantial Volume S arts 20 
Keep Faith with Your Old Friends 21 
As a Manufacturer Sees Your Order Form and Purchase 
Method . va 22 
Get an Insight into the Outlook. 23 
The Office Machine Crisis in the Commonwealth of 
Australia , 25 
“Know Your Typewriter” 7 26 
Sales Climb Through Regular Radio Spot Announce- 
ments 27 


What Every Business Man Should Know about Congress 28 


SY, the Fie 


H. T. Griswold Elected Sanford Ink Company President 52 


James P. Ward Joins Allen Calculators....... 52 
Illinois Office Machine Dealers Organize .. 66 
Dawson, Former Wilson Jones Head, Retires....... . 74 
Leiser New Victor Works Manager... as 74 
Clark and Gibby Complete 35th Year... 74 
Four Army-Navy “E” Flags Awarded in October . 78 
Roehm New Director of L. C. Smith & Corona ... 90 
Diebold’s “Contact” Unique in Sales Field Reiss 
Eisenhardt Back with Yawman and Erbe 97 
Stewart Joins Victor Sales Staff.......... 98 
Goes Discontinues “Will Call” Department...... 101 
Waterbury Gets New Stationery Store 102 
R.A. Day New Store Manager for Santa Fe ....--104 
Seen and Heard in Southern California........ 106 
Stuart E. Langdoc Joins Globe-Wernicke...... 113 
Melind Opens Branch Office in Detroit 115 
Standard Office Supply in Expansion Move 126 
Stephens New Columbia Detroit Manager 129 
Boynton Announces Sales Staff Changes 133 
Llewellyn Marks 20th Year in Business 146 
Departments and Classified Views 
Business Builders 31 New Trade Literature 9 
Corporation Reports 9 News and Miscellany . 52 
Editorial » 32 O.A. Information Service 36 
For Our Country 94 Office Furniture, Wood and Steel 30 
Gold Stars . . 94 Ol’ Doc Stork..... 118 
Guest Book 77 Other Lands, In.... i 
Here and There 33 Paragraphic Previews <a 
Inner Circle 21 Passed Away ... 141 
Meetings, Conventions, Dinners 54 a 8 
New Equipment, Devices, Supplies 38 Weddings . 113 





{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 


$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
fADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 


{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cann ot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Inc. 


Ace 
Acme Bulletin & Di. Bd. Corp. 


Fastener Corp. 
Acme Visible Records, Inc. 
Adirondack Chair Co 
Aigner, G. J., Co 

Allen 
Allen & Co. 

Allied Car. & Rib. Mfg. Corp. 
All-Steel-Equip. Co 

Desk Co. 


Calculators, Inc 


Alma 
Amberg File & Index Co. 
American Passbook Co. 


Amer. Photo Laboratories 
Amer. Writing Mach. Stores 
Ames Supply Co. 
Anderson-Hickey Co., Inc. 
Art Metal 


Art Steel Sales Corp. 


Construction Co. 


Autocopy, Inc. 


Autopoint Co. 


Bainbridge, saeco & Haupt 

Bankers Box Company 

Barkley, C. L., & Co 

Blaisdell Pencil Co. 

Bolens Products Co. 

Boorum & Pease Co 

Box BY-257 

Box BY-258 

Boynton and Co. 

Bright Chair Co 

British Staty. Exporter 

Browne-Morse Co. 

Brush-Punnett Co. 

Buckeye Ribbon & Carbon Co. 

Business Efficiency Aids 145, 
c 

Clarotype Co., The 

Codo Mfg. Corp. 

Equipment Co. 


Cole Steel 


Columbia Rib. & Car. Mfg. Co. 35 


Columbia Steel Equipment Co. 
Commonwealth Publishing Co. 
Continental Ink Co. 

Cook, The H. C. Co 

Corona Typewriter 
Corry-Jamestown Mfg. Co. 
Cotterman, I. D. 

Cram, The George F., Co. 


Cramer Posture Chair Co. 


ry 
Darnell Corp., Ltd 
Dawn Mfg. Corp., Ltd. 
Dayton Stencil Works 


Dictaphone Corporation 
Dome Publishing Co. 
Domore Chair Co. 
Doppelt, Charles, & Co. 


Downey, C. L., Co 


Eaton Paper Corp. 


Ehrlich Upholstery Works 


99 
129 


166 


through the journal. 


Mfg. Co 


Pen Co 


Ellingsworth 


Esterbrook 


Frankel Car. & Rib. Co 
Fulton 


Specialty Co 


General oe ae Co 
Gibbons, Thomas H., & Co 
Globe-Wernicke Co., The 
Graff, Geo. B., The 


Graphic Duplicator Co 


Guide System & Supply Co 


Gunlocke, Ww. a. 


H 
Hall-Welter Co. 


Scale Co 
Milo, Co 


Hanson 
Harding, 
The 
Heyer The 


High Point Bndg. & Chair 


Harter Corporation, 


Corporation, 


I 
Desk Co. 
Mfg. Co 
Methods Co. 


Imperial 
Imperial] 
Imperial 
Indiana Desk Co 


Ink Specialties Co., Ine 


Jasper Chair c 
Jasper Desk Co., The 

Jasper Office Furniture Co 
Jasper Seating Co 


K 


Kahn, David, Inc 


Leopold Co 


M 
Manifold Supplies Co 


Markilo Co. 


Markwell Mfg. Co 


Chair Co 


( 


lcartens Type Cleaner Co 
Master-Craft Corp. Div 
Meilicke Systems, Inc 
Melind, 
Meilink 


Metal Specialties Mfg. Co 


Louis, Co. 
Steel Safe Co 
Metalstand Co. 
Meyer & Wenthe, Inc 
Michigan Desk Co. 
Mittag & Volger, Inc 


Monroe Cale. 


Moore Push-Pin Co 
Mutschler Bros. Co 
Myrtle Desk Co 


N 
National Blank Book Co 


National Desk Co., Inc 


National Postal Meter Co., 
New England Woodwkg. C 
New Indiana Chair Co 


Northern States Envelope (¢ 


0 
Office Specialty Mfg. Co 
Old Town Rib. & Car. Co 


Olsen, O. C. S., Co 
Oxford Filing Supply C« 
P 


Pacific Cb. & Ribbon Mfg 


Parker Pen Company, The 
Peerless Key-Imperial Mfg. 
Peerless Steel Equip. Co 
Perma-Bilt Equipment Co 
Phillips Process Co., Inc 
Photo Materials Co 
Precise Developments Co 


Pronto File Corp 


Q 
Quality Park Envelope ¢ 


R 


Rapid Office Devices, Ine 


Red Feather 


Products, Lt 


S.-W.72 


Mach. Co., Inc. 


Inc. 


oO. 


Co. 


Co. 
















of its various 


pares advertising 


copy, 


fu 


this bureau calls 


rnishes list of 


turers, 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 
upon 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Reliance Pencil Corp. 173 
Rite-Rite Mfg. Co. 170 
Rivet-O Mfg. Co. 174 
Roberts Number. Mach. Co. 150 


Rochester Wire-O-Binding Co._173 
Rockwell-Barnes Co. 49 


Royal Metal Mfg. Co., The 184 


Royal Typewriter Co. 43 
Ss 
St. Johns Table Co. 133 
Shaw-Walker Co. 85, 86, 87, 88 
Sheaffer, W. A., Pen Co. 63 
Sheppard, C. E., Co. 94 
Shipman-Ward Mfg. Co. 129 
Sikes Co., Inc., The 155 
Sloane, W. & J. 101 


Smith, L. C., & Corona Type- 


Writers, Inc. 37 
Speed Key Mfg. Co. 166 
Speed-O-Print Corp. 176 
Speed Products Co. 103 
Staedtler, J. S., Ine. 177 
Standard Record Company 158 


Starkey Paper & Supply Co...179 


Stein Brothers Mfg. Co. 159 
Stewart & Co., R. A. 178 
Storms, H. M., Co. 183 
Sturgis Posture Chair Co. 61 
Superior Type Co. 178 
Swan Pencil Co., Ine. 118 


Taylor Chair Company, The 124 


Technygraph Co., The 149 
Texcel Industrial Tape Corp....119 
Toledo Metal Furniture Co. 102 


Typosture Chair Co., Ine. 4 


Underwood Elliott Fisher Co. 
Back Cover 

United Autographic Reg. Co.....120 

U. S. Bronze Sign Co. 166 


U.S. Typewr. Ribbon Mfg. Co...137 


U. S. War Bonds. Stamps 182 
V 
Vail Mfg. Co. 110 
Van Dyke Industries 89 
Veit Mfg. Co. Si 
Victor Adding Machine Co. 83 
Victor Safe & Equip. Co. 178 
Vogel-Peterson Co. 134 
W 
Wagemaker Co. 137 
Warshaw Mfg. Co. 142 
Waters & Waters Branch 181 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wells Office Furn. Co 79, 81 
Wilson Jones Co. 47 
Winston Manufacturing Co. 181 
Wood Office Furn. Institute 160 


Y 
Yawman and Erbe Mfg. Co. 135 


December, 1943 


Bo 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 

Amer. Writing Mach. Stores Di 

Ames Supply Co 

Shipman-Ward Mfg. (« 129 
Adding Machine Rolls & Paper 


Rockwell-Barnes Co 19 


Adding Machines 


Allen Calculator Ine 167 
Amer. Writing Mach. Stores Div 74 
Monroe Cale. Mach. Co Ine 143 
Smit L ( & Corona Type 
writers ‘ 
Vietor Adding Machine Co 8 


Adding Machines, Rebuilt & Used 


Shipman-Ward Mfg. Co 12! 
Underwood Elliott Fisher. Back Cover 


Adhesives 
See Inks Adhesives, ete 

Arch and Clip Board Files 
Globe-Wernicke Co The 1 
Rockwell-Barnes Co 19 


Shaw-Walker Co 85, 86, 8&7, 88 
Yawman and Erbe Mfg. Co l 





Associations, Manufacturers 

Wood Office Furniture Institute 60 
Atlases, Geographical 

Cram, George F. ¢ ‘ 
Autographic Registers 

United Autograpt Re ster Co pd 
Bank Supplies 

Downey, L., 


Bankers Note Cases 


Art Steel Sales Cor; 7, 10 
General Fireproofing (¢ The. 64 
Globe-Wernicke Co Mhe 

Victor Safe & Equip. ¢ 178 


Binders, Catalogue and Periodical 


Acco Products, Inc 62 
Amberg File & Index 





Master-Craft Corp. Div. S-W . 

National Blank Book ( 177 
Sheppard, The C. E., ¢ "4 
Wilson Jones Co 17 


Binders, Permanent Storage 


Boorum & Pease Ce 94 
Master-Craft Corp Di S-W ae 
Sheppard, The ¢ E Co 94 


Wilson Jones Co 


Blank Books 


Boorum & Pease Co 9 
National Blank Book (% 177 
Rockwell-Barnes Co 49 
Wilson Jones Co 17 


Blue Print and Plan File Cabinets 


All-Steel Equip. Co g2 
Anderson-Hickey Co 10 
Art Metal Construction (« 4 

Art Steel Sales Corp 57, 105 
Browne-Morse Co 12 
Cole Steel Equipment (« lf 

Columbia Steel Equipment Co 127 


Corry -J towr Mfg Co 
Genera proofing Co., The 64 
Globe-Wernicke Co The 

l Steel Equip. Co 18 


Corp 171 





if 


r Co. 
1 Erbe Mfg. C« 


Art Steel Sales Corp 7 iv 
General Fireproofing Co., The. 64, 65 
Globe-Wernicke Co., The 51 
Book Cases 
All-Steel Equip. Co R2 
Art Metal Construction ¢ y 
Browne-Morse Co 12 
Corry-Jamestown Mfg. (« 12 
General Fireproofing Co.. The. 64, ¢ 
Globe-Wernicke Co., The : 
Michigan Desk Co 114 
New England Woodworking (« 128 
Peerless Steel quip te 1&3 
Shaw-Walker Co 85, 86, 87, 88 
Weis Mfg ( 67. 68. 69. 70 
Yawman and Erbe Mfg. ¢ | 
t tack ¢ 
) 0 
= lf 
The 

BT) 

67. 68. 69, 7 





Brief & Zipper Cases 


Doppelt, Charles, & Co 
Master-Craft Corp Di 
Stein Brothers fz. Ce 
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obligation. 


Calculating Devices Coin Bags, Trays & Wrappers 























Meilicke Systems, Ir 174 Art Steel Sales Corp 7 
Rapid Office Devices Ir 78 Downey, C. L Co 
Shipman-Ward Mfg. ¢ 129 c holders 
Victor Safe & Equipment (Ce 178 opy 
Acco Products Inc 
Calculating Machines Dawn Mfg. Corp.. The 
Allen Calcu rs. It 1&7 Wells Office Furniture Co 79 
Monroe (; Mact Co Ir i3 
Victor Adding Machine ¢ 8 Costumers 
Globe-Wernicke (« The 
Carbon Papers Peerless Steel Equip. (Co 
See Ribbons and Carl Shaw-Walker Co. 8 86. &7 
Vogel-Peterson Co 
Card Index Boxes and Trays Wells Office Furniture (« 7 
All —— ae Co 82 Covers, Loose Leaf 
Art etal Construction Co 53 
Art Steel Sales Corp 7. 105 Ellingsworth Mfg. Co 
Boynton and Co 144 . 
Cole Steel Equipment 183 Dating Stamps 
Columbia Steel Equipment Co 127 Fulton Specialty Co 
Corry-Jamestown Mfg Ce 121 Melind, Louis, Co 
General Fireproofing Co., The. 64, 65 Meyer & Wenthe, Inc 
Globe-Wernicke Co.. The 51 Rivet-O Mfg. Co 
Guide System and Supply Co 15¢ Stewart, R. A., & Cx 
Imperial Methods (¢ 140 Superior Type Co 
New England Woodworking Co 128 
Peerless Steel Equip. (¢ 18 Desk Lamps 
Pronto File Corp 171 
Shaw icine Co. g i a? Re Dawn Mfg. Co 
Wagemaker ( "187 Van Dyke Industries 
Warshaw Mfg. (¢ 142 ‘ 
Weis Mfc. a eran ee Desk Pads & Tops 
Vells Office Furniture ( 79, 81 Aigner, G. J., Co 
Yawman and Erbe Mfg. ¢ 135 Wagemaker Co 
tat & Wilson Jones Co 
ash oxes 
Desk Pen & Ink Sets 
\ 
r Steel u 
Co ( lt Sheaffer. W \ Pen ¢ 
Gener ( T? 64. 65 
Desk Trays 
Casters, Caster Bearings, Slides 
Aigner, G. J Co 
Darnell Cory 17 Art Metal Construction Co 
t Ste Sales Corp 7 
Celluloid Envelopes ee ee wt 
Se Envelopes. (¢ Corry-Jamestown Mfg. Co 
. General Fireproofing Co., The 64 
Chair trons Globe-Wernicke Co., The 
Imperial Methods Co 
Bolens Products ¢ Peerless Steel Equip. Co 
Shaw-Walker Co 8 Rh. RT 
Chair Mats Weis Mfg. Co 67. 68. 69 
Office Specialty Mr , in Yawman and Erbe Mfg. Co 
Chairs, Folding Desk Work Distributors 
Adirondack Chair ¢ lé Art Steel Sales Corp 
Roval Metal Mf ( 1R4 Globe-Wernicke Co.. The 
Victor Safe & Equip. Co 
Chairs, Office Wilson Jones Co 
gright Cha ( 53 Desks 
Crar Postu ( r Co a 
D < 1 Chair (Cc { AIma Desk Co 
Ehrlich Upholstery Works 170 Art Metal Construction Co 
al Fireproofir Co.. The. 64. ¢ Art Steel Sales Corp 
locke, The W. H.. Cha Co 172 Browne-Morse Co 
r Corp 169 Columbia Steel Equipment Co 
Point Ber & Chair Co. 180 Corry-Jamestown Mfg. (« 
Chair Co ( General Fireproofing Co., The 64 
Seating ( Globe-Wernicke Co., The 
igan Desk ( Imperial Desk Co 
Indiana Chair ¢ Indiana Desk Co 
toval Metal M P Jasper Desk Co 
Shaw-Walker Co g g ar Jasper Office Furniture (¢ 
Sik Co The ] Michigan Desk Co 
Sturgis Posture (¢ ( él Myrtle Desk Co 
Taylor Chair Cc ‘ 194 National Desk Co Ir 
Toledo Metal Furniture ( 02 Olsen, O. C. § Co 
Waits Gabks Waritinre te =) RT Peerless Steel Equip. Co 
Royal Metal Mfg. Ce 
Chairs (Posture) + aera ~ ps ag 59, 50, © 
a J «x . 
Bright Chair (¢ l Victor Safe & Equip. Co 
Cramer Posture Cha ( Oo Wagemaker Co 
Domore Chair ( 45 Wells Office Furniture Co 79 
General Fireproofir ( The. 64. 65 Yawman and Erbe Mfg. Co 
Gun! cé The ir ‘o ..172 . . 
ch . W. H., Chair ¢ 189 Diaries (See Memo Books 
ren ling & Chair Co 130 Dictating Machines 
Co 157 Dictaphone Corporatior 
) 14¢ 
Co 85, 86, 87, 88 Dietating Machine Records 
sa Chante Standard Record Co 
The 124 P 
5 : a y ++ Duplicating Machines & Supplies 
: - Co Ine - 57 Amer. Writing Mach. Stores Di 
Wells Office Furniture ( 1, 8 Autocopy, Ine 
Chairs. Tablet Arm as sagt Kimpton & Haupt 
Jasper Ct ( 0 Columbia Rib. & Carb. Mfg. Ce 
Jasper Seating (Cc vs Frankel Carbon & Ribbon Co 7 
New Indiana Chair ¢ 12 Graphie Duplicator Co 
i Harding Milo, Co 
Check Covers & Passbooks Heyer Corp., The 
Ink Specialties Co 
American Passbook Co 179 Manifold Supplies Co 


Mittag & Volger, Inc 
Check Protectors & Writers Old Town Ribbon & Carbon ( 9 
Red Feather Products, Ltd 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 
Starkey Paper & Supply ¢ 
Technygraph, The 
Victor Safe & Equip. Co 


Hall-Welter ¢ 
Check Signing Machines 
Nat'l Postal Meter ¢ 


Checks, Stamped Metal 
Duplicating Machines, Used 


Meyer & Wenthe Ir lf Graphic Duplicator Ce 
Envelope Openers and Sealers 


Se Ar ind Clip Board Files Nat'l Postal Meter Co 


December, 1943 





Envelopes 
10 
: Globe-Wernicke Co., The a 
Northern States Envelope Co...... 92 
Quality Park Envelope Co. 40 
~ Wilson Jones Co M whe 
v4 Envelopes, Celluloid 
Aigner, G. J., Co. , -_ $5 
Markilo Co. : 169 
Veit Mfg. Co ’ 80 
~ Erasers, Rubber 
- Blaisdell Pencil Co. 145 
Executive Wanted 
Box BY-258 . : ....166 
Eyelets & Eyelet Fasteners 
x Rivet-O Mfg. Co sisten 174 
“4 File Boxes, Fibre Collapsible 
. Bankers Box Co .. 60 
. Barkley, C. L., & Co. enee 1 36 
. Globe-Wernicke Co., The . 51 
Guide System & Supply Co wove OB 
Oxford Filing Supply Co ee 
74 Pronto File Corp ‘ 171 
a9 Weis Mfg. Co 67, 68, 69, 70 
File Boxes, Metal 
Art Metal Construction Co....... 53 
7 Art Steel Sales Corp 57, 105 
17 Cole Steel Equipment Co 163 
Corry-Jamestown Mfg. Co 121 
Globe-Wernicke Co., The . 51 
Peerless Steel Equip. Co 183 
Pronto File Corp 171 
Rockwell-Barnes Co 49 
Shaw-Walker Co 85, 86, 87, 88 
Victor Safe & Equip. Co. 1 78 
Weis Mfg. Co 67, 68, 69, 70 
+7 Filing Cabinets, Insulated 
I Shaw-Walker Co 85, 86, 87, 88 
‘ Victor Safe & Equip. Co 178 
$+ Filing Cabinets, Metal 
5S All-Steel Equip. Co. . 82 
‘ Anderson-Hickey Co 106 
Art Metal Construction Co he 
Art Steel Sales Corp 57, 105 
Browne-Morse Co 123 
, Cole Steel Equipment Co 163 
it} Columbia Steel Equipment Co. 127 
d Corry-Jamestown Mfg. Co 121 
A. General Fireproofing Co., The....64, 65 
. Globe-Wernicke Co., The 51 
Peerless Steel Equip. Co 183 
Shaw-Walker Co 85, 86, 87, 88 
119 Victor Safe & Equip. Co sine 
Weis Mfg. Co 67, 68, 69, 70 
10 Yawman and Erbe Mfg. Co 135 
12 Filing Cabinets, Wood 
Ps Art Metal Construction Co 53 
Art Steel Sales Corp 57, 105 
‘ Bainbridge, Kimpton & Haupt, 
64 Ine 131 
2 Browne-Morse Co 123 
Business Efficiency Aids 145, 149 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co The 51 
Imperial Methods Co 140 
) Indiana Desk Co 164 
g Michigan Desk Co. 114 
184 New England Woodworking Co 128 
RR Peerless Steel Equip. Co. 183 
0 Perma-Bilt Equipment Co. . 98 
g Shaw-Walker Co 85, 86, 87, 88 
Vietor Safe & Equip. Co tn 
"@ Wagemaker Co 137 
Weis Mfg. Co 67, 68, 69, 70 
Wells Office Furniture Co. 79, 81 
Yawman and Erbe Mfg. Co 135 
Filing Supplies 
Acco Products Inc 62 
Aigner, G. J., Co 55 
Art Metal Construction Co 53 
4 Barkley, C. L. & Co 126 
Browne-Morse Co. 123 
Corry-Jamestown Mfg. Co 121 
General Fireproofing Co., The....64, 65 
: Globe-Wernicke Co., The 51 
s Guide System & Supply Co 156 
Imperial Methods Co 140 
Oxford Filing Supply Co. ; 147 
Pronto File Corp ncn a 
Quality Park Envelope Co. 40 
Rockwell-Barnes Co : 49 
180 Shaw-Walker Co 85, 86, 87, 88 
18 Veit Mfg. Co a0 
l Victor Safe & Equip. Co ee 
J Warshaw Mfg. Co. 142 
J Weis Mfg. Co 67, 68, 69, 70 
3 Yawman and Erbe Mfg. Co 135 
4 Filing Tables 
19 Toledo Metal Furniture Co. 102 


Finger Pads 


Melind, Louis, Co 100 
Speed Products Co asousil 


Folders (See Filing Supplies) 


(Continued on page 6) 


5 





THE CLASSIFICATIONS 


(Continued from page 5 


Fountain Pens, Mfrs. 





Esterbrook Pen Co 
Kahn, David, Inc 7 
Parker Pen Co. 
Sheaffer, W. A., Pen Co 
Globes, Geographical 
Cram, The George F ce 
Gummed Cloth Rings 
Graff, Geo. B. Co 
Warshaw Mfg. Co 
Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 
Honor Rolls 
Acme Bulletin & Dir. Bd. Corp 
I S. Bronze Sign Corp 
index Card Signals 
(ook H ( Co 
Graff, Geo. B Co 
Victor Safe & Equip. Co 
index Tabs 
Aigner, G. J Co 
Barkley, C. L., & Cx 
Globe-Wernicke Co., The 
Guide System & Supply Cs 
Markilo Co 
Master-Craft Corp Div. S-W.72 
Melind, Louis Co 
Shaw-Walker Ce 85. 86. 87, 
Sheppard, The C. E., Ce 
Speed Products Ce 
Veit Mfg. Co 
Victor Safe & Equip. Co 
Inks, Adhesives, Ete 
Continental Ink ¢ 
Ink Specialties Co 
Melind, Louis, Co 
Parker Pen Co 
Rivet-O Mfg. Co 
Stewart, R 4 & ¢ 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfg Co 
Weis Mfg. ¢ 67, 68, 69, 
Ladders, Library, Store & Vault 
Cottermar I D 
Leads for Mechanical Pencils 
Autopoint Co 
Kahn, David, Inc 7 
Rite-Rite Mfg. Co 
Sheaffer, W A Pen 
Leather Goods 
Doppelt, Charles & (« 
Stein Brothers Mfg. ¢ 
Leather Upholstered Furniture 
Bright Cha Co 
Ehrlich Upl tery Work 





Gunlocke, The W. H Chair Ce 
Jasper Chair ¢ 
New Indiana C1! 





Letter Trays (See Desk Trays 
Library Equipment 


All-Steel Equi 
Art Metal Constr 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Cort 








General Fireproofing ¢ The.__.64 
Globe-Wernicke ¢ The 

Peerless Steel Equip. Co 
Shaw-Walker 8 86. &T 
Yawman at e Mfg. Ce 





Lockers and Storage Cabinets 


All-Steel Ex 
Andersor ie " 
Art Metal Construction ¢ 








Art 7 
Browne 

Corr 

Genera The._64 
Glot 

New a Gs 
Shaw-Walker Co 85. 86. &7 
Yawmar i Erbe Mfg. ¢ 


Loose Leaf Books & Systems 


Amberg File & Index ( 
foorum & Pease (¢ 
Master-Craft Cory Div. S-W 
National Blank Book 
Sheppard, The ¢ I ( 
Wilson Jones ¢ 


Loose Leaf Sheet Covers, Celluloid 
Aigner, G i 

Markilo ¢ 

Wilsor Jones ( 
Loose Leaf Metals and Devices 


Sheppard. The ¢ F ‘ 
Wilson Jones ¢ 


Mail Distributors 


Globe-Wernicke (« 
Victor Safe & Equip. « 


Map Tacks 
Graff, Ge B.. ¢ 


Moore Push-Pin ¢ 
Maps 


Cran The Georg } ( 


Matched Office Suites 
Art Metal Construction ¢ 


General Fireproofing ( The 


Globe-Wernicke (« T 








Leopold Co. ( 
Royal Metal Mfg. ¢ 
Shaw-Walker Co a nt RT RS 


Mloane, W &d 


Memorandum Books 
Boorum & Pease Co 
Gibbons, Thomas H & 152 
National Blank Book (< 177 
Rockwell-Barnes Co H 
Wilson Jones Co i7 
Memorandum Devices 
Autopoint Co 
Mending Tape 
Warshaw Mfg ( 
Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Work 
Meyer & Wenthe Ir 
Moisteners 
Metal Specialties Mfg. ¢ i 
Rivet-O-Mfg a 
Numbering Machines 
Melind, Louis, Co 
Roberts Numbering Ma ( 
Office Partitions and Railings 
Globe-Wernicke Co The 


Office Printing Outfits 
Fulton Specialty Co x 
Pads, Figuring 


Boorum & Pease ( 
National Blank Book ¢ 


Rockwell-Barnes Co 19 
Wilson Jones Co i7 
Paper 


Eaton Paper Corp 
Rockwell-Barnes ¢ 


Paper Clamps 
Acco Products In ys 
Esterbrook Pen ¢ J 

Paper Clips 
Acco Products 
Cook, H. ¢ ( 
Graff, Gee B Co 
Vail Manufacturir ‘ 


Paper Fastening Machines 


Ace Fastener Corp 

Markwell Mfg. ¢ 5 

Speed Products cr 

Victor Safe & Equip. ( rm 
Paste (See Inks, Adhesive I 


Pencils, Mechanical 


Pencils, Paper Wound 


Blaisdell Pen ( 
Pencils, Wood Cased Lead 

Bla ( 

Re ( 

St I 

Swa Ir 





Pens 
Esterbrook Pen ( 
Pins and Pin Containers 
Vai Mfg. ¢ 


Platens, Typewriter 
Amer. Writing Ma 


Ames Supply ¢ 


Postal Scales 


Hanson Seale ( 


Presentation Covers 
Amberg File & Index ¢ 
} ngswortl Mfg ‘ 
Oxford Filing Supt ( 


Price & Sign Markers 


Fulton Specialty Co 8 


Stewart, R \ «x ( 





Publishers 
B s Stationery Ex 
Punches 
Acco Products, I 
Boorum & Pease ¢ I 
Globe-Wert ( The 
Metal Specialties Mfg. ¢ 
National Blank Book ¢ 
Wilson Jones ¢ 
Push Pins 
Moore-Pus ‘ 


Ribbons and Carbons 





Aller «x ¢ 

Allied Car. & R Mfg. Cor 
\ Writing Ma s s D 
\ s Supt ( 

I keve R meé tf { 

{ Mf i 

‘ ia R. & f M ( 

1 ke ‘ & tI ‘ 
Manif s i 

Mit g I 

0 & Ca ( 

Pa & R Mfg. 

l’e Impe Mi ‘ x 
Phillis Prox ( 

Royal Type ( I 







Shipman-Ward Mfg. Co 129 
Storms, H. M., Ce 183 
Um wood Elliott Fisher Back Cover 
U. S. Typewriter Ribbon Mfg. Co 7 
Waters & Waters Branct 
Webster F. 8 cr ? 
Rubber Stamps 
Melind, Lauis, Co ") 
Meyer & Wenthe, Ir 161 
Stewart, R. A., & ¢ 178 
Superior Type ¢ 178 
Rubber Type 
Fulton Specialty Cs 38 
Stewart, R. A., & Co 178 


Safes 




















85. 86, 87. 88 
{ 1! 
Salesmen Wanted 
Box BY-257 124 
Scrapbooks 
Globe-Wernicke ¢ T ) 
Weis Mfg. ¢ ‘ és. 69, TO 
Wilson Jones Co 7 
Secretary Desks 
Art Metal Construction ¢ 
General Firey fing ( The....64, ¢ 
Globe-Wernicke Co The 
Peerless Steel Equip. Co 183 
Shaw-Walker Co 8 s 87. 88 
Shelving 
All-Steel Equip. Co a? 
Art Metal Construction Co 5 
Browne-Morse ¢ 12 
Corry-Jamestown Mfg. Corp 2] 
General Fireproofing ¢ The.._.64, ¢ 
Globe-Wernicke Co The 51 
Shaw-Walker C¢ 5 s 87. &S 
Signs, Changeable Letter 
Acme Bul & D Boar 
Corp 170 
Stamp Affixers 
Nat'l Postal Meter ¢ 130 
Stamp Pads 
} i 4 y to s 
Me lis, Co 00 
Meye Wenthe Ir f 
Phill Process ( 04 
Rivet ( 7 
Rockwe nes ( } 
Stewar . 2 € 7S 
\ tor Safe & Equiy te 7s 
Stands for Office Machines 
\ll-Steel Equip ¢ x? 
Al 7 
Ar ‘ rT) 
Art ( 7 
rer ! ( i 
I 
a ( < 
f ‘ » 
i t ( - 
Wells Office Furniture ¢ 79, 81 
Staple Extractors 
Ace Fastener Cory 17 
Metal Specialties Mfg. ¢ 
Staples and Stapling Machines 
Ace Fastener 7 
Markwell Mf ( 8 
Speed Products Cory 
Va Manufacturing ‘ 
Stencils, Brass 
Dayton Stencil Works ° 
Stenographer’s Note Books 
National Blank Book Co 7 
Rockwell -Barne ‘ 19 
Stools 
Cor 
Istand ¢ 
Metal F ( } 
of Fu ( 7 x 
Storage and Transfer Cases 
All-Steel |} ‘ x 
Art Me t ‘ 
Art St Sales ¢ r 7 
Bankers Box ( 60 
Barkley, C. L., & ¢ 12+ 
t ( ] 





Browne-M 





wn Mf ‘ ? 
eprox ‘ Tl 
icke ( t 
n & 8S ( 
! ( 
el Equ ‘ & 
Cort 
es ( 
‘ 8 . 8 aN 
‘ > 
Weis Mfg. ¢ < ° 
Yawma und | Ne ‘ 


Store Fixtures and Equipment 
4 Stee t ( x 
Strong Boxes, Fire Protected 


Mie k Stee Safe (¢ 


OFFICE 


APPLIANCES, 


Tables 


Art Metal Construction Co > 
Browne-Morse Co. 12 

Corry-Jamestown Mfg. Corp 121 
General Fireproofing Co., The_..64, ¢ 

Globe-Wernicke Co. 51 
Mutschler Bros. Co 162 
Peerless Steel Equip. Co 183 
st. Johns Table Co 133 
Shaw-Walker Co. 85. 86, 87, 83 
Victor Safe & Equip. Co 178 
Wells Office Furniture Co 79, 81 


Tape, Cellophane 
Texcel Industrial Tape Corp 119 


Tax Record Books & Systems 


Commonwealth Publishing Co 111 

Dome Publishing Co 131 
Telephone Accessories 

Victor Safe & Equip. Co 178 
Telephone Stands 

Art Metal Construction Co 3 

Art Steel Sales Corp 57. 105 

General Fireproofing Co., The...64, 65 

Globe-Wernicke Co 51 

Peerless Steel Equip. C« 18: 

Shaw-Walker Co 85, 86, 87, 88 

Yawman and Erbe Mfg. Co 135 
Thumb Tacks 

Graff, Geo. B., Co 133 


Ticket Holders 


Aigner. G. J Co oD 
Vail Manufacturing Co 110 


Trimming Boards 





Photo Laboratories 154 
! » Materials Co 14¢ 
Precise Developments Co. 14 


Tying Bands & Devices 
Rochester Wire-O Bindg. Co 173 
Type, Typewriter 





Amer. Writing Mach. Stores Div 74 
Ames Supply Co 71 
Shipman-Ward Mfg. Co 129 
Typewriter Cleaning Material 

Amer. Writing Mach. Stores Div 74 
Ames Supply Co. 71 
Bainbridge. Kimpton & Haupt 

Im 131 
Clarotype Co 130 
Martens Type Cleaner Co 170 
Mittag & Volger, Inc 179 
Red Feather Products, Ltd 77 
Reliance Pencil Corp 173 
Rivet-O Mfg. Co 174 
Shipman-Ward Mfg. Co 129 
Webster, F. 8S Co 2 


Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div 74 





Ames Supply Co 71 
Peerless Key-Imperiai Mfg. Co 108 
Shipman-Ward Mfg. Co 129 
Speed Key Mfg. Co 146 
Speed Products Ct 103 


Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Stores Div... 74 
Ames Supply Co 71 
Peerless Key-Imperial Mfg. Co 108 
Shipman-Ward Mfg. Co 129 

Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div 74 
Ames Supply ¢ 71 
Shipman-Ward Mfg. Co 129 

Typewriter Tables 
See Stands for Office Machines 


Typewriters, Mfrs. of 


Royal Typewriter ¢ 
Smith L 4 & Corona Type 


Underwood Elliott. Fisher Back Cover 
Typewriters, Rebuilt and Used 


Amer. Writing Mach. Stores Div 74 
Shipman-Ward Mfg. Co 129 


Visible Systems Equipment 


Records, Inc ny 
C — 
Construc { 
"ease Cr as 
Co 


orp. Div S.-W “9 4 


i 
Book Co 









Shaw-Walker Co 85. 88, &T_ RS 
Sheppard, The ¢ E. o4 
Vi r Safe & Equip. Co 178 
W m Jones Co 47 


1 Erbe Mfg. Co 


Wardrobe Racks 


New England Woodworking Co 128 
Vogel-Peterson Co 134 


Waste Baskets 





Art Steel Sales Corp 57. 105 
Cole Steel Equipment ( lf 
Corry-Jamestown Mfg. Cort 121 
eral Fireproofing ( The 64. ¢ 
Wernicke ¢ 5, 

Steel quiy ‘ 18 

= Walke Co my Ni a7 &K 


Wholesale Stationery 


Bainbridge, Kimpton & Haupt 
In 


December, 1943 











WANS REPAND Ee) yi 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


COMBINATION SALESMAN and accountant f nplete ac- 
counting systems or cost systems in any line of business, thoro ighly versed 
in all forms of record keeping, plans to return to the office equipment industry 
which he formerly served as salesman and branch anager for one of the 
industry's largest organizations. Can analyze situation juickly and make 
sound recommendations. Interested in king connection with anufacturer 
of adding, calculating or tabulating equipment, duplicator, loose leaf or other, 
where extensive accounting experience can be ised Best f references. 
Address M-129, care Office Appliances, Chicago 


ARBON PAPER EXPERT Skilled in mz 


t set I P 
to € ip cor 











anufacture of quality, competitive, and 





one time carbons. Able to plan, set up, and operate complete factory 18 
years experience. Best references. Seeks position as superintendent Now 
employed. Address Box M-130 Office Appliances, 100 E. 42nd Street, New 


York 17, N. ¥ 

AFTER TWENTY-FIVE YEARS SELLING and manufacturing office furniture | 

desire to join manufacturing organization as sales and production manager. 
contacts in Chicago and Middle West Thoroughly conversant with 

wood and steel and supplementary lines. For three years have specialized 


Closest 


both 


on government and war industries. Address M-135, care Office Appliances, 
Chicago. 

SALES MANAGER; experienced national distribution, wholesale, retail and 
selling to manufacturers, offices, et« Background of broad experience, organi- 
zation, management and with ability to develop sales nationally or locally 
Experienced as Branch and District Manager Also qualified for position as 


Capable assuming responsibilities Address M-1 


Chicago, 6. 


assistant to executive. 
care Office Appliances, 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbon carbon 
papers, etc., has territory openings for steady, rel type of salesmen who 
are workers. New exclusive products have create nusual opportunity for 
able representatives. Permanent post war employment. Opportunity for excel- 
lent earnings. Salary and expenses paid. See display ad in this magazine. Write 
Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 

LEADING EASTERN MANUFACTURER of Typewriter Ribbons and Carbon 
Papers requires full time services of energetic and experienced salesman for 
Northwest territory, including States of Oregon, Washington and Idah Lib- 
eral salary, commission and expenses paid. Permanent employment with oppor- 
tunity to qualify as a branch manager Unlin ited opportunity for trained man 












with automobile who is acquainted with stationery and office supply dealers 
in territory, and willing to make his home and headquarters at either Portland, 
Ore., or Seattle, Wash. Write fully in strict confidence to BY-263, care 


Office Appliances, Chicago 
EXPERIENCED INSIDE SALESMAN WANTED by leading commercial stationery 
store in Central Ohio. Must be aggressive and have creative ideas too. Op- 


portunity exists for man with right qualifications to establish himself perma- 
nently in a business that has the advantages of important lines on exclusive 





agency basis. Opportunity good both for wartime and postwar State experi- 
ence, references and salary requirements Address BY-260, care Office 
Appliances, Chicago. 

EXECUTIVES WANTED 
LEADING RETAIL COMMERCIAL and social stationery store in town of 65 





thousand in So. Calif. wants capable and aggressive man « roven ability for 
nanager of main store. Business has been establi oe d 20 s. Strong financial 
rating Management is conservative, co-operative and aggressive Write full 


ulars in first letter stati ng age training et« Replies strictly 


Address BY- 


partic 
confidential. 


experience, 


care Office Appliances, Chicago 





DRAFTSMEN WANTED 


DRAFTSMAN WANTED—by well-known manufacturer of steel filing equipment 


Must have a thorough ae of sheet metal fabrication Man sired who 











has imagination and initiativ Job has postwar future Salary will be com- 
ate with ability Plea ase advise complete experience ige, and salary 
desired All replies will be treated with strict confidence Address BY-261 


eare Office Appliances, Chicago, 6. 


MECHANICS WANTED 


SERVICE MEN WANTED—We need Service Men witt verience n either or 
all of the following: Friden Calculators, Allen- W ales sadi ng Machines, Dicta- 
phones and all makes of typewriters Give fu details in first lett replies 
treated confidentially Reliable Office Equipment Co., 11 Sycamore, Evans- 
ille, Indiana. 





























NEED CAPABLE, all around repairman, tyvewriters, adding machines, cash 
registers; good town in which to work and live, 28,000 pop Steady, well 
paying work Mechanic previously on this job for 15 year passed away 
E. W. Shannon, 300 E. College Ave Appleton, Wis 
WANTED:—2 Typewriter and 1 Adding machine mechanic—salary $175.00 
% month guaranteed—position permanent Peter Paul Co., 2167 Ff ith St 
Cleveland, Ohio. 
ADDING MACHINE MECHANIC, also Typewriter Addressograph, Multigraph 
Mechanic Good salary Pruitt Office Machines, 425 N. LaSalle, Chicago 
BUSINESS MACHINES MECHANIC, $50 per week guaranteed Possible to 
ake more Muncie Tynewriter Exchang funcie, Indiana 
“W ee Dictating machin echanic y g Office } pment 
210 W Adams St., Chicago, Illinois 
REPRESENTATIVES AVAILABLE 
NATIONALLY KNOWN REPRESENTATIVE cl ly associated h several of 
the largest manufacturers and distributors f wood and steel office furniture 
ylans to open sales office in Chicago. Wants best desk, chair and file lines 
vailable Also accessory lines Intimate knowledge of ‘what will se to 
wholesale distributor, dealer and top priority user makes his contacts espe- 
cially desirable. Address M-133, care Office Appliances, Ct g 
REPRESENTATIVE AVAILABLE for Metropolitan New York Thoroughl 
acquainted with principals and buyers of e furniture and « ert 
obbing and retail stationery trade. Has ] ecord and is exper 
enced in working with dealers and sal ting sale f office 
equipment, systems and shelf items n te worth 
while products Box M-134, care ] 100 Ff i2nd Street 
New York 17, N. ¥ 
SALES REPRESENTATIVE with iz now handling ens 
mechanic al pencils and leather ‘ ar id le to sell to 
co ial stationers. Well known p icing att ‘ e. E pped 
to first-class representation Address M-132 care Office Appliances 
Ch 
SALES AGENCY which has b é r € e in Pacific 
Northwest over period of te s in o ese me more 
anufacturer Covers trade thore Oregor W Z an, tr r Cal 
ia, parts of Idaho, and Mon k ed d . b 
Addr ess M-131, care Office Applian Oe ig 
SALES aig om ee Experienced Seek tationery ne for Greater 
New Yor rood references Commission basis B M-128 re Office 
Appliances, 100 i 12nd Street, Ne York 17, N. 
OFFICE APPLIANCES, December, 1943 


RETAIL BUSINESS FOR SALE 


FOR SALE—Long established business in industrial Ohio city of 300,000 
population, handling office furniture, equipment and supplies. Representing 
the largest office furniture manufacturers. Excellent opportunity for individual 
or to operate as branch. Write The Commercial Office Supply Company, 
55 Main St., Akron &, Ohio. 


55 S. 

FOR SALE—Well established Office Equipment and Supply business going good 
in Central Illinois prosperous community and excellent opportunity for some 
one to step into and operate at a good profit. Write for full particulars. 
Address BY-262, care Office Appliances, Chicago. 


WANTED TO BUY BUSINESS 


WANTED TO BUY—Complete Stationery Business. Large corporation seeking 
to expand its operations is interested in purchasing a going stationery busi- 
ness. If your annual volume is over $200,000 and you would be interested 
in selling, write BY-259, in care of this publication. All replies will be 
held strictly confidential. 


TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS SCHOOL A simplified Practical Home- 
tudy Course. Our students now operating their own business. Division 2, 
Canton 5, Ohio. 


SALES LETTERS 
LETTERS WILL BUILD SALES: For 


You need them more than ever now. 
insuccessful letters for reshaping 
Goldthwait, 1659 Broadway, Denver, 


years I have built letters that pull sales. 

Send me your data for new letters, or 
Particulars on request. Address H. M 
Colorado, 


FOUNTAIN PEN REPAIRING 


WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices e especially feature ‘“‘CONKLIN,”’ SWAN, 
WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etec., but can 
repair all other makes. We feature Com Pen Points and Repai ring. Mail all 
makes to ONE place for better service (Est. 1904). ASK ABOUT NEW 
WELTY PENS, $1.50 to $10.00 L IST Welty Pen and Repair Co., 38 So. 
State St.. Chicago 3. 





ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding 
able. Quotations furnished on specific 
1643 101st Ave., Oakland, Calif 


and Calculating Machine Parts avail- 
parts upon request. Dehn, Jr., 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, 


Dictaphones, Ediphones, 
S. Wells St., Chicago 7 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold Dorrell-Markel, 93 S 11th, 
Minneapolis, Minn. 

BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, 
types office machines bought and sold. Fort Pitt Typewriter Co., 
Ave., Pittsburgh, Pa 

ELLIOTT-FISHER machines, calculating machines, 
equipment, bought and sold W. J. Crowley 
Milwaukee, Wis. 
BURROUGHS, MOON HOPKINS, 
and everything in the office machinery line 
we will quite highest cash prices 
Broadway, New York City. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, 
Typewriters, Adding M: achines. Write for 
Pruitt Office Machines, 527 Pruitt Blidg., 


Burroughs, Moon Hopkins, 


bought and sold 


Adding-Calculating Machines, 
Chicago Office Appliance Co., 529 


Kardex. All 
644 Liberty 


adding machines—all office 
Company, 434 Caswell Bldg., 





liott-Fisher, Remington Accounting Machines, 
State model, serial number and 


International Office Appliances, Inc., 326 


Folders, 
Circular. 


Sealers, 
Making 


Multigraphs, 
FREE Money 
Chicago 10 





FOR SALE—-1 Sunderstrand ( Bookkeeping Machine——18” Front Feed 
carriage with payroll attachr Serial No. 287802. Burroughs portable 
adding machine-—S column hand operated, with 12” carriages. David C. 
Silvers, 135 Grand St., New York 13, N 


DICTAPHONES—EDIPHONES—Foremost specialists in 
purchases of dictating equipment Write for catalog 
Machine Co., 235 Fifth Ave., New York, N. Y 


sales and 
Dictating 


rebuilding 
American 





KARDEX, ACME, POSTINDEX, et« visible filing equipment of all types 
bought and sold We specialize in this field and offer full co-operation to 
dealers. Commercial Card System, 135 Grand St., New York City. 
KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels ‘ always on hand Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
shed, thoroughly rebuilt for years of additional service, moderately priced. 


Used equipment also bought and exchanged. Universal Office Equipment Co., 


561 Broadway, New York, N. Y¥ 
VISIBLE EQUIPMENT bought, sold and exchanged We 
Kardex, Acme and International Visible 


specialize in rebuilt 
Factograph cabinets, as well as other 
akes. Have available credit authorization equipment in one line tube panels, 
und 5x12 pocket panels, for reasonable prices. Write and tell us what 
Visible Equipment you need or have for sale Svecial prices to Dealers. 
FE. H. Heineman, 4 North Eighth Street, St. Louis, Mo. 


FOR SALE, 700 LEDGER CARD POSTING TRAYS With and without covers, 


locks, and stands, all makes anc sizes WE WILL BUY POSTING TRAYS, 
ANY QUANTITY AND SIZE Accurate Office Appliance Company, 115 Liberty 
Street, New York. 
75 ACME INSITE CABINETS—S8x5. in 14 and 23 drawer units. ye 
to new. Commercial Card System Co., 135 Grand St., New York 13, ! 
EMPTY SPOOLS WANTED: I will pav $1.00 per hundred for all typewriter 
nd adding machine spools Any condition and will refund nostage in addition. 
Checks sent same day erchandise received Birnbaum, Central Avenue, Far 
Rockaway, New York 
MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons ew ribbons of all kinds in the reel Dealer proposition. 
Lewis 113 West State, Milwaukee 
KEY TOPS NEW, will fit Victor Wales, Dalton, High Burroughs, two cents 
eactk Also, Burrouchs used motor AC and 1 Adding Machines Sales & 
Service ¢ 1100 Prospect Ave., Cleveland, O 

WANTED 


INTERNATIONAL VISIBLE Factograph cabinets, in 6 and 12 drawer 8x5 size, 
omp! d hol 4 : 


ete with cz lers and g i shift rods Advise what you have avail- 


hle } H. He 





OFFICE 


APPLIANCES, December, 


1943 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 


money orders or certified check. Stamps and 
personal checks not accepted. 








2,332,511 Signature Writing Apparatus. Louis H 
Glassman, East Falls Church, and Clarence W. Burger 
Arlington, Va., assignors to Edward Costigan and 
Robert B. Swope, both of Washington, D. C., and Dos 
T. Hatfield, Arlington, Va., trustees for the stock 
holders of Autopen Corporation Application October 

1940, Serial No. 359,980. Granted October 26, 1943 

332,547 Loose Leaf Binder. Hubert Auburn, 
mA . Healthy, Ohio, assignor to The Tenacity Manu 
facturing Co., Lockland, Ohio, a corporation of Ohio 
Application May 23, 1941, Serial No. 394,915. Granted 
October 26, 1943 

2,332,605. Filing Apparatus. Richard P. Scholfield, 
New York, N : assignor to Scholfield Service, Inc 
New York, N. Y., a corporation of New York. Appli 
cation August 26, 1942, Serial No. 456,251 Granted 
October 26, 19438 

2,332,637. Continuous Envelope. Vincent E. Hey 
wood, Worcester, Mass., assignor to United States En 
velope Company, Springfield, Mass., a corporation of 
Maine Application February 5, 1941, Serial No 
377,544 Granted October 26, 1943 

2,332,728. Bank Check Cover. Sidney B. Klahn, 
Portland, Oreg. Application March 23, 1942, Serial 
No. 435,771 Granted October 26, 194: 

2,332,755. Accounting Machine. William H. Robert 
son and Erie R. Coe, Dayton, Ohio, assignors to The 
National Cash Register Company, Dayton, Ohio, a 
corporation of Maryland. Application April 27, 1940, 
Serial No. 332,010 Granted October 26, 19438 

2,332,757 Brief Case or the Like. Jacob Roth, 
Brooklyn, y Application January 19, 1940, Serial 





No, Granted October 26, 194 
: Pen. Ernest F. Alstrom, Jr., Bs icero, 
Il, Application December 1, 1941, Serial No. 421,132 


Granted October 26, 194 

2,333,016 Paper Fastener Herbert D. Lawson, 
Washington, D. C Application January i3, 1943, 
Serial No. 472,241. Granted October 26, 1943 

2,333,022 Record Binder. Charles H. Lockwood 
Atchison, Kans Application March 4, 1943, Serial 
No, 477,909. Granted October 26 1943 

2,333,065. Fingerprint Register. Clayton FE. Wyrick, 
Miami, Fla., assignor to The Egry Register Company 
Dayton, Ohio, a corporation of Ohio. Application July 
20, 1942, Serial No. 451,644, Granted October 26, 1943 
2,333,108 Tape-Serving Mechanism. Alfred P 
Krueger, Stratford, and Michael J West Shelton 
(Conn assignors by mesne assignments to fetter 
Packages, In Shelton, Conn a corporation of New 
York Application May 2, 1940, Serial No 332,948 
Granted November 2, 1943 

2,333 Folding Representation of a Globe. Ger 
ald A. Eddy, Glendale, Calif., assignor of one-half to 
Fritz A. Burns Application March 10, 1942, Serial 
No. 434,035. Granted November 2, 1943 
2,333.23 Calculating Machine. Robert E. Boyden 
Kensington Park, and Harold TT. Avery Oakland 
Calif assignors to Marchant Calculating Machine 
Company, a corporation of C aiiternta Application May 
16, 1941 Serial No. 393 Granted November 2 
1943 

2,333,461 Record Card Punching Machine. Samue) 
Brand, Binghamton, and James M. Cunningham, En 
icott, N. Y assignors to International Business Ma 
chines Corporation, New York, N. Y., a corporation of 
New York Application September 23, 1942, Serial 
No. 159,402. Granted November 2, 194! 
33.511, Insulated Filing Cabinet Manufacture and 
the Like. Charles J. Bates, Englewood, N. J and 
Robert W. Findley, Canton, Ohio, assignors to Diebold 
Incorporated, Canton Ohio, a corporation of Ohio 
Application October 2 1941 Serial No 413,286 
Granted November 2, 1943 

2,333,528 Loose Leaf Binder and Brief Case. 
Homer H Cohun Yuba City Calif Applicatior 
March 21, 1942, Serial No. 435,741 Granted Novem 
ber e 1943 
2,333,539 Office Furniture Gustave W. Luders 
is ” Muskegon Mich assignor to Browne-Morse 
Company, Muskegon Mich Application June 14, 
1941, Serial No. 398,120. Granted November 2, 1943 
2,333,586 Typewriting Machine. William F. Hel 
mond, Clinton, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N a corporation of 
Delaware Application May 20 1941 Serial No 
94.302. Granted November 2, 1943 

2,333,597 Writing and Drawing Tablet. Fred 8S 
Strauss, New York, N assignor to Harte & Com 
pany, New York. N. Y., a copartnership consisting of 
Charles P. Beagan, Alan Shedlin, Fred S. Strauss, 
Ann Shedlin, and Molly Strauss Application May 20 
1943, Serial No. 487,738. Granted November 2, 1943 
2.333,615 Filing Device. Daniel A. Brennan, de- 
ceased, late of Chicago, Ill., by Elmer L. Zwickel, 
executor, Chicago, Ill., assignor to Acco Products, Inc 
Long Island City, N. ¥ a corporation of New York 
Application April 20 1942 Serial No $39,695 
CGrante November 2, 1948 

2.333.624. Art of Stencilization. Ardell M. Altman, 
Chicago, and Everett J. Shaw, Western Springs. I 
assignors to A B. Dick Company, Chicago, II.. 
corporation of Tllinois Application September 3 1940 
Serial o. 355,142 Granted November 9, 1943 
2,333,704. Vertical Paper File. Claude B. Cooper 
Watertown, Mass Application June 26, 1942, Serial 
N 448.659 Granted November 9, 1948 

















2.333.714. Pencil Sharpener. Philip Fletcher, Cham 
bersburg Pa Application April 9, 1942, Serial No 
138.333 Jranted November 9. 1943 

2,383,843 Drawer Slide. Dudley A. Cox, Grand 
Rapids, Mich., assignor to Michigan Desk Company 
Grand Rapids, Mich., a rporation of Michigan Ap 
plication August 3 1942, ‘Serial No. 453,341 Granted 
November 9, 19438 
2.333.876. Mechanical Pencil. Fred P. Moore, Chi 
cago, Tll., assignor to Eversharp, Inc Chicago, Tl a 
corporation of Delaware Application January 19, 1942 
Serial No. 427,219. Granted November 9, 194: 

2,333,924 wees Dispenser. Dimitri L. Gorbatenk 
San Francisco ‘alif., assignor to Dimgor Corp.. San 
Francisco Calif. a corporation of California Appli 
eation Jamuary 21, 1941, Serial No. 375,190. Granted 
November 9, 1943 

2,334, 19. Desk Set. Carey Garfield Gregory, Los 
Angeles, ‘alif. Application September 6, 1941, Serial 
No. 109,892 Granted November 16, 1943 
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2 4, 2¢ bit Machine. George f Hand Fisher Company, New York, N. Y a corporation of 
ley dale i William O. Michelse Woodhaver Delaware Application December 2¢ 1940, Serial No 
“= assignors t ‘ 1 Typewriter aainas Ime 71,652 Granted November 16, 1943 





New York, N. Y a corporation of New York App 


ation August 5, 1942, Serial No. 453,730. Granted 
November 16, 1943 

2,334,271 Checking Pencil. Leland S. Malm ar 
John I Oneto, Sar Francisco, Calif Application De 
cember 19 4 Serial No {93 63 0. Granted Noven 


ber 1 1943 
1.283. Decollating Machine. William C. Pfeiffer 


Dayton. Ohi assignor to The Egry Register Company 
Dayton Ohio s corporation of Ohio Applicatior 
September 4, 194: Serial No 157,377 Granted 
November 16, 


2,334,324 Portable Aeon Register. Louis f 
ior to American Sales 


Hageman, L 


ewistor assi 








Book Comy I * i ara Fs Y a corpora 
tion of Delawart Application A st 1, 1941, Seria 
No. 405.070 Granted November 16, 1943 
2,334, 3¢ ehecerseat eat co Machine. Willian 
I Watsor hic Let mil Applicatior Maret 
1940. Serial Ni Granted November 1¢ 194 
2,334,380 Clip “Board John Henry Brinker, Cov 
ington, Ky i o The Globe-Wernicke Co 
Cincinnati, Ohic 4 corpora of Ohio Applicatior 
September 2, 194 Serial No. 500,993. Granted No 


vember 16, 194 
2,334,423. Ink Transfer Ribbon. Lawrence FE. Lentz 
New York, : Y assignor to Underwood Elliott 
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2,334,430 Calculating Machine. John L. Moody, 
Oakland, Calif., assignor to Friden Calculating Ma 
ine Co Inc., a corporation of ¢ alifornia Applica- 
tion August 18, 1941, Serial No. 407,2 Granted 


N 16, 








wember 
4 : Handling Apparatus. Sidney E 
assignor to American Tag 
ll a corporation of Illinois Ap 
l ae Serial No $24,751 
Granted November lf 
2,334,464 Gorasttinas “Sisstine Elmer L. Wise 
Bridgeport, Conn., a ror to Underwood Elliott 
Fisher Company New ( ae a corporation of 
I Application March 18, 1941, Serial No 
83,951 Granted November 16, 1943 
1 Pencil Holder and Sharpening Device 
iston Conn, New Castle, Ind Applicatior 
July 1, 1943, Serial No. 496,923 Granted Novem 








16, 1943 
6.639. Design for an Index Card Tab. Harold J 
Hoffman, Hastings, Minn., assignor to Peter A. Hoff 

ar Hastings, Minn Application July 9, 1943, Serial 
No. 110,634 Granted November 9, 1943 

126.860, Design for a Scratch Pad Holder or Sim- 
ilar Article. Fred H. Kiser, Los Angeles, Calif. Ap 
plication August 1943, Serial No. 110,980. Granted 
November 16, 
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NEW TRADE LITERATURE 


G. J. Aigner Company, 503 South Jefferson Street, Chicago 7, Ill., has 
available for distribution to dealers a new, condensed six-page catalog 
released late in Octeber. The new buying guide, prepared in the form of 
a folder, covers the AICO line of indexes, cellulose products, desk pads, 
and so on. Much of the dealer’s time is saved by using the new release, 
which covers only the items now available and eliminates delays in 
placing orders. 

The new catalog is available to interested dealers in small quantities, 
either with or without the G. J. Aigner Company imprint. 

Old Town Ribbon & Carbon Company, Inc., 750 Pacific Street, Brooklyn, 
N. Y., mailed to its distributors on November 26 a completely new, up- 
to-the-minute price list, including all new items such as JET-RITE black 
spirit duplicating carbon, JET-RITE black master units, JET-RITE dupli 
cating fluid, JET-RITE Dupliforms, the new No. 80 non-curl carbon, and a 
complete line of spirit and gelatin process duplicating papers and other 
new Old Town specialties. The new mailing is said to be the most com- 
prehensive list ever issued by the company. Copies may be obtained by 
interested dealers by addressing the company at the above location. 

United States Bronze Sign Company, 570 Broadway, New York 12, N. Y., 
has just announced that its new 16-page catalog is ready for distribution 
The new release is designed to serve as a guide for commercial institu 
tions which may have the need for a comprehensive survey of plaques 
and honor roll designs, both ready- and custom-built, of plastic, non 
critical materials. Copies of the new catalog, printed in sepia on good 
quality paper stock, are available upon request 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


American Writing Paper Corporation, Holyoke, Mass.—The difficulties 
confronting the paper industry are discussed by the American Writing 
Paper Corporation in the earnings report for the September quarter and 
nine months. Thomas H. Blodgett, chairman, and Leon M. Yoerg, presi- 
dent, state that increasing scarcities of raw materials essential for the 
continuing operation of the company, together with the stringent allocation 
f such supplies as are available of many commodities, render accurate 
forecasts of operating results and operating schedules impossible 

The net profit for the quarter ended September 30, 1943, subject to year 
end audit, was $71,002, after all charges, including Federal taxes, equal to 
IS cents a share on 381,800 shares of common stock. This compares with net 
i year ago of $9141, or two cents a share, on 402,162 shares then outstanding 

For the nine months ended September 30, 1943, the net profit was $172,651, 
or 45 cents a share, compared with net for the like period a year ago of 
$212,446, or 53 cents a share. 

The report states that estimated Federal income and excess 
ire provided for at the composite rate of 63 per cent for 194 
cent for 1942. (Boston News Bureau, October 25.) 

International Business Machines Corporation._—Net profit of Interna 
tional Business Machines Corporation and subsidiary companies for the 
nine months ended September 30, 1943, subject to the final year-end ad 
was $26,905,108 before providing for United States Federal and 
Canadian income and excess profits taxes, Thomas J. Watson, president 
of the company, reported early in October. This compares with net. profit 
of $18,652,433 for the corresponding period of 1942, an increase in net 
profit before taxes of $8,252,675 

After providing for estimated U. S. Federal 
excess profits taxes (including $15,413,300 estimated excess 
after deducting post-war credits of $1,838,300), the net profit for the nine 
months of 1943 was $7,525,208, equivalent to $7.24 a share on the 1,039,546 
shares outstanding September 30, 194 This compares with net profit of 
for the nine months ended September 30, 1942, an increase of 





profits taxes 


and 56.8 per 


justments, 


ind Canadian income and 
profits taxes 





months ended September 80, 


reported above for the nine 
Price Adjustment 


Net profit as 
Department 


1948, is subject to review by the War 
Board, the report stated. 

Remington Rand, Inc.—While sales of Remington Rand, Inc. for the six 
months ended September 50 were 46 per cent larger than a year ago, esti 
mated net income declined to $1,775,000, or 78 cents a common share, 
from $2,203,000, or $1.08 a share, in the comparable 1942 period rhe 
company also estimated its net income for the three months ended Sep 
tember 30 was equal to 43 cents a common share compared with 35 cents 
in the previous quarter and 69 cents in the September 1942 quarter 

Sales for the six months to September 30 were estimated at $56,500,000 
compared with $38,500,000 a year earlier. While all this record high sales 
volume represents war output, 50 per cent is in the company’s regular 
lines. Remington Rand has rehabilitated three of its formerly idle plants 
and the Government has furnished four new ones with facilities.—GET. 

Royal Typewriter Company, Inc.—-Stockholders of the Royal Typewriter 
Company at their annual meeting in New York, October 26, voted approval 
of three amendments to the certificate of incorporation, including a 
change in par value of common stock from no par to $1 a share and 
in increase in common from 269,704 to 1,078,816 shares Approval was 
given to increase in voting rights on existing preferred from two votes 
1 share to eight, to compensate for the larger number of common-share 
votes 

Increase in aythorized common stock is to pay a stock dividend of 
three of the new $1 par shares on each of the present outstanding shares. 
This, E. C. Faustmann, president, explained, is to provide more suitable 
distribution of the junior issue preliminary to making application for its 
listing on the New Ycrk Stock Exchange 

Mr. Faustmann said that reconversion of plants to peace-time products 
can be effected in a 90-day period. (New York Herald-Tribune, October 27.) 

L. C. Smith & Corona Typewriters, Inc.-For the quarter ended Sep 
tember 30, 1943, L. C. Smith & Corona Typewriters, Inc. reports net in 
of $232,543, equivalent to 77 cents a common share. This compares 
or 19 cents a share on the $6 preferred stock, 


come 
with net income of $2,451, 


for the quarter ended September 30, 1942. (New York Herald-Tribune, 
November 14.) 

Wilson Jones Co.—Net income for the year ended August 81, 1943, before 
Federal income taxes, was $780,571. Provision for Federal income taxes 
amounted to $421,704, leaving a net income for the fiscal vear of $358,867 
Out of the earnings before taxes, $780,000, ipproximately $448,000 will be 


earnings 
to the 


paid in taxes to the Treasury. This compares with last year’s 
of $1,210,000 before taxes, out of which $707,000 was paid in taxes 


Treasury. (Chicago Daily News, October 30.) 
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This Month’s Special Features 











WHAT EVERY BUSINESS MAN SHOULD KNOW 
ABOUT CONGRESS. The appalling lack of knowledge 
on the part of business men concerning Congress and 
the entire legislative process, says Congressman William 
S. Hill of Colorado, in his highly informative article 
on page 28, explains why business groups are frequently 
unable to get action on some needed measure or to supply 
their chosen representative with information he needs. 
In it he traces a bill from its introduction to veto or 
enactment. Stationers would do well to refresh their 
memories on this process, particularly in these days of 
strict governmental regulation. 


* 

GET AN INSIGHT INTO THE OUTLOOK. Post- 
war tomorrow may be a long way off, says Frank Far- 
rington in his discussion of the immediate future on 
page 23, but the immediate planning we do may well 
affect the entire post-war future of the office appliance 
field in the United States. Don’t coast towards this rosy 
future, he says, but get in and pitch for present and 
future business NOW. 


* 


SALES CLIMB THROUGH REGULAR RADIO 
SPOT ANNOUNCEMENTS. On page 27, G. S. Thorne 
of the Paul Anderson Company of San Antonio, Tex., 
tells an amazing story of how radio spot announcements 
moved apparently “dead stock” when all other advertis- 
ing, interior and window displays, and special effort on 
the part of the salespeople failed. It’s a tip that may 
be the answer to YOUR problem. 


* 

AS A MANUFACTURER SEES YOUR ORDER 
FORM AND PURCHASE METHOD. Are you experi- 
encing any unusual delays in getting deliveries of mer- 
chandise? It may be your own fault, says an anonymous 
manufacturer on page 22, for in many orders details are 
omitted or made ambiguous, deliberately inviting con- 
fusion. This is the time, he concludes, to adopt a proper 
purchase order form and procedure—without delay. 


* 

KEEP YOUR WORKING CAPITAL IN GOOD 
WORKING ORDER. The old idea of the two-to-one 
ratio of current assets over current liabilities no longer 
holds, says Fred Merish, in another of his timely fiscal 
articles on page 18. Three-to-one is much sounder today, 
he points out in showing the correlation between work- 
ing capital ratios and percentage of profit. He also 
warns that tax for the year ahead should be estimated 
carefully and spread equally over the 12 months. 


- 
THE 1944 PERSPECTIVE OF THE OFFICE 
EQUIPMENT INDUSTRY. And, of course, you’ll want 
to read what leaders in the office equipment field in the 
United States and Canada have to say about the outlook 
for next year. This feature will be found on page 12. 














Y] 


yl RUTH, JUSTICE and FREEDOM are the virtues 


that bind human kind together. They are funda- 





mental in America... the grand total of all study 
in our schools. Out of truth comes knowledge 
of the right. . . through justice man creates his 
own penalties and his own. rewards .. . with 
freedom the world looks forward to a peaceful 


and happy security. 


The shining light of truth can never fail... 
justice and freedom are tottering now. They 





must be the guardians of all men if any are 
blessed with their values... but not all are being 
taught that these virtues stand guard and make 
life worth while. Justice and freedom may die 
if we fail in our guardianship of the spirit in 


which they live and grow. 


Freedom begins in youth... in our boys and 
girls .. . not as a rule of conduct, but as a 
privilege to be treasured and defended. With 
freedom assured, truth and justice become a 
part of our thought and our action. 














For these we serve... For this we fight... 


(‘Text and illustration from The GF News, through the courtesy of The General Fireproofing Company, Youngstown, Ohio). 
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A CHRISTMAS WISH 


ESPITE the grievous burdens that war has put on the spirits 

of men, hearts and minds are lifted in hope as the time for 
celebrating the advent of the Prince of Peace approaches. 
Peace, just and lasting, is the goal of this war. Achievement 
of that precious purpose ere Christmas comes again is our 
ardent wish for all the world. 


DETERMINING THE FUTURE 


OOKING ahead in an effort to discern the shape of coming 

events is often a futile process. Omission of one factor 
from the mosaic comprising the pattern can lead to complete 
inaccuracy. Just a trifle too much optimism, or pessimism, will 
result in error. It is not so much a question of what the future 
holds for man as what man does to make himself worth while 
in the future. Many factors are not controllable, but an individ- 
ual’s contributions to the future are not among these. Upon 
each of us depends what we do to make the future bright. 
When our individual efforts are combined, they may well deter- 
mine the course of events in 1944. 


THERE’S NO MAGIC IN POST-WAR PLANNING 


HE TERM “Post-war Planning” has been bandied around so 

promiscuously in recent months by speakers and writers, 
good and bad, that it's rapidly heading for extinction through 
its very triteness. That the term should come into disrepute 
through being overworked is good reason to soft-pedal its use 
and, instead of talking, to ACT! 

Actually there’s no magic in Postwar Planning ... it's no 
different than the system you formerly used in projecting your. 
business plans into the future. First, there’s the matter of mer- 
chandise—it's just good common sense to exercise caution in 
the purchase of goods which may become obsolete when the 
war ends, because of new models and, perhaps, new mate- 
rials. Promotion and merchandising? They'll be about the 
same as before. Personnel? You'll take back the old men, now 
in service, who formerly produced for you, of course. Most of 
the apparent complexities of today will disappear after the war, 
leaving business men free to plan as before. It's that simple! 
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Perspective of the Office Equipment Industry 


Among the certainties and uncertainties apparent in a look ahead for 
the office equipment industry, one great surety looms above all else— 
the determination to direct all forces of the industry to promotion of 
the war effort. In harmony with this compelling urge, the writers of 
the following statements, as association heads and government officials, 
look to the future in relation to the industry's contribution to Victory 


on all fronts. 


UNITED STATES 


Prast- War Pi sbadicls for fhce Appliances 


UR NATION has now been at 

war with the Axis for two 
years. The office appliance indus- 
try, rapidly converted to war pro- 
duction after Pearl Harbor, has in 
these two years contributed its 
share and done its part in pro- 
ducing war materials as well as 
office equipment essential to the 
war program. Although victory is 
in sight, we have yet to make the 
supreme effort on the production 
and military fronts to achieve 
complete defeat of the enemy. The 
office appliance industry will con- 
tinue, as all other industries, to 
perform whatever services may be 
required, as long as needed, until 
victory is won. 

Urgent, and many times very 
difficult, initial problems of con- 
verting to war production are now 
very much in the past. Wartime 
operations bear little resemblance 
to routine peacetime activities in 
the industry, but current problems 
can be met and solved in man- 
agement’s stride. It is no reflec- 
tion on the industry’s patriotism, 
or in any way an interference 
with its war effort, for manage- 
ment of the office appliance in- 
dustry to be thinking of the 
future, of the time when factories 
must be readjusted to normal op- 
erations, of sales organizations 
which must be reorganized or re- 
built, of new and improved prod- 
ucts, the re-employment of re- 
turned service employees, and a 
host of other matters consequent 
to a complete reorientation of an 
industry. 

The time and circumstances of 
the release of present wartime 
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By H. B. McCOY 
Chief, 


Division of Industrial Economy, 
Bureau of Foreign & Domestic 


Commerce 


Washington, D. C. 


& 


controls on military and essential 
civilian production are indefinite 
and unpredictable. Whether the 
office appliance industry may be 
fully released at one time, or what 
the order of release in relation to 
other industries may be, is also 
uncertain. To a large degree, 
this industry in general will not 
have many of the production re- 
conversion problems of other in- 
dustries. On balance, much will 
probably have been learned in 
new techniques and experience 
gained in war production that will 
be valuable after the war. All 
such knowledge and experience 
gained will be put to good use, for 
it is a certainty that competition 
will be keener in the future, not 
only among those in the industry 
prior to war, but also from pos- 
sible new entrants into the field 
with new ideas and products. 


Measuring Post-War 
Opportunities 


Is there any measure of post- 
war potentials in the office equip- 
ment and supply field? What are 
the opportunities for the industry 
to expand the volume of output 
over pre-war levels and increase 
the scope of the industry in its 
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service to the commercial life of 
the country? Are the basic prod- 
ucts of the industry sufficient or 
are new products and new tech- 
niques needed to fit the long-term 
needs of our own and the world’s 
post-war business? Should there 
be entirely new approaches to the 
distribution and selling of office 
equipment and supplies? Doubt- 
less these and many other ques- 
tions arise in the mind of man- 
agement in moments of reflection 
on the past and contemplation of 
the future. These are easy and 
obvious questions to raise; only 
for a few can an answer even be 
approached; others are never def- 
initely answerable. Yet, questions 
of this kind must be constantly 
in the minds of those responsible 
for the employment and the pro- 
duction of goods and services for 
the 130 odd millions of people in 
our nation. 


On what basis can an office 
equipment manufacturer estimate 
the potential post-war business 
for his company and the industry 
as a whole? There are many 
methods, depending upon indi- 
vidual judgment and preferences, 
but one is outlined in “Markets 
After the War,” recently issued 
by the Department of Commerce. 
In this study, expenditures for of- 
fice machinery in a post-war year 
(1946) are projected at 330 mil- 
lions which—in terms of 1942 
prices—is an increase of 102 per 
cent over 1940; 120 per cent over 
1939. (Note: Readers are referred 
to printed study for basic assump- 
tions and methods of arriving at 
the projection of post-war ex- 
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penditures for specific goods and 
services.) On this basis, if the as- 
sumptions materialize and the 
past relationship of the industry’s 
sales volume is maintained in the 
future, the industry would be 
called on for a record output. This 
immediately raises two questions: 
First, assuming maximum employ- 
ment and a corresponding level 
of production, can the industry 
maintain its previous relationship, 
in terms of output, to the total of 
all industry, and second, will each 
individual product within the of- 
fice equipment industry maintain 
its comparative position within 
the industry? The latter, of 
course, is of particular interest to 
the one- or two-product compa- 
nies. 


Industry Trends Follow General 


Business 
In the past, cyclical trends in 
the office equipment industry 


have closely followed those of gen- 
eral business activity. There is 
perhaps some justification for the 
opinion that this has been an au- 
tomatic process, a state of mind 
and a way of life in the industry. 
The reasons for the quick reflec- 
tion of current business trends in 
the sales of office appliances are 
obvious and very real. It is a safe 
assumption, however, that very 
few in the industry believe that 
when high levels of business ac- 
tivity are achieved in post-war 
years, office appliances will auto- 
matically participate in full share. 
There will certainly be no lack of 
competition for industry’s spend- 
able dollars. 

If the office appliance industry 
is to reach the goal indicated, or 
exceed it, in post-war years, can 
it be accomplished with the same 
machines, equipment, appliances, 
supplies and systems offered prior 
to the war? There have been a 


number of developments during 
the past few years, some of them 
rapidly culminating during the 
war period, which may require a 
new approach by the office appli- 
ance industry to the merchandis- 
ing of its products and services to 
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business and professional enter- 
prise. Principal developments 
might be summarized as follows: 
The increasing amount of “paper 
work” in business; the need for 
more and better facts on business; 
and the realization by manage- 
ment of the importance of office 
work in the total operation of 
business. The increasing amount 
of paper work in business, as well 
as throughout our whole national 
life, is—of course—a reflection of 
the upsurge of human activity in 
the modern world. The more goods 
sold and services performed, the 
more documents are required to 
effect these transactions. This will 
continue to grow with our national 
progress. 


Business Benefits from War 
Data Requirements 


Business is now supplying Gov- 
ernment and business itself with 


more data than ever before. A 
great deal of this will be elim- 
inated at the end of the war, but 
there will be a net relative gain 
in the aggregate amount of busi- 
ness information carried over on 
a permanent basis. The Federal, 
State and local governments, as 
well as business itself, will be the 
beneficiaries of additional infor- 
mation as a better measurement 
of the functioning of our eco- 
nomic system. 


All of the necessary paper work 
to be performed has brought to 
management the realization that, 
compared to research and devel- 
opment in production in the fac- 
tory, the business office has been 
treated almost like an orphan. 
Concern is developing over the in- 
creased cost of paper work and 
bottlenecks in the office that de- 
lay other operations. Critical ap- 
praisals are being made of ma- 
chines and facilities, output of 
office workers, environment, light- 
ing and other factors which col- 
lectively affect office efficiency. In 
a rather outstanding case, a user 
of office machines, desks and 
other appliances has redesigned 
and rebuilt the manufacturer’s 
original equipment with amazing 
results. 


It seems an opportune time for 
manufacturers of office equipment 
and supplies to join with profes- 
sional management of office work 
in business to exchange views on 
their one common problem—how 
can a better job be done for busi- 
ness in its office work. Organized 
industry and professional groups 
already exist. Since all these 
groups have demonstrated their 
intelligence, foresight and ca- 
pacity to cope with problems in 
their own fields, a joint effort has 
every assurance of success for 
mutual benefit. 


U. S. STATIONERS 
Preparing for Post- Whar SY, Sndustey’s Primary ob 


ACING the future of the sta- 

tionery business right now re- 
minds me of that old song of the 
Gay Nineties, “Oh What a Differ- 
ence Just a Few Hours Make!” 
We think back to one short year 
ago when our big worry was 
whether or not we were going to 
have anything to sell—and, if we 
could get merchandise, would we 
have anyone to sell it. What actu- 


OFFICE APPLIANCES, 


December, 


By R. D. LATSCH 


President, Latsch Brothers, 

Lincoln, Nebr., and Pres- 

ident, National Stationers 
Association 


ae 


YI 


ally happened was that most sta- 
tioners did a big business during 
the year just past. 


1943 


Now the entire picture has 
changed—our chief concern for 
the year 1944 is, “What will the 
post-war conditions be for the sta- 
tioner?” Probably they will be a 
good deal as we individully and 
collectively plan and work toward 
that plan. 

As usual, we received a lot of 
pertinent information at our Na- 
tional convention. It would be 
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quite worth your while to read 
over some of this information in 
the convention issues of our in- 
dustry magazines. Just let me 
stress here that it will be wise to 
watch inventories, particularly on 
merchandise and equipment man- 
ufactured for the emergency. 

A pessimist, as a rule, is not 
popular, although he does have his 
place. An optimist is more in 
favor, although sometimes he goes 
too far. Personally, I am very op- 
timistic about the future, and my 
reasoning is from a _ negative 
standpoint. That is, not much can 
happen to us that could be worse 
than what has been happening for 
the last 5 years. I need not enu- 
merate the list of catastrophes— 
most of you have lived through all 
of them, and having survived, are 


prepared to cope with any situa- 
tion. You have been and will be 
“on the alert,” availing yourselves 
of every opportunity to learn both 
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from observation and association. 
I was pleased to note your great 
interest in our National Associa- 
tion as evinced by that fine meet- 
ing in October. 

As I sat looking over that great 
assembly at the banquet that 
closed the convention, I wondered 
how many of the individual mem- 
bers thought the association “just 
growed,” and how many were 
aware of the fact that it has taken 
continuous effort and constant 
pushing to bring NSA to the mem- 
bership and importance that it 
enjoys today. 

I commend Charles Garvin, our 
genial general manager, and his 
co-workers for a vital meeting and 
you, one and all, for your foresight 
in attending the convention. May 
NSA continue to challenge us all! 


U. S. OFFICE MACHINE DEALERS 
War Solving ban P. Be ost Whar P. ossibilities wvnsibed 


AR IS terrifying to all of us. 

The bloodshed, heartaches 
and tremendous sacrifices by our 
loved ones on the battlefields of 
the world, to say nothing of the 
hardships of our civilian popu- 
lation, are like terrible night- 
mares. However, it seems that 
drastic things must necessarily 
arise to make us realize many of 
our shortcomings. Especially is 
this true with the average office 
machine dealer. This war has 
brought to their attention the 
realization that unless their in- 
dustry is stabilized, through unity 
in action and by a broad outlook 
rather than the past practices of 
narrowly thinking only of one’s 
own problems, the dealers cannot 
hope to survive the post-war mar- 
kets. That dealer who thinks he 
can maintain his business after 
the war in the same manner as 
his pre-war business is “building 
himself for a terrible let-down.” 
The post-war demand for office 
machines will be enormous and 
the opportunity great, but dealers 
must prepare for it now. 

It is generally stated in office 
machine circles that the average 
dealer is a poor merchandiser. The 
office machine dealer of today, 
however, is a different person 
from the dealer of pre-war days. 
He has been given a governmental 
hypo; his business has been regu- 
lated by Uncle Sam in the inter- 
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est of the war effort; he has had 
to figure out a way to buy wifie 
and his kiddies the necessities of 
life out of his regulated and slim 
profits and yet stay in business. 
He has done this in an uncon- 
scious but real merchandising 
manner, and has learned, much to 
his great advantage, that he can- 
not go it alone, thinking only of 
himself and his own shop, but 
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must of necessity take a broad 
outlook. This emergency period 
has brought the “chiseler” out in 
the open, squeezed him so that he 
realizes how utterly foolish and 
narrow have been his views. Our 
National Office Machine Dealers 
Association has grown from 200 to 
approximately 1,000 members in 
two years. The group, although at 
present representing about 20 per 
cent of all office machine dealers 
of the nation, is growing fast, and 
giving valuable service to those in 
the industry not benefiting di- 
rectly by membership. 

It has been stated that in 1943 
over-all consumer purchases may 
total $88,000,000,000 to $90,000,000,- 
000. What percentage of these 
purchases is for office machines is 
difficult to state, but the dealer 
knows that it is very small, as 
sales have been drastically cur- 
tailed because of non-manufacture 
of machines. From those figures, 
however, the millions of dollars to 
be spent for office machines in the 
post-war market can be gauged. 
Dealers must prepare themselves 
now for this market. Controversial 
problems with manufacturers in 
the past must not be permitted to 
continue. Sales of portables to 
outlets having no knowledge 
whatsoever of the machine from a 
mechanical standpoint, or do not 
maintain a repair shop to do 
necessary adjusting, should have 
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no place in that market. The 
legitimate dealer should be the 
only selling outlet of office ma- 
chines, and because of the train- 
ing of the dealers by this war 
emergency, they will be in a po- 
sition to handle all sales. The Na- 
tional Association, through its 
post-war committee, offers a clinic 


for all problems of such nature. 
This committee is set up to offer, 
and will provide, instruction to 
dealers in post-war business prac- 
tices. 

The post-war problem is one for 
which dealers long in the industry 
must prepare. We cannot, must 
not and will not ask the Govern- 


CANADA 


ment or the manufacturers to do 
it. We have relied on _ those 
sources too much in the past and 
must, now that we are on a strong 
footing, work out these problems 
for ourselves and for our benefit. 
Such benefit to us will necessarily 
prove beneficial to the manufac- 
turer and the purchasing public. 


Industry Closely Med fo U. S. — Co-operation Effective 


HE OFFICE equipment indus- 

try in Canada is very closely 
allied with the office equipment 
industry in the United States, just 
as every other branch of Canadian 
industrial life maintains a close 
relationship with the correspond- 
ing industry in the United States. 
For many years before the war, 
the United States and Canada 
were known as the world’s most 
friendly neighbors. This peacetime 
friendliness has formed a firm 
basis for the close co-operation 
that has existed between the two 
countries in all branches of mili- 
tary, civilian and industrial life 
since the war began. 

This co-operation has been 
achieved through several co-op- 
erative committees—the Perma- 
nent Joint Board on Defense; the 
Materials Co-ordinating Commit- 
tee; the Joint Economic Commit- 
tee; the Joint War Production 
Committee; the Joint Agricultural 
Committee, and the Joint War Aid 
Committee. In Ottawa, Canada, 
there is an office for the United 
States War Production Board; in 
Washington, D. C., the Canadian 
Wartime Prices and Trade Board, 
and the Department of Munitions 
and Supply maintain offices. 

To “ensure an adequate supply 
and equitable distribution” of such 
commodities as food, fuel and oth- 
er necessaries of life, the Wartime 
Prices and Trade Board was set 
up in Canada, by an Order-in- 
Council under the War Measures 
Act, on September 3, 1939. The 
administration of office machin- 
ery, equipment and supplies has 
been under the control of this 
Board since February, 1942. 


Severe Restrictions Imposed 


Restrictions were imposed on 
the sale and acquiring of office 
machines and typewriters at that 
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time. At the beginning of 1943 
these restrictions were even more 
severe. The last few months of 
1943, however, saw easing up of 
the restrictions. More office ma- 
chines were released for essential 
industries and some for industries 
which previously could not qualify 
due to the limited quantities 
available. For a time restrictions 
were so severe that more than one 
dealer had visions of closing up 
shop for the duration of the war. 
t is well, however, that all dealers 
held on and co-operated so well 
with the WPTB regulations, as the 
prospects for 1944 look consider- 
ably brighter. 

Already restrictions have eased 
with promises of more raw mate- 
rial for office machine parts. The 
manpower question may, however, 
present some problems. At any 
rate, if all goes well the outlook 
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is brighter for the industries and 
institutions which had not been 
able to get any machines since 
early 1942. This is due to the fall- 
ing off in the demand for office 
machinery and equipment from 
our armed forces, who quite justly 
had first right to it; and also to 
the fact that essential war indus- 
tries have now been supplied with 
all or nearly all their require- 
ments. 


The Surplus Stocks Problem 


A very serious problem which 
may develop shortly and which 
should now receive much thought 
from all office machine dealers is 
the disposal of surplus stocks of 
equipment now held by govern- 
ment departments and war indus- 
tries which are apt to be dis- 
banded after close of hostilities. 
If all this equipment were dumped 
on the market at one time it 
would seriously affect the manu- 
facture and sale of new equip- 
ment. Manufacturers and dealers 
should begin planning for the ab- 
sorbing of this surplus equipment. 

In order to meet the upward 
pressure on prices, and to prevent 
further inflation, the Canadian 
government stabilized prices at 
the level of December 1, 1941. An 
overall price ceiling was estab- 
lished. After December 1, 1941, 
prices of all commodities and cer- 
tain services were not to exceed 
the highest price paid for such 
goods and services in the basic 
period between September 15 and 
October 11, 1941. Except where 
minimum prices were fixed, prices 
were free to fluctuate below the 
ceiling. 

Every commodity and service 
was grouped under its appropri- 
ate administrator, who has wide 
powers to administer the policies 
of the Board. There are more 


15 








than 50 administrators, grouped 
under six co-ordinators. Fourteen 
regional offices facilitate adminis- 
tration. 

A director of office and account- 
ing machines was appointed in 
February, 1942, to administer the 
maintenance of the price struc- 
ture on all office machinery. In 
January, 1943, an administrator 
of office machines, equipment and 
supplies was appointed. Besides 
controlling office machines, he has 
charge of office equipment, includ- 
ing steel safes and all steel office 
furniture; and of all such supplies 
as carbon paper, pencils, and so 
forth. The administrator is also 
responsible for used office machin- 
ery and equipment; he is still act- 
ing, however, under the order put 
out by the administrator of used 
goods. 

The close co-operation which 
has been achieved by Canadian 
and American industries is 
shown pointedly in the office 
equipment industry. As in Amer- 
ica, Canadian office machinery has 
been mobilized for war. Canadian 
rationing restrictions on the use, 
sales and rental of typewriters 
and other office machines parallel 
those issued by the War Produc- 
tion Board in the United States. 


THE CHRISTMAS WAR BOND 
POSTER.—tThe highly effective 
sales poster which will be mailed 
direct to leading retailers of the 
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Typewriters and some other of- 
fice machines are not manufac- 
tured in Canada; the sets of parts 
for them are imported from the 
United States and assembled in 
Canada. For that reason, Cana- 
dian office machinery plants can- 
not so readily or so usefully be 
converted to the production of 
war machines, as can United 
States plants. However, through 
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PROTECT YOUR HOME FROM fm 
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APPEALING POSTER for the 37th An- 

nual Christmas Seal Sale, conducted 

by the National Tuberculosis Associa- 

tion. This year’s campaign is the most 

important ever held because of the 

threatened wartime rise in tuberculosis 
now facing the country. 
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simplification programs, con- 
trolled distribution, and stabilized 
prices, important economies have 
been achieved in Canada that 
have a direct bearing on the war 
effort. 

Without the co-operation of the 
United States, this situation would 
not have been possible. An agree- 
ment was reached last summer 
between the War Production 
Board and the Wartime Prices and 
Trade Board, by which permission 
was granted to Canadian dealers 
to import from the United States 
at one time an estimated three 
months’ supply of machinery. A 
saving in delivery time was thus 
effected, although a greater supply 
of office equipment was not made 
available. 

The Wartime Prices and Trade 
Board of Canada, under which the 
Administrator of Office Machinery 
functions, has been very success- 
ful in fulfilling its function, the 
maintenance of the overall price 
ceiling to prevent inflation. The 
cost-of-living index by December, 
1941, had showed a percentage 
advance of 14.9 above the pre-war 
level. By September, 1943, after 
21 months of price ceiling, the 
index showed a cost-of-living ad- 
vance of only 3.1 per cent. 


country by the Retail Stores Sec- 

tion, War Finance Division, of 

the United States Treasury De- 
partment. 


December, 1943 
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Soll Yourself and. You'll 
SELL THE MERCHANDISE YOU HANDLE 


HERE has been and is being 

written lots about the value of 
good display, attractive advertis- 
ing and persistent follow-up. All 
of these are, without any doubt, 
more than worth while in de- 
veloping and holding a business. 
But down in Columbus, Miss., 
there is a firm handling office 
equipment that has developed one 
of the outstanding businesses in 
the state without display, without 
any special advertising campaign 
and without any organized follow- 
up. The firm doing this is The 
Commercial Dispatch, publishers 
of the daily newspaper by the 
same name. 

Up to about nine years ago The 
Commercial Dispatch was purely 
a publishing and printing busi- 
ness. The owner saw at that time 
the opportunity that office equip- 
ment offered so decided to go into 
that business. Their place of busi- 
ness, however, was well occupied 
with their business of newspaper 
printing and job printing, with 
the result that there was abso- 
lutely no room to lay out the usual 
display room for office equipment. 
This lack of proper display space, 
however, didn’t stump this firm 
from going into the new business. 
Going back over the many years 
of their newspaper experience they 
decided that after all is said and 
done, the personal element is the 
most frequent controlling element 
in business. In other words, “Sell 
yourself and you'll sell merchan- 
dise.” This became the slogan of 
the new office equipment venture. 

An area of about 30 counties 
was decided upon as the trade 
territory to be covered. Previous 
to this the firm had been getting 
some printing business from a 
considerable area surrounding 
Columbus but not from as large 
an area as the 30-county territory 
mapped out. 


Salesmen Carefully Selected 


Salesmen were obtained whose 
character fitted them for the kind 
of work where they would have 
to sell themselves first. These men 
were put on the road calling on 
the prospects in the 30-county 
territory with the sole idea from 
the start to sell themselves first, 
last and all the time. These men 
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worked overtime to sell themselves 
to the prospects in the territory, 
selling merchandise being a sec- 
ondary proposition. The men be- 
gan to bring in business from the 
very start. Prospects in the 30- 
county area relished the idea of 
being approached by a salesman 
who wasn’t trying to sell anything 
but himself. 

Prospects were regularly called 
upon about once a month and 
always with the same spirit— 
“Sell yourself and you’ll sell mer- 
chandise.” While the men were 
busy selling themselves to the 
prospects they also planted the 
idea that should anything be 
needed a phone call or a letter 
or post card sent to The Commer- 
cial Dispatch would get immedi- 
ate attention. 

The fact that the firm started 
the new line without display space 
because there was none available 
didn’t prove a handicap. On the 





SMALL BUT EFFECTIVE SHOWROOM. 
—Lack of proper display space pre- 
sents difficulties, but The Commercial 
Dispatch of Columbus, Miss., does well 
with the limited area available. 
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contrary it seemed to have worked 
out very well, so well that today 
the firm is still operating without 
display space. Today, with the war 
effort and armed forces taking 
men right and left, a few of the 
men from this firm have been 
taken but there are still five on 
the job, including those who are 
inside looking after office details 
and floor sales, or should we say 
warehouse sales. 


Salesmen Paid Straight Salary 


From the start the men were 
paid a straight salary. However, 
the office kept a record of business 
obtained and naturally the men 
were supposed to earn their salary 
over a period of time. However, 
great care had been used in tak- 
ing on men so that this question 
of firing men and hiring new ones 
didn’t make its appearance. The 
men earned their salary and were 
advanced as they proved that they 
were worth more. 

The unusual business that The 
Commercial Dispatch has built up 
is not the result of some magic 
formula but simply the applica- 
tion of an old time idea that there 
is nothing so interesting in all 
the world as people. The men this 
firm employs on the road are 
interesting people and they have 
seen to it that the prospects find 
them interesting. They have sold 
themselves and along with that 
have sold a lot of office equip- 
ment. 

Advertising? Yes, the firm does 
plenty of that. Its salesmen are 
the best advertisers. But apart 
from that the firm makes it a 
rule to use envelope stuffers with 
all invoices. That is the extent of 
the advertising that The Commer- 
cial Dispatch has done. The firm 
claims that anybody can adver- 
tise, but it isn’t everybody who 
can send men out on the road who 
will be so friendly and human 
that the business will come in 
despite the advertising that the 
other fellow does. This is what 
The Commercial Dispatch has 
done with profit to the firm, with 
a good living for the road men 
who did the job and with satis- 
faction and service to the count- 
less clientele that has made this 
success possible. 


17 








Koop Your Working. Capital in Good. 


WORKING CONDITION DURING WAR 


NE important operating ele- 

ment that demands close 
observation today is working capi- 
tal, the funds needed for current 
obligations, such as payroll, mer- 
chandise purchases, taxes, inter- 
est, advertising, and so on. Work- 
ing capital has always been an im- 
portant factor in office appliance 
retailing but seldom considered. 
Similar negligence, from now on, 
offers a much greater hazard to 
survival than in days before Pearl 
Harbor because price control, 
other wartime restrictions and 
high taxation greatly complicate 
the problem of maintaining an 
adequate supply of working capi- 
tal on hand. To provide better 
understanding of this important 
operating essential and make it 
easier to bridge the war and 
post-war periods safely, we dedi- 
cate this counsel. 


Working capital is the excess of 
current assets over current liabili- 
ties. If the current liabilities ex- 
ceed the current assets, you have 
a floating debt. Working capital 
consists of two parts: cash assets, 
comprising cash and receivables, 
and trading assets, comprising in- 
ventories. Because price control 
prevents the “upping” of margins 
and, in some cases, freezes profits 
to a low level, because taxes will 
take a greater portion of profits 
from now on and taxes must be 
paid in cash, it is obvious that 
‘the ratio considered before the 
war has undergone a change. 
From our field studies, we find 
that few office appliance dealers 
realize this, even those who check 
their working capital ratio as 
carefully as their costs, net profits 
and other operating figures. Nor- 
mally, when cash assets equaled 
current liabilities, the financial 
condition was considered satisfac- 
tory. If cash assets—otherwise, re- 
ceivables and cash—had a ratio to 
trading assets or inventories of 
two to one, this was also con- 
sidered satisfactory. Heretofore 
in this field it was agreed that 
the higher the ratio of cash and 
receivables to inventory, the lower 
the working capital requirements 
because there was more confi- 
dence in the liquidity of cash and 
receivables before the war. Then, 
inventories were subject to market 
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fluctuations and customer accept- 
ance, whereas cash and receiv- 
ables are definite sums. With 
civilian goods harder to get as 
time goes on, with consumer prod- 
ucts rationed and limited in sup- 
ply, business men will place more 
confidence in inventories than in 
cash assets; so will banks and 
credit men. Hence, the less work- 
ing capital a business will need if 
inventories show a better ratio to 
cash assets. Obviously, with money 
so abundant and goods so scarce, 
it won’t be hard to turn inventory 
into cash when needed today, the 
same as any other good collateral. 


Ratio Between Cash and Other 
Accounts Not Fixed 


There is no fixed ratio between 
cash and the other accounts on 
an office appliance dealer’s finan- 
cial statement, but the cash ac- 
count in normal times was con- 
sidered adequate if it ran to 20 to 
25 per cent of current loans. How- 
ever, high taxes, the highest in 
history, enter the picture here. 
They should be considered a short- 
term loan because they must be 
paid within a year and the gov- 
ernment isn’t keen about granting 
extensions. If you do business in 
the higher brackets, your tax obli- 
gation will be “upped” sharply, 
freezing your current liabilities to 
a much higher ratio than before. 
The majority of dealers, hereto- 
fore, have waited until the end 
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of the year to determine their 
tax, then entered it on the books. 
This was never good business 
practice, but when the rates were 
low, it did not create much dis- 
tortion to the working capital 
ratio. Safe procedure today is to 
estimate the tax for the year, 
then pro-rate the total over the 
12 months. This automatically 
places an accrued liability on the 
financial statement, which should 
be added to the current loans 
when computing the cash-to-cur- 
rent loans ratio. If you do not 
do this, you may find yourself 
without funds to pay your taxes 
when due or you may pay them 
but must let your other current 
obligations slide. Cash should be 
at least 35 per cent of current 
loans today, or ten per cent higher 
than in pre-war times. 

Price ceilings may also enter 
the picture here. Business men 
whose prices have been frozen 
during the base period at low 
margins will more than likely find 
it prudent to increase their work- 
ing capital requirements, depend- 
ing on conditions, whereas those 
who can earn a substantial mar- 
gin under ceilings may be able to 
operate safely with a ratio more 
nearly normal. The ratio of fixed 
to current assets is a considera- 
tion too. If you have invested too 
heavily in fixed assets or in other 
ways impaired working capital, 
you will have a harder time under 
our war economy than those who 
are free from burdensome obliga- 
tions. When business management 
is efficient, the working capital is 
usually in better shape than 
where the reverse is true. Where 
credit is granted promiscuously 
and collection procedure is below 
par, working capital is likely to be 
unsatisfactory. Efficient credit and 
collection procedure Keeps receiv- 
ables paying promptly so that the 
cash account usually shows a sat- 
isfactory ratio to current obliga- 
tions. 


Two to One Ratio Not Sufficient 


Bankers and credit men for- 
merly considered that a current 
ratio of two to one, in other 
words, $2 in current assets to $1 
in current liabilities, provided ade- 
quate working capital. Office ap- 
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Net profit 
Current Net profit on working Collection Fixed obligations 
ratio on sales capital efficiency to working capital 
1.8 to l aoe nN 55 days 2 to 1 
2.6 to 1 4.6 8.2 48 days 1.7 to 1 
2.9 to 1 5.81 8.7 42 days 1 to 1 
3.2 tO 1 6.02 17.8 36 days .64 to 1 


Current ratio 


2 to 1 2.6 
21% to 1 3.5 
3 to l 4.8 
4 to l 3.9 


Earnings on investment 


Wartime ratios covering office appliance dealers and retailers operating under 
similar conditions, the figures based upon a field study covering 1942. The war 
has distorted the old ratios. They are no longer reliable yardsticks to measure 
managerial efficiency. Our survey work sheets show that these ratios are depend- 
able yardsticks against which to check current operations. 


pliance dealers often used this 
yardstick but our experience 
shows that it is not a safe ratio 
now. It depended upon other fac- 
tors before the war, such as credit 
terms, collection efficiency, ade- 
quacy of inventory to customer 
demand, the ratio of fixed to cur- 
rent assets, terms of suppliers, and 
so forth, and these factors have 
been thrown badly out of line by 
our wartime economy so that the 
old current ratio no longer holds. 


The figures we analyzed cover- 
ing 1942 show that when the cur- 
rent ratio was 1.8 to 1, or $1.80 of 
current assets to $1 in current li- 
abilities, the dealers in this group 
averaged a net profit of 3.32 per 
cent on sales and 3.7 per cent 
on working capital. When the 
current ratio was 2.6 to 1, the 
dealers in this group averaged a 
net profit of 4.6 per cent on sales 
and 8.2 per cent on working capi- 
tal, when the current ratio was 
2.9 to 1, the dealers in this group 
averaged a net profit of 5.81 per 
cent on sales and 8.7 per cent on 
working capital, when the current 
ratio was 3.2 to 1, or $3.20 of cur- 
rent assets to $1 in current lia- 
bilities, this group averaged a net 
profit of 6.02 per cent on sales and 
17.8 per cent on working capital, 
indicating that the current ratio 
in our war economy should ap- 
proximate 3 to 1 to show satisfac- 
tory earnings. 


Lax Collection Methods Accom- 
pany Your Profits 


That collection routine and effi- 
ciency influence working capital, 
as we pointed out before, is indi- 
cated by the following figures: 
Dealers with a net profit on sales 
of 3.32 per cent were most lax on 
collections, the average collection 
period on open accounts being 55 
days, the average collection period 


for dealers earning 4.6 per cent on 
sales was 48 days, those earning 
5.81 per cent on sales averaged a 
collection period of 42 days, 
whereas, those with top earnings 
of 6.02 per cent on sales averaged 
a collection period of 36 days. In 
other words, this group made their 
credit customers settle up every 5 
weeks, on the average. This phase 
of our field study shows that the 
quicker you collect, the sounder 
your working capital requirements 
for the duration. Moreover, re- 
member that the government has 
cracked down on credit extension 
by banks—and suppliers are grant- 
ing credit with greater care these 
days. Despite the fact that money 
is as abundant as flies in a cow- 
shed, it isn’t easy to procure work- 
ing capital requirements from out- 
side sources. You must work on 
your own bankroll—or wash-out 
—so, if you extend credit, collect 
promptly or, whenever possible, 
sell for cash. 


Pay Off Long Term Obligations 


Long-term obligations influ- 
enced working capital before Pearl 
Harbor and the same condition 
still holds, so try to pay off such 
obligations, if possible, and do not 
contract any more. The dealers 
reviewed with the smallest net 
profit of 3.32 per cent on sales had 
a working capital averaging only 
about 50 per cent of their fixed 
or long-term obligations. Fixed 
obligations usually cover fixed as- 
sets and a high ratio of fixed as- 
sets means big expenses for up- 
keep, hence, the tendency to keep 
profits low. Those earning 5.81 
per cent on sales had a working 
capital equal to fixed obligations, 
those earning 6.02 per cent on 
sales had only $64 in long-term 
obligations for every $100 in work- 
ing capital. Those earning the 
most net profit had long-term ob- 
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ligations that represented only 64 
per cent of working capital, leav- 
ing enough to pay off such indebt- 
edness when demanded and still 
carry on. Heavy fixed obligations 
now are a bigger threat to sur- 
vival than before the war. 

Another interesting highlight of 
this study, which the dealer 
should keep in mind in connection 
with working capital analysis, is 
that a business may have a good 
earning power despite a weak fi- 
nancial condition or an unsatis- 
factory earning power with great 
financial strength. Beyond the 
minimum requirements of sound 
financial management, working 
capital tends to become sleeping 
capital, contributing nothing to 
earnings and if the assets consist 
chiefly of cash at a time when in- 
flation threatens, dire results may 
follow if the deluge gets under 
way. Many old, reliable concerns, 
with ample working capital re- 
quirements, have closed their 
doors, paid off creditors and had 
considerable cash left over, even 
before the assets were auctioned 
off. They failed through lack of 
efficient working methods, not 
through lack of working capital. 

Figures on our survey work 
sheets illustrate this point. They 
show that where the current ratio 
is 3.2 to 1, net profits are 6.02 per 
cent on sales, whereas, when the 
current ratio is 4.1 to 1, net profits 
are 5.01 per cent on sales for the 
group, indicating that earnings 
increase with the current ratio 
and working capital requirements 
only up to a certain point, then 
decrease. In other words, too little 
working capital depresses profits; 
so does too much. Our analysis 
shows that earnings on invest- 
ment or net worth react in similar 
manner. When the current ratio 
is 2 to 1, earnings are 2.6 per cent 
on investment, when the current 
ratio is 24% to 1, earnings on in- 
vestment are 3.5 per cent, when 
3 to 1, earnings on investment are 
4.8 per cent, when 4 to 1, earnings 
drop to 3.9 per cent, again a de- 
crease when working capital gets 
too high. 


A careful analysis of all opera- 
tions from costs to net worth is a 
“must” today. The dealer must 
spend more time, from now on, 
studying all the operating ele- 
ments of his business, of which 
working capital is a vital factor. 
In the past, the office appliance 
dealer has overlooked working 
capital trends and adequacy with 
unprofitable results. In the future, 
such laxity may bring disaster. 
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Important Factorsd in 
MERCHANDISING FOUNTAIN PENS 


HAVE been handling fountain 

pens over the counter for over 
a quarter of a century, so some of 
these remarks may be of interest 
to those who haven’t enjoyed such 
a long experience. 

If the customer is always right 
in a general way, he is even more 
so in the matter of pens. I find 
that 90 per cent of the people 
buying do not know how to fill a 
pen properly, often failing to 
place the cap on tightly enough 
to keep the ink from continuing 
to flow. Practically all are atten- 
tive and grateful for advice, but 
I did have one person who said he 
wouldn’t take such pains and 
wanted a pen wise enough to take 
care of itself. 

The matter of price has always 
interested me. I have seen it built 
up from an average of $3.00 to 
$8.00. Now I am even convinced 
that there is a market for the 
$25.00 to $125.00 sets in stationery 
as well as jewelry stores. 

Service is quite important. I 


By CLAUDE ELDER 


President, 
The Office Supply Company, 
Missoula, Mont. 


find other stores sending their pen 
troubles to us just to avoid han- 
dling them. Believe me, we are 
building up good will by giving 
them full attention. 


Locating the Display Case : 


To stimulate sales we have tried 
locating our pen case in many dif- 
ferent spots in the store. Usually 
this piece of furniture is up in 
front, but we found it more 
effective to have the case farther 
back. It must be lighted at all 
times, of course, and if stock is 
short, do not put all the pens in 
one tray, but space them out so 


at least half the case will look 
supplied. 

With present restrictions it is 
difficult to maintain anything like 
an adequate supply of pens but 
the circumstance has one redeem- 
ing factor—it is causing the pur- 
chase of higher priced articles. 
There is plenty of argument in 
favor of better pen sets. For in- 
stance, it is something used daily, 
if not continuously, during busi- 
ness hours, and is not an article 
of jewelry used only for orna- 
mentation. 

No clerk should be allowed to 
sell a pen unless he is thoroughly 
familiar with its operation. Lack 
of knowledge may result in trouble 
very hard to adjust. A stationer 
can sell most any well-known 
make, but he should let alone 
brands on which he cannot offer 
service. We have recently refused 
to handle a very attractive desk 
set because we could not promise 
customers that repairs and re- 
placements would be made. 


Mechanical Penulsa and Fountan Pens 
REPRESENT SUBSTANTIAL VOLUME 


ing its 50th anniversary and 
the 38th year of affiliation with 
the company. During that period 
we have built up a very substan- 
tial business in fountain pens, 
desk sets, and mechanical pencils. 

Most of our writing instrument 
business has been obtained by di- 
rect contact through our sales- 
men. Customers who do come to 
our store to make selections are 
usually ones who have been con- 
tacted by our salesmen. 


It has been the policy of our 
firm to select what, in the opinion 
of the executives, are the top lines 
in the writing instrument indus- 
try, and put all of our effort and 
advertising back of those lines. 
Then we sell our sales force on the 
lines we carry. This goes for the 
less expensive lines, dip sets, and 
mechanical pencils as well. To fit 


T HIS year our firm is celebrat- 
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By J. D. LANDES 


Secretary, 
Schooley Prtg. & Staty. Co. 
Kansas City, Mo. 
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our merchandising pattern, the 
lines we choose must be ones that 
have achieved absolute leadership 
in the writing instrument field 
ones to which the public will re- 
spond because of high quality and 
right prices and because they are 
backed by policies and advertising 
that insure volume sales and 
satisfied customers. They must 
have eye appeal as well as excep- 
tional mechanical performance. 
This gives our salesmen an op- 
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portunity to render a real service 
to customers by direct contact in 
their offices. Many of our clients 
will go out of their way to come 
to our store to make their se- 
lections so that the salesmen call- 
ing on them regularly will get 
credit. 


Proper Demonstrations Essential 


Salesmen should be trained to 
make proper demonstrations and 
should be able to show customers 
the proper way to get the best 
service out of the merchandise 
they are selling. Points in pens 
should be carefully selected, as the 
whole fountain pen will be judged 
by the way its suits a particular 
customer’s handwriting. The 
whole line may be condemned if 
the buyer has not been properly 
informed. 

A separate department should 
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be made for fountain pens, desk 
sets, and mechanical pencils. This 
department should be in charge 
of a competent person who will 
see that the merchandise is well 
displayed in lighted and attractive 
show cases. Merchandise should 
be kept clean and always in a 
salable condition. Stock should be 
checked regularly and trays kept 
filled. 

Pride in ownership is a great 
thing in selling merchandise. If a 
customer can be sold in a way 
that will make him proud of his 
selection, you have made a friend 
and a potential customer for other 
items. 

It is wise to inform customers 
about the necessity of keeping 
their writing tools in good repair 
for the duration. They are valu- 
able instruments. Pens should be 


kept clean and refilled regularly 
with a good fountain pen ink. 
Under present conditions, with 
the restrictions put on the manu- 
facturer of writing instruments, it 











J. D. LANDES 


is difficult to take care of our 
customers’ requirements. It is no 
job to sell, but a hard one to make 
delivery. We consider the writing 
instrument today an essential 
item in operating any business, 
and we believe that unless some 
relief is given the manufacturer 
so that a wider distribution can 
be made, business offices will be 
greatly handicapped. 

Every office worker and indi- 
vidual is a potential customer for 
writing tools. The very voluminous 
amount of bookkeeping and rec- 
ords which must be kept today 
has created a demand for writing 
tools far beyond the supply, and 
the amount allotted to dealers is 
not sufficient to take care of the 
demand. Something should be 
done, with as little delay as 
possible. 


Keop. Faith With Your Old. Friends. 


HIRTY years of customer- 

building effort and good will 
promotion can be wasted easily in 
these war times if the office sup- 
ply dealer, in the painstaking 
process of doing business during 
these times, overlooks the fact 
that he has hundreds of dollars 
invested in the good will of these 
old friends. 


In these times of shortages and 
trying business conditions we are 
tempted to let “the devil take the 
hindmost” and discard our past 
efforts to keep old customers 
happy. In some localities the 
hordes of new customers clamor- 
ing for merchandise have made 
many dealers forgetful of the feel- 
ings and interests of these old 
customers. The idea that now is 
the time “to show some of these 
people who has the top hand” can 
have dangerous financial reper- 
cussions when peace returns once 
again and normal business condi- 
tions will be the order of the day. 

“Our old friends are still our 
best friends,” is the comment of 
one dealer. “They stood by us for 
years and we’re standing by them 
now. It amuses me to watch other 
firms cater to these new war-rich 
firms and individuals and forget 
their old friends. Anyone in the 
trade can readily figure out what 
will happen when we have to re- 
turn to our old friends for busi- 
ness again.” 

Besides this “loyalty to those 
who helped us build our business,” 
there is of course the strictly fi- 
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nancial angle of the wisdom of 
keeping faith with these old cus- 
tomers. No dealer has to be told 
the dollar and cents figure it cost 
him to obtain each and every one 
of his old customers. It’s a far 
wiser idea to protect this invest- 
ment than to discard it for tem- 
porary gain and then have to 
spend the same amount, if not 
more, in winning another group 
of friendly customers. 

The temptation to brush aside 
old customers and their peculiari- 
ties is often great, particularly in 
these times of shortages, but wise 
dealers will make sure that if any 
preferential treatment whatsoever 
is given, these old customers are 
the ones who will receive it. It 
takes too long to build the friend- 
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INNE R(W) CIRCLE 


ship of a good customer for any 
dealer to do otherwise; and most 
of these old customers will be with 
us in the tough post-war period 
just as they have been with us in 
the past, if they receive the treat- 
ment that their business loyalty 
in the past has entitled them to. 
As much cannot be said for the 
fellow who wouldn’t give us a 
tumble in the past but now is of- 
fering all kinds of concessions to 
secure preferential treatment over 
our old loyal customers. 

One of the cardinal principles 
of business operation during the 
remainder of the wartime period 
for every office supply dealer can 
well be that expressed in these 
words, “Keep Faith With Your 
Old Friends.”—EWF 














COSMOPOLITAN: Theodore T. Malleson, recently retired 
foreign sales director of the Royal Typewriter Company, is per- 
fectly described in the definition of the word “cosmopolitan”—at 
home in any country. For more than 31 years Ted Malleson traveled 
frequently in Europe, Asia, South America and Africa. Everywhere 
his spirit of friendly helpfulness won him high regard. 

FARMER: Charley Hunter has realized a life-long ambition. 
His home is now on a farm just outside of Heltonville, Ind. From 
a successful career in the office equipment and machine industry, 
including connections with several typewriter manufacturers, the 
Elliott-Fisher Company, and then with the National Business Show 
Company, Mr. Hunter has returned to the soil (he was born on a 
farm in Indiana), applying those qualities that made him a good 
business man to the job of being a good farmer. 


December, 1943 
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Gs a Manufacturer Soos Your 
ORDER FORM AND PURCHASE METHOD 


NOTE.—The author of this 
article, who supervises order de- 
partment procedure for a large 
manufacturer, wishes to remain 
anonymous. His suggestions are 
to the point. Following them 
would be mutually beneficial to 
dealers, jobbers and manufactur- 
ers. Careful study is recom- 
mended. 


NLY about 50 per cent of all 
office supply dealers use a 
proper purchase order form and 
procedure. Because of that fact, 
they get the best service. The 
other 50 per cent get indifferent 
service. In fact, many of them 
literally “ask for” and get delays, 
errors and other time-consuming 
complications for which they erro- 
neously blame the manufacturer. 
We show here an ideal form for 
best results. Its advantages are 
obvious. As to procedure with it, 
the form is printed in duplicate 
numbered sets. Deliveries against 
it are checked off the extra copy 
filed under the manufacturer’s 
name. When that is done, the 
dealer does not need to ask the 
manufacturer what items are on 
back-order for him. He knows 
without asking. And, by referring 
to his order number in all cor- 
respondence, the manufacturer 
knows exactly which order is be- 
ing referred to. Copies of all com- 
munications regarding a particu- 
lar order are also filed with, and 
attached to, the dealer’s copy of 
_ that order. Orders taken by man- 
ufacturers’ salesmen are con- 
firmed on the standard form. 
Even wher? an ideal order form 
is in use, and the above procedures 
are followed one other common 
habit should be avoided. Order 
forms should be used for ordering 
only and contain only such nota- 
tions as apply to that order. A 
request for a catalog, or advertis- 
ing matter, or an inquiry about 
delivery of some other order, are 
all things which must be handled 
out of the usual order depart- 
ment routine. Since all orders 
must pass through a more or less 
fixed set of operations on their 
way to the shipping room, it is 
always advisable for the manufac- 
turer to attend first to those “off- 
side” matters and thus action on 
the order itself is delayed. A sep- 
arate letter or memo, mailed with 
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the order, is a much better idea. 

Worst of all is to use an order 
form when an estimate is wanted. 
Many dealers have received mer- 
chandise, even special jobs, that 
they did not actually order. They 
merely asked for a price, but the 
inquiry looked like an order. It 
was perhaps titled as such. So it 
was considered an order and 
shipped. 


Some Bad Examples 


As this article is aimed at the 
“other 50 per cent” let us examine 
a few examples of poor practice 
and see what happens to those 
purchase orders and why. 

The most common cause of 
trouble is the stock order blank. 


Planned to fit all sorts of condi- 
tions, they fit none. Therefore a 
great deal of extra writing or typ- 
ing is necessary when they are 
used, such as name and address 
of purchaser, order number, con- 
signee (if any), routing, and so 
forth. The result is that the deal- 
er, on busy days, just doesn’t write 
the necessary information on his 
order. He leaves it to the manu- 
facturer to guess the details and 
often to guess who sent the order! 
Many an order now rests in the 
“morgue” waiting for some deal- 
er’s plaintive letter or angry blast 
to identify the sender. 

Dealers sell stock order forms. 
But most of them also sell print- 
ing whether or not they operate 





PURCHASE ORDER 


OFFICE SUPPLY CO. 


123 MAIN ST ANYWHERE 6. OHIO 


PHONE MAIN 2-1000 


To Blank Mamfecturing Co. 
Chicago, Ill. 
Ship To John Doe Consumer Co. 


66 Broadway, 






Anywhere 6, Ohio. 
SHOW THEIR ORDER No. 576 


Quantity Item 


SHOW THIS ORDER NUMBER OWN ALL INVOICES 


Order No. 3268 


Date _ December 1, 1943 





Via 
Cp. P. | 
(WFreight [{ Prepaid 
z onal [_} Collect 
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Reduced Reproduction of an Ideal Purchase Order Form for Use by Office Equipment 
and Supply Dealers. The operating simplicity of the form is indicated by the 
typewritten notes and arrows. 
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their own presses. Why any deal- 
er would tolerate a form which 
takes more of his time, instead of 
one streamlined to his own needs, 
is beyond us. It is said that most 
of us would rather be kicked than 
to think. We trust that some 
readers get a real kick, for their 
benefit, from these words. 

But there is one particular kind 
of stock order blank that is guilty 
of high crime. We refer to that 
one specifically designed for use 
by a commission salesman or 
broker. This has the heading 
“Deliver to” right near the top 
and in that space the dealer in- 
variably writes the name of a 
customer to whom he wants the 
goods delivered. Now just picture 
that order in a pile of others 
alongside a busy billing clerk. All 
other orders in that pile have the 
dealer’s name at the top. You 
guessed it! The invoice showing 
the dealer’s net cost is received 
by his customer. Later the book- 
keeping department finds that 
they have no such account and 
the original order is referred to 
so as to find out what dealer did 
send that order. At about that 
time a nasty letter arrives from 
the dealer who is in hot water 
with his customer. 


A little lower than the stock 
order blank in our “chamber of 
horrors” is the nondescript piece 
of paper or the penny postal card 
which necessitates even more 
writing, which is usually not at- 
tended to properly. Postal cards 
also get smudged or smeared in 
the mails (and this applies also 
to specially printed order blanks 
in postal card form). One or two 
errors due to this smudging usu- 
ally wipe out all the possible sav- 
ing in postage. A further disad- 
vantage of the postal card is the 
fact that it often provides little 
or no room for editing. This in- 
volves copying the items on a 
larger sheet. Every rewriting op- 
eration is an invitation to error. 
Besides, any order clerk or office 
worker will handle first those 
papers that involve the least 
amount of special handling. Every 
dealer wants his order given pref- 
erence and the use of an order 
blank, troublesome in form, is the 
best way to get the opposite of 
preferential handling. 

Lastly we come to the dealer 
who sends nothing but letters. His 
orders are on his letterhead. 
Three items, a routing and a con- 
signee are buried in one para- 
graph. These details must be lit- 


erally dug out and recopied. And 
he is often surprised when one 
detail or item is overlooked. 
From the sublime to the ridicu- 
lous is a common _ progression. 
So we mention the dealer who 
shows on his order blank, “P.O. 
Box 386,” but no street address 
to which a shipping clerk can 
route his freight. Also the dealer 
whose printed address is, “N. W. 
Corner Tuscarawas and Canajo- 
harie Streets.” He wants his cus- 
tomers to proceed unerringly to 
his establishment without a mis- 
step or deviation. But he forgets 
the poor billing clerk who must 
type that monstrosity on bills or 
the busy shipping clerk who just 
won't take the time to write it 
on the bill of lading. Far better 
would be, “321 Canajoharie St.” 
Best of all would be for him to 
move to a Broadway location. 
This is no time to make deliv- 
eries any slower than they need 
be. This is no time to tolerate 
forms and procedures that call 
for more work than is absolutely 
necessary. This is no time to 
cause errors in addition to those 
which the human element will 
always commit. This is the time 
to adopt a proper purchase order 
form and procedure—right now. 


GET AN INSIGHT INTO THE OUTLOOK 


E’VE been so doggone busy 

lately, rushing war work 
ahead at a speed to keep up with 
the 400 m.p.h. Thunderbolts, that 
we haven’t taken time out to con- 
sider what to do tomorrow. I mean 
the immediate tomorrow, right at 
the office desk, that concerns 
practically all of us. The dim, 
distant, post-war tomorrow of the 
commentators may be a long time 
getting here. 

With one-half of us willing to 
leave tomorrow to take care of it- 
self, the other half seems to think 
tomorrow will be just another yes- 
terday. We let the dead past bury 
its own dead and the unborn to- 
morrow celebrate its own birth- 
day, while we jog along, getting 
what pleasure we can out of a 
seething today. 

Sellers of office appliances have 
a heavy responsibility just because 
they are preachers and teachers 
of business efficiency and progress. 
They may fairly be expected to be 
in the front rank of those who 
must face and solve the problems 
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of our coming readjustment 
period. 

If anything is done in your city 
to solve the post-war problems, 
somebody will have to do it. You 
are as much responsible for action 
as anyone. Divert some of the 
time you give to war talk to talk- 
ing about post-war action. If 
you’ve been only a passenger in 
the local chamber of commerce or 
in the civic club, get busy helping 
make the wheels go around. Start 
by going into your neighbors’ 
stores and talking local post-war 
action with fellow merchants, even 
with competitors. And that post- 
war action should begin before 
the post-war days come. 

What is in store for the retail 
office appliances dealer of any city 
in the immediate or more distant 
future, must be influenced by 
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what the aggressive men in this 
field do today and tomorrow to 
provide for the contingencies they 
are afraid may arise and for other 
contingencies they are sure will 
arise. When a man is an out- 
spoken advocate of business effi- 
ciency and progress, others will 
look to him for example and lead- 
ership in emergencies. 

We can’t look ahead for several 
years or even for a single year and 
know definitely what will happen, 
for the only thing to be expected 
with certainty is the unexpected. 

Our ability to meet the distant 
unexpected will depend upon what 
we do to prepare for the immedi- 
ate expected. We may be sure 
that certain conditions will con- 
front us soon and for these things 
we can be and must be ready. 

For a long time it has been diffi- 
cult to get the kind of products 
we have been in the habit of sell- 
ing. They won’t become available 
the moment the war with Ger- 
many ends, but there will be bet- 
ter service along the line of the 
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substitutes we have been learning 
to sell. Watch for the coming of 
air transportation and be the first, 
not the last, in your territory to 
use it. When war ends, business 
men are going to want business 
appliances right away. If you 
have already studied out the pos- 
sibilities of air shipment, you will 
outpoint your competitors in that 
very important matter of quick 
deliveries. If it costs more to pro- 
vide top speed in transportation, 
it will be worth more and people 
will be willing to pay more. 

There is no reason at all to 
doubt that the present high ratio 
of employment will be followed in 
due time by a high ratio of unem- 
ployment. The end of the war 
will be followed by the discharge 
of five to ten million men and 
women now in the military serv- 
ices. Twenty million or more war 
workers, now receiving high wages, 
will find their present jobs col- 
lapsing like a pricked Mussolini, 
though most of them today think 
it will be somebody else who will 
suffer. 


Post-War Difficulties 


That means discontent and un- 
willingness to accept work at the 
wages peace time industries will 
pay. And that, in turn, means 
labor troubles, despite anything 
the Government can provide in 
the way of made work. If the 
Government adopts some plan to 
prevent dumping large quantities 
of office equipment on the market 
when peace comes, the lifting of 
priorities and the resumed pro- 
duction of office machines and 
appliances will put our trade in 
an enviable position. But make no 
mistake, even with all possible 
preparation being made to handle 
such a situation, there can be no 
quick shift of labor from war work 
to public enterprise or private 
undertaking. 

Who believes the Government 
can set up public works that, when 
peace is declared, will at once take 
care of the factory workers now 
engaged in the great war plants? 
Readjustment of those plants to 
automobile, commercial airplane, 
refrigerator, business machine 
and other production will not take 
up the slack for a long time. Such 
an adjustment is not to be made 
overnight, like moving the office 
safe from here to there. A huge 
number of employees will be out 
of work despite the best that can 
be done. Thousands—hundreds of 
thousands—will not stick around, 
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but will seek work elsewhere. That 
means war time big-wage earners 
becoming migratory workers. All 
war industry areas will experience 
such conditions in greater or less 
degree. There can’t be a quick 
transition from war work to peace 
work, and the interim is sure to 
be a period of labor and business 
troubles. 

In looking forward to this con- 
dition that may take place in his 
area, an Office appliance dealer 
must be ready to do something 
about it. He must have this situ- 
ation in mind and he must be 
planning accordingly. To believe, 
optimistically, that the Govern- 
ment will take care of the prob- 
lem is to place too much reliance 
upon a political Providence that, 
whatever its intentions, cannot 
work miracles. 


Office Tools Will Be Needed 


There are going to be institu- 
tions and organizations that will 
set out right after the war to 
make occupation for the suddenly 
unemployed. That is going to 
mean need for equipment with 
which such people can work. If 
there are classes in business in- 
struction, if there are made jobs 
of municipal or county type, if 
there are individuals anxious to 
perfect themselves in free-lance 
service work, any efforts by people 
who want to get busy at some- 
thing, there will be opportunities 
opening to supply the working 
tools of the stenographer and typ- 
ist, the bookkeeper, the writer, the 
mail order business, the little-shop 
mechanic, even the chicken 
farmer. Today everybody in any 
line of business wants and must 
have some of the business appli- 
ances you sell. If they don’t know 
you can supply them, someone 
else will get the orders. If you 
don’t begin a campaign until the 
demand begins, you will find your- 
self trying vainly to catch up with 
some aggressive leader. 

The seller of office appliances 
may believe a big volume of orders 
for his kind of merchandise is 
lined up in his city waiting for 
the green light, but if he does 
nothing but wait until the light 
flashes, the business will not surge 
in as he hopes. It may not surge 
at all or it may just surge in some 
other direction unless he does 
something to corral it. 

A lot of business men are going 
to be lulled into a false sense of 
security by the notion that the 
Government is going to give busi- 
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ness a big shot in the arm follow- 
ing the unconditional surrender 
of the Jerrys and the Japs. They 
are wrong. There will be no great 
transfusion of buying power from 
some Federal bank of spending 
plasma. 

Great national and international 
changes move slowly on the up- 
grade, though they may take the 
down-grade like snow thrown 
from a shovel. Only the specific 
consideration of what will hap- 
pen in my own store is going to 
help me to get along. And only 
the things I can do to meet this 
situation wil] help my individual 
business. I must get away from 
pleasant dreams of a_ general 
widespread Government stimula- 
tion of business and see what I 
can do to supply specific relief to 
my own business. 

You may have been dawdling 
along for the duration, waiting 
for signs of peace and a business 
pick-up, but there is, somewhere 
around you, sure to be an ener- 
getic guy who will be hot-footing 
after post-war business before the 
war has ended. He may have 
looked foolish to you — Keeping 
right on mailing his advertising 
matter about stuff he couldn’t get, 
to people who couldn’t buy it, but 
maybe he hasn’t been so dumb at 
that. He may come into the post- 
war era with a lot of prospects 
already sold on his service and 
ready to patronize him, while you 
will be just beginning to get un- 
der motion. Don’t be caught flat- 
footed when a quick start is 
necessary to placing toward the 
front in the race. 


Pre-War Methods Not Adequate 


If I jog along, my mind filled 
with the idea that just as soon as 
the war is over, I shall get right 
back to the pre-war status, going 
after business with the same 
methods I used then, I am due for 
a surprise. We are not going back 
to the statu quo ante bellum, 
There ain’t going to be any such 
animal. We'd better tumble to 
that fact right away and begin 
making plans for different, more 
aggressive methods, if we hope to 
stay with the early birds who'll 
be hopping for the worms before 
the last of the delayed-action 
bombs have exploded. 


We must study the outlook for 
the future and try to get an accu- 
rate insight into what it has in 
store for us soon, not in that 
somewhat vague by-and-by of the 
statesmen. 
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Tho Office Machine. Crisis. in 
THE COMMONWEALTH OF AUSTRALIA 


USTRALIA, like many of the 
other United Nations fight- 
ing this war, has been greatly 
troubled on the “paper front” by 
a serious shortage of office ma- 
chinery. When war came to the 
Australian Commonwealth in 1939, 
Australia’s economy was basically 
one of primary production with a 
minority of its population engaged 
in secondary industry. From July, 
1938, to July, 1939, the average 
number of people employed in all 
types of secondary industries did 
not exceed 565,000, and the aver- 
age number of persons employed 
by each manufacturing unit was 
only 21. War has changed the 
country’s economic pattern. Aus- 
tralia is now essentially an indus- 
trial nation and the value of man- 
ufactured products exceeds those 
of primary production. 
Australian industry, small and 
inexperienced as it was, responded 
quickly to the demands made on 
it by total war and immediately 
launched into unparalleled expan- 
sion. Where once were empty 
fields, whole new munitions towns 
have sprung up and great fac- 
tories are now turning out small 
arms, explosives, aircraft, guns, 
tanks and other military supplies 
in a manner which, before the 
war, would have been considered 
impossible. 


Office Machine Demand Greatly 
Expanded 


This unprecedented and unex- 
pected industrial growth has cre- 
ated a demand among the muni- 
tions and other industries for 
office machines—equipment which 
has never been widely used in 
Australia. The Australian muni- 
tions industry is basically new, 
especially the Government plants. 
Naturally these brand new plants 
start from scratch insofar as office 
machinery is concerned. 

Other predominant factors 
which have contributed to the 
office machine crisis in Australia 
are the pre-war small factory 
character of Australian secondary 
industry and the manpower short- 
age. Prior to the war, white collar 
and clerical labor had always been 
plentiful so that there had been 
no pressure for machine methods 
in small offices. War changed this 
in a twofold manner: first, the 


By HOWARD DANIEL 
and MINNIE BELLE 


& 


reservoir of office labor dried up 
quickly; second, the demands for 
mass production of war products 
brought about, as a corollary, the 
development of large manufactur- 
ing units to replace the commu- 
nity type plant in which hand 
operations had been feasible. In 
these large new plants and in ex- 
panded Government departments, 
even though it were possible to ob- 
tain the necessary manpower, it 
would be impossible to handle the 
“paper war” without the utiliza- 
tion of modern office equipment. 

Australia does not and has never 
manufactured office machinery. 
Consequently it has always relied 
on imports to satisfy its demands. 
Imports of such machinery were 
very small prior to the war as em- 
ployers were inclined to regard 
them as luxuries especially as im- 
port costs were comparatively 
high. What little office machin- 
ery existed in Australia thus be- 
came subject to impressment for 
war needs. The Department of 
Supply and Shipping has had a 
complete inventory made of all 
available office machines to insure 
that the whereabouts of all ma- 
chines will be known if required. 
The Control of Office Machines 
Order of September 26, 1942, made 
it an offense to sell, or dispose of 
any office machine, except with 
the consent in writing of the Sec- 
retary of the Department of Sup- 
ply and Shipping, or a person 
authorized by him. Office ma- 
chines covered by this order in- 
clude the following, whether new 
or secondhand: accounting and 
bookkeeping machines, adding 
machines, calculating machines, 
dictating, duplicating, and 
punched card accounting ma- 
chines. Persons engaged in Sell- 
ing, distributing, marketing, trad- 
ing, or dealing in office machinery 
must furnish the following infor- 
mation for all office machines sold 
by them since January, 1943, and 
all office machines in existing 
stock: trade name, model and 
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serial numbers, motor, number of 
registers, computing and key- 
board capacity, special features 
and accessories, and name, ad- 
dress, business or occupation of 
present user. 


Typewriters Urgently Needed 


Typewriters are in especially 
urgent demand in Australia, as 
evidenced by advertisements seek- 
ing 14,000 machines which are ap- 
pearing in current Australian 
business magazines. The Prices 
Commissioner (Australian equiva- 
lent of OPA) in a regulation of 
February 22, 1943, fixed prices for 
every model and make of type- 
writer. An order of March 23, 
1943, put the purchase and sale of 
typewriters under the control of 
an official of the Department of 
Supply and Shipping, and also re- 
quired the registration of type- 
writers. 

Time recorder clocks are par- 
ticularly important in Australian 
war plants. This equipment is 
essential to the operation of Aus- 
tralian industry since the Aus- 
tralian arbitration procedure for 
fixing and adjusting wages and 
hours requires the maintenance of 
time clock records for evidence be- 
fore industrial tribunals and in 
arbitration court awards. 

Even such drastic control leaves 
enormously expanded vital agen- 
cies such as military bases, war 
industries, and Government de- 
partments sorely in need of many 
machines. Further tightening of 
the situation has resulted because 
of the need of supplying some of 
the Allied agencies operating in 
Australia. The Allied Works Coun- 
cil, most of whose construction 
work is for the U. S. forces in 
Australia, and the U.S. troops who 
are carrying out large scale oper- 
ations in Australia, must have 
office machinery, for speed and 
manpower efficiency alone. Also, 
office machines requisitioned by 
U. S. authorities in Australia are 
not replaced by them. 


In order to relieve the office ma- 
chine crisis, it is necessary to ob- 
tain some of the needed machines 
overseas, and the shipping situa- 
tion has been such that only those 
machines most urgently needed 
are ordered. To insure that Aus- 
tralia’s requirements are pared 
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down to the barest minimum of 
essentiality, a very intricate sys- 
tem of screening orders has been 
instituted by the Australian Divi- 
sion of Import Procurement, the 
Lend-Lease Mission in Australia, 
and as a final check, the office of 
the Commander-in-Chief of the 
Southwest Pacific area. 

When, and only when, the order 
has been approved, it is transmit- 
ted to America. This tight control 
has brought to Australia some of- 
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NOTE.\The author, with a back- 
ground of 34 years experience in 
the typewriter field, is well quali- 
field to prescribe for the “aches 
and ills” of typewriters. Prior to 
his work with the Social Security 
Board, he served as a repairman 
with the Oliver Typewriter Com- 
pany, L. C. Smith & Corona Type- 
writers, Inc., the Royal Typewriter 
Company, the Underwood Elliott 
Fisher Company and the Wood- 
stock Typewriter Company. He 
went to work in 1939 for the Social 
Security Board and devised a series 
of training programs for Govern- 
ment stenographers with the re- 
sult that “service calls” for ma- 
chines were appreciably reduced. 


HEN I first went to work 

for the Social Security Board 
I came across a great many type- 
writers on service calls in which 
trouble could have been avoided 
if the stenographers had had a 
proper working knowledge of their 
machines. The result was that I 
. began a series of training pro- 
grams with various groups of ste- 
nographers of the Social Security 
Board in Washington and in Bal- 
timore. This series was not con- 
fined to the Social Security staff 
alone, but was also given to vari- 
ous other Government depart- 
ments in Washington. Through 
this medium of training of vari- 
ous stenographers and _ typists, 
conditions so improved that I 
needed only one outside service 
man; the rest of the repair staff 
devoted their time to cleaning and 
overhauling typewriters. 

In 1941 I made a motion picture, 
“Know Your Typewriter,” a 16-mm. 
film in sound and color. The pic- 
ture covers ten of the most im- 
portant operating points in the 
use of the typewriter. I also wrote 
a booklet of the same title on the 
use of the typewriter to be used 
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fice machinery but only for the 
fighting services, munitions an- 
nexes, and Government offices. 
Machines are distributed by the 
Government Contracts Board of 
the Department of Supply and 
Shipping so that essential war 
needs receive priority. Other in- 
dustries still must manage without 
unless they have been able to se- 
cure machines from the general 
market within the regulations dis- 
cussed above. Except for adding 





machines, the office machines se- 
cured from the United States have 
been mostly very old models. 

However, Australian experience 
with American-made machines 
will give advantage to the United 
States in the Australian post-war 
market, and that market will pos- 
Sibly be a greatly expanded one 
since Australia’s post-war plans 
encompass an outstanding devel- 
opment of manufacturing indus- 
tries. 


YOUR TYPEWRITER’ 


By EUGENE L. DAHL 


U. S. Treasury Department, 
Procurement Division, 
Washington, D. C. 
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as a supplement to the picture. 
To date, 26,000 copies of the book- 
let have been distributed to vari- 
ous stenographic units. 

I am enclosing a typewriter out- 
line that was given to each ste- 
nographer and typist attending 
the classes. There is a paragraph 
devoted to each subject that is 
discussed and I asked the opera- 
tors to make notations opposite 
the subject in which they were 
particularly interested and to ask 
questions at the close of the talk. 
After the talk, lasting about one 
and one-half hours, classes were 
turned over to a question-and- 
answer period. When the lecture 
and picture were used together, 
about 30 minutes were devoted to 
each. 

The lecture begins with a “pep” 
talk in which it is pointed out 
that all typewriters operate on the 
same principle, that all give the 
speed necessary for the typist, 
that in this present day all oper- 
ators must use the machines as- 
signed to them and must take 
good care of them, as new type- 
writers are not available. Each 
typist and stenographer attend- 
ing the lecture has a typewriter to 
work with, on which the proper 
use of the variable spacer and 
platen lock release can be demon- 
strated. These two devices, I have 
found, are seldom understood by 
the average typist. Other points 
stressed are the centering of head- 
ings and “that extra letter.” The 
operators are always very much 
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surprised when I tell them that 
by actual statistics 40 per cent of 
the calls for typewriter service 
are caused by dirty machines and 
another 40 per cent by the ribbons 
being incorrectly installed. The 
other 20 per cent is natural wear 
and tear. Some time is also de- 
voted during these lectures to the 
actual changing of ribbons on 
various makes of machines. 
Now for the picture. The mov- 
ing picture, “Know Your Type- 
writer,” was prepared by the 
Training Section of the Federal 
Security Agency to be used in 
training operators of typewriters. 
The ten points covered in the film 
are: 
Feeding Paper. 
Touch Control. 
Setting Tabulator Stops. 
Changing the Ribbons. 
Use of the Noiseless Type- 
writer. 
Inserting an Extra Letter. 
Setting Margins. 
Centering Headings. 
Use of the Paper Bail. 
Use of the Card Attach- 
ments. 


The picture is 1200 feet long, 
16-mm. sound film available in 
black and white or Kodachrome. 
The running time is 30 minutes. 
The book, also prepared by the 
Training Section of the Federal 
Security Agency, is issued to ste- 
nographers as a reference man- 
ual on the use and care of the 
typewriter. In addition to the 
foreword, 22 subjects are treated 
and the processes are clarified by 
the use of 33 illustrations. It is 
hoped, through the medium of the 
picture, personal instruction and 
the manual, that typists will come 
to have a better understanding of 
the proper use of the typewriter 
and that their work will thus be 
made easier and more enjoyable. 
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Sales Climb Through Regular 
RADIO SPOT ANNOUNCEMENTS 


NY dealer will readily agree 

that it is often the little 
things that get the biggest re- 
turns. This has been the experi- 
ence of the Paul Anderson Com- 
pany of San Antonio, Tex. During 
the past year this firm has fea- 
tured a series of spot announce- 
ments over local radio stations, 
with results well worthy of con- 
sideration by other stationers. 
The story is told by G. S. Thorne, 
assistant to Mr. Anderson: 

“Shortly before Christmas in 
1942 we were approached by the 
representative of one of the 
smaller radio stations of this city 
and invited to use a series of spot 
announcements. After giving the 
matter some consideration, we 
signed up a year contract for five 
daily spot announcements over 
this station. 

“At the time we signed the con- 
tract, we did not anticipate any 
sensational returns, doing it more 
as a matter of keeping the firm 
name before the public. During 
the succeeding months, however, 
we have had several concrete ex- 
periences which have definitely 
proved that real results are at- 
tained through such a practice, 
and which have moved us to sign 
contracts with two other local sta- 
tions for spot announcements, al- 
though not as extensive as the 
first. 


Radio Advertising Resultful 


“We had a recent experience 
which illustrates the value of 
radio advertising in the promotion 
of sales. 

“We had purchased a large or- 
der of package stationery, popular 
at this time, and had looked for- 
ward to good sales. The package 
was put out by one of the leading 
firms in the field, it was attrac- 
tively done and sold for a fair 
price. However, as the weeks went 
by, we found ourselves with a 
large stock and no sales. Window 
displays, interior displays and ef- 
forts of the retail sales people 
failed to increase sales. The pack- 
age just wouldn’t sell. 

“The sales representative for 
the company was in the store and 
I asked him what was the trouble. 
He admitted that he did not know. 
He told me that his company had 


By B. C. REBER 
i) 


done everything possible to put 
out a good package, had looked 
forward to some good business, 
but it just wouldn’t sell. He of- 
fered to take back some of the 
stock if we didn’t make any sales 
within a short time. 

“Well, I went to Chicago, and 
while I was attending the NSA 
convention, two announcements 
were carried on our radio pro- 
gram—spot announcements of not 
more than fifty words—to see 
what would happen. 

“Shortly after I had returned 
from the convention, a lady came 
into the store one morning. As I 
happened to be on the floor at the 
time and she was a good acquaint- 
ance, she came up to me and 
asked to see some of these pack- 
ages. I turned to where the pack- 
ages had been displayed, and none 
were there. I asked our retail 
manager, Tim Harvey, to have 
some brought up from our base- 
ment stock, and he told me that 
there were none. I felt for a mo- 
ment that Tim had misunderstood 
me, but when I repeated my re- 
quest, and he again assured me 
there were no packages left, I 
went into the basement to see for 
myself. Sure enough, we were 
sold out. 

“It seemed like a miracle. Only 
a few weeks before I had been 
trying to get the factory to take 
them back and now we were sold 
out. When I asked for an ex- 
planation, I was told that the 
package had been plugged on the 
radio. People swarmed into the 
store asking about the packages. 
During one day we sold more than 
a hundred packages. Since then 
we have not only sold all our 
stock, but we have taken up the 
stock of another local stationer, 
and have sold that as well. 


Reasons for Effectiveness of 
Spot Announcements 


“This is but one instance where 
these radio spot announcements 
have really brought in good re- 
turns. As an explanation for such 
returns, I believe there are a 
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number of circumstances that 
combine to get the results. The 
spot announcements are made 
over a small station that plays 
record music exclusively except 
for periodic newscasts and an oc- 
casional broadcast of local talent. 
Many people, particularly house- 
wives, like to tune in on this sta- 
tion while doing their housework, 
enjoying the popular tunes of the 
day. In this way the spot an- 
nouncements are put over. 
“Another point I believe worthy 
of consideration is the fact that 
in this day and time everyone is 
in a hurry. People buy the news- 
papers, but only glance over the 
headlines and read the funnies. 
Consequently, much advertising 
value is lost. In radio broadcast- 
ing, the announcements come 
through whether the listener likes 
them or not, and the law of aver- 
ages takes care of results. During 
the day we have five spot an- 
nouncements made over this sta- 
tion. Someone will hear one that 
will arouse his or her interest. 
“Last September, prior to the 
opening of the school term, we got 
together all the school and draft- 
ing supplies we had on hand, 
made up some displays, and then 
featured them over the radio in 
what is called a ‘concentrated pro- 
gram.’ By that is meant that the 
same announcement is used 
throughout the day until further 
notice. The general practice is to 
have a new announcement each 
time. Through the use of this 
concentrated program we did one 
of the largest volumes of business 
in school and drafting supplies 
that we have ever experienced. 
“T could go on and tell of nu- 
merous other instances in which 
we have experienced great suc- 
cess through the use of spot an- 
nouncements, but I believe these 
two will serve to show the results 
attained. Scarcely an announce- 
ment has been made that has not 
been followed by people coming 
in the store or phoning inquiries. 
“These results moved us to sign 
contracts with two of the larger 
stations for one daily spot an- 
nouncement, and these, too, have 
brought good returns. Truly, it 
may be said, ‘It’s the little things 
in life that count.’ ”’ 
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CONGRESSMAN HILL 


N MY years of contacts with 
business men in trades of every 
kind, I have repeatedly been 
amazed at the lack of knowledge 
they have displayed regarding 
Congress, congressmen, and the 
entire legislative process. The 
thought has occurred to me again 
and again: “If these men in busi- 
ness—these office equipment deal- 
ers, furniture dealers, et al—know 
so little of the what, the why, the 
how, of the legislative process, 
how can they intelligently ap- 
praise the acts of Congress or the 
worth of their elected representa- 
tives? How can they know how 
to help get action on some meas- 
ure, or give their representative 
information he needs to have?” 
The man back home too often 
feels that the only thing that 
counts in Congress is a speech. 
What he should understand is 
that approximately 75 per cent of 
all House business is done through 
the work of committees, and the 
majority and minority leadership. 
This is how it works: 
_ First, a bill is introduced— 
“dropped in the hopper.” Any 
congressman can introduce a bill. 
Next—and here control begins 
—the speaker assigns the bill toa 
committee. Perhaps the adminis- 
tration and the speaker have no 
particular interest in the bill. It 
is sent to the logical committee. 
If it is on a labor subject, it goes 
to the labor committee; if con- 
cerned with agriculture, to the 
agriculture committee—and so on. 
But someone may have the ear of 
the speaker, or perhaps the latter 
has interest in the measure. So he 
refers it to a committee in which, 
he feels, he will have full control 
over the bill. Sometimes bills have 
clauses especially inserted to as- 
sure that a bill will go to a desired 
committee. In the 77th Congress, 
a considerable number of labor 
bills were refered to the judiciary 
committee. 
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What. Every Business. Man Should 
KNOW ABOUT CONGRESS 


By CONGRESSMAN WILLIAM S. HILL 
of Colorado, with 


JOHN T. BARTLETT 


Let’s take a look at the commit- 
tee to which a bill has been re- 
ferred. To begin with, committee 
assignment is a power entirely 
within the hands of the speaker. 
However, it is a House custom to 
permit the minority party to select 
its own committee membership, 
and the minority leader (Joseph 
Martin, of Massachusetts, at pres- 
ent) suggests them to the speaker 
in open session by resolution. 
Committee membership, by par- 
ties, is based on relative repre- 
sentation. On a 25-man commit- 
tee in the 77th Congress, the 
majority drew 15 members, the 
minority 10. In this Congress, 
where the majority has a very 
slender margin, its majority rep- 
resentation on committees is much 
narrower. 

The chairman of the committee 
reaches his position by seniority. 
This is why, once a representative 
has gained a place on an impor- 
tant committee, his district be- 
comes vastly interested in keeping 
him in Congress. 

How does the committee chair- 
man feel about a bill which has 
been referred to him? That is 
very important. That chairman 
has almost unlimited power con- 
cerning the consideration of bills. 
He may—or may not—have hear- 
ings. He will decide whether they 
will be full open hearings, or not. 
He will decide when hearings will 
be held. There have been many 
cases where a committee chair- 
man has refused even to call his 
committees together, and while 
there are ways to compel him to 
act they are seldom invoked. 

On the other hand, if a chair- 
man wants a bill considered and 
reported favorably at once, he 
has extensive powers to secure 
such action. 

Under these conditions it is ob- 
viously possible for a committee 
chairman to take undue advan- 
tage of members opposing certain 
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bills. Some congressional chair- 
men are known to be exceptionally 
fair to all committee members— 
and there are some others who are 
roundly disliked by the minority. 

So, inevitably, many bills get 
scant attention in committee. 
Some are pushed right through. 
Important measures may require 
much study and going over; when 
they come out, it is in rewritten 
form. 


What the Rules Committee Does 


Suppose our hypothetical bill is 
reported out by the House com- 
mittee. It does not go direct to the 
House—but to the rules commit- 
tee, from which a “rule” is re- 
quested for House consideration. 
Membership on the rules commit- 
tee is the prize committee assign- 
ment. That committee decides the 
rule under which the bill will be 
considered, the length of debate, 
the date of consideration, and 
various other details, reported 
when the committee offers a reso- 
lution to the House membership. 
The House as a whole must accept 
the rule as reported by the rules 
committee, or reject it. During the 
77th Congress, the rule was voted 
down several times. There were 
times when the House member- 
ship amended the rule. 

Generally speaking, the rules 
committee, ordinarily controlled 
by the administration, doesn’t 
bring out bills unless the admin- 
istration is interested in their 
passage. 

Now you can understand why 
leadership and committees are de- 
termining factors, far more than 
speeches made on the floor, in the 
passage or rejection of legislation. 
And this is not only because con- 
trol is inevitably exercised over 
committees. In the nature of leg- 
islative procedure, heavy respon- 
sibility rests with the committee. 
They can take the time for inten- 
sive investigation and study of 
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bills. They hold hearings which 
last days at a time. They can give 
the thorough study which, by a 
House in open session, considering 
a great volume of legislation, 
would be impossible. Theoreti- 
cally, of course, the House has 
control over the activities of its 
speaker and committees. The 
House by majority vote can com- 
pel the speaker to re-assign a bill 
to another committee. But this is 
not often done. 


How Rules Affect Bills 


When the rules committee gives 
a bill a rule, and the House ac- 
cepts it, the latter is immediately 
put in a strait jacket with respect 
to consideration. Perhaps the de- 
bate is limited to four hours. Per- 
haps amendment is _ forbidden. 
Time for consideration in commit- 
tee of the whole is usually divided 
equally between majority and mi- 
nority sides. The ranking mem- 
bers on the respective sides have 
the assignment of time to mem- 
bers. 

They usually first take care of 
committee members who wish to 
be heard. Other members, of 
course, may ask for time and be 
assigned it. Sometimes there is 
more time than is needed; at 
other times, on important mea- 
sures, time is entirely too short. 
So it happens that, although a 
representative may be an expert 
on a subject under discussion, but 
not a member of the committee 
having the bill under control or 
the time assignment, he may be 


completely eliminated from the 
discussion. 

But at the conclusion of that 
debate, the so-called five-minute 
rule applies. A member may ask 
for five minutes to offer an 
amendment or to discuss the bill. 
If the committee chairman thinks 
the amendment has _ sufficient 
merit, a period of 20 or 30 min- 
utes may be granted for the 
one amendment. A majority vote 
on the floor may determine the 
time allowed. When time is grow- 
ing late, action may be taken to 
shorten the debate. In the Senate, 
they have no such rules, and a 
member may talk as long as he 
wishes. 

The Senate has its own proce- 
dure for the consideration of bills 
originating with it. Bills passed 
by the House go to the Senate, and 
vice versa—to be referred to com- 
mittees, out of which they may or 
may not come. In the 77th Con- 
gress, the administration had 
much greater control over the 
Senate than the House, and it 
happened with a number of very 
important bills that House action, 
getting headlines throughout the 
U.S., came to nothing, or was sub- 
ject to drastic revision in the Sen- 
ate. When House and Senate have 
both passed a measure, but in 
somewhat different forms, it goes 
to a conference committee, made 
up of men from both chambers. 
These work to secure a modified 
bill on which both houses will 
agree. 

In every Congress, bills reach 


the floor, and as business men 
discover their contents, represent- 
atives are besieged with telegrams, 
long distance calls, letters. With 
this knowledge of legislature pro- 
cedure, an office equipment dealer 
or other business man can under- 
stand the strategic importance of 
going to work in a situation weeks, 
perhaps months, before a bill 
reaches the House floor. At that 
latter point, it may be too late for 
effective House action—the hard 
work will be done in the Senate. 

But if the existence of a bill in 
committee is known, it is possible 
to keep check on it. Your con- 
gressman will always be glad to 
report to you on the present status 
of a bill which has been intro- 
duced. Oftentimes, in informal 
conversation with the committee 
chairman, he can get a good pic- 
ture of the bill’s prospects. And 
while a bill is in committee, it is 
possible for interested and quali- 
fied individuals and groups to sup- 
ply the individual members of the 
committee with complete infor- 
mation, to exchange ietters with 
them, to hold personal conversa- 
tions, to appear at hearings. 

In recent years, scores of bills 
have passed Congress and become 
law, containing provisions which 
obviously were objectionable and 
inequitable to certain groups. And 
in many cases had these groups 
followed a bill closely, they could 
have secured elimination of the 
objectionable provisions in com- 
mittees simply by entering protest 
and stating their case. 





A SHAW-WALKER MUNICIPAL IN- 
STALLATION.—The city of Portland, 
Me., has found that the Space-Saver 
Expandex cuts reference time in half 
in its Vital Statistics bureau. Proper 
distribution of names between guides 
and the division of card lists into small 
groups speeds up reference and eli- 
minates mental calculations. Adjust- 
ing guide headings also makes possible 
the indexing of names peculiar to any 
locality, according to the manufac- 
turer. The installation was made by 
Harry E. Martin of Hall-Martin Com- 
pany, Portland Shaw-Walker dealer. 
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OFFICE 


FURNITURE 


WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


FURNISHING THE "HOME" OFFICE 


RIOR to 25 years ago, the man 

of the house had a room called 
a “den,” in which he kept his 
pipes, fishing tackle, golf clubs, 
and perhaps some books or papers 
pertaining to his business. In the 
past quarter century, the “den” 
has blossomed out into a “home” 
office. More practical, the idea of 
an office in the home has taken 
hold. The busy executive of today, 
who must spend more time away 
from home than his inclinations 
would permit, finds an office in 
‘his home a convenient way of 
handling certain business func- 
tions without sacrificing too much 
of the time he would like to spend 
with his family. 

The urge to have a “home” 
office offers sales opportunities to 
office furniture dealers. An instal- 
lation can be elaborate or simple, 
in accordance with the tastes of 
the individual man, but most of 
the logical items are still available 
to dealers, and often are carried 
in stock. Basic requirements are a 
desk, a chair, a lamp, and a filing 
cabinet or desk secretary. The 
cabinet could be eliminated if a 


WHAT IS DESK EFFICIENCY? 


The “Den” of Yostor- 
yoar Har Become the 
“Home” Office of Jo- 
day, Opening A New 
Market for Office 
Fwuuture Dealorsa 


© 


filing comparement is provided in 
one of the drawers of the desk. 
To these fundamental items could 
be added many things, such as 
pictures, floor lamps, globes, foun- 
tain pen desk sets, ash trays, 
blotter pads, work distributors, 
and so forth. 


Different Sales Approach 


Because the office is in the 
home, the sales and furnishing 


problem are a little different than 
for regular business offices. An in- 
terior decorator said _ recently, 
“We've yet to meet the man who 
doesn’t like a room of his own, 
a sanctum where he can keep his 
typewriter, papers, books, and 
matter pertaining to his business 
or his hobby. Of prime importance 
in furnishing such a room is a 
comfortable lounge chair. Usually 
a man will prefer a sturdy, mascu- 
line looking chair upholstered in 
leather or leatherette. In desks, 
the preference will run to a weil- 
made, well-finished piece of furni- 
ture, with large drawers and com- 
partments for folders, business 
papers, a typewriter and so forth. 
The smaller, knee-hole type of 
desk is also looked upon with 
favor by men, but drawers must 
be wide and deep, and sliding 
shelves are always appreciated.” 

As an experienced buyer and 
user of office equipment, the busi- 
ness man will be receptive to the 
idea of furnishing his “home” 
office with efficient, as well as dec- 
orative, furniture. He will welcome 
suggestions. 


Whether it's the rough desk of the shipping 


room or the highly polished desk of the executive, a desk has the same basic func- 
tions: (1) It is a surface on which to work. (2) It is an orderly, systematic tool kit 
for the immediate necessaries of work. (3) It is a temporary storage place for the 
immediately usable raw materials of work. 
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—The Office Economist, published by 
The Art Metal Construction Company. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


ROM Belleville, I1l., each month 
with precise regularity comes 
to our desk one of the most stimu- 
lating of house organs in all the 
office equipment fraternity. Its 
name is “The Marsh Stencil,” and 
it is published by The Marsh Sten- 
cil Machine Company. Therefore, 
we salute this appreciated 
monthly cheerful greeter by using 
a worth-while for all of us mes- 
sage from the referred-to im- 
portant miniature magazine. This 
bit of practical verse is, in our 
opinion, an invigorating, usable 
Christmas message, worthy of re- 
membering every day in 1944. The 
author is Phil Perkins. Here it is: 
MY DAILY WISH 
My daily wish is that we may 
See good in those who pass our 
way: 
Find in each a worthy trait 
That we should gladly cultivate; 
See in each one passing by 
The better things that beautify— 
A softly-spoken word of cheer, 
A kindly face, a smile sincere. 


I pray each day that we may view 

The things that warm one’s heart 
anew: 

The kindly deeds that can’t be 
bought— 

That only from the good are 
wrought, 

A burden lightened here and 
there, 

A brother lifted from despair, 

The aged ones freed from distress; 

The lame, the sick, brought hap- 
piness. 


Grant that before each sun has 
set 

We'll witness deeds we can’t for- 
get: 

A soothing hand to one in pain; 

A sarifice for love—not gain; 

A word to ease the troubled mind 

Of one whom fate has dealt un- 
kind. 

So, friend, my wish is that we may 
See good in all who pass our way. 
* - * 

BUY U. S. WAR BONDS... 
The present with a FUTURE! 


One of the larger middle- 
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western office furniture dealers 
rightly thought that BUSINESS 
BUILDERS would like to incorpo- 
rate in this month’s issue the 
actual resultful copy that he re- 
cently employed on a blotter sent 
out with his monthly statements 
and also to a hand-picked mailing 
list of potential customers. Stand 
by for this jack potproducing 
copy: 

(Headline): Frankly, Here is the 

Situation... 

(Body of Copy): Yes, we still 
have skilled furniture service men 
—but we don’t have so many of 
them—and that means at times 
we're jammed. But we've still got 
plenty of help and plenty of serv- 
ice material to take care of all 
our customers if YOU will help us 
space out the work. Will you help 
us? You'll get the best service 
work or reconditioning by the best 
workmen at a reasonable price in 
this way. 

SAVE YOUR OFFICE FURNI- 
TURE—HAVE IT SERVICED BY 
EXPERIENCED WORKMEN — 
THEIR WORK IS WORTH WAIT- 


ING FOR! 
(Sub - Headline): HELP 
WANTED! ... Will you HELP us 


to HELP you? 

(Clincher ACTION copy—this is 
in a ruled box): You'll be doing us 
and YOURSELF A BIG FAVOR, 
If You’ll Let Us SCHEDULE YOUR 
SERVICE WORK ON YOUR 
OFFICE FURNITURE AND FILES 
IN A-D-V-A-N-C-E. Bring your 
office furniture to us or we will 
have it picked up .. . Let us see 
what it needs and set up a time 
to do the work AS IT SHOULD 
BE DONE! (Then the attractive 
signature cut with complete ad- 
dress and the phone number 
prominently featured.) 

* * * 

DON’T REMAIN A CLERK 

Do you know what the word 
“clerk” stands for? A bookkeeper, 
an assistant salesman. 

Study your job, your stock, and 
your customers, and no one can 
call you a “clerk”. 

—The Rust Craft Rustler 
* ” * 

It has been said, “It is just as 
hard to stay at the top as to get 
there.” 

* oF * 
BUY U. S. WAR BONDS... 

The present with a FUTURE! 

* * + 

In the mail-bag today BUSI- 
NESS BUILDERS welcomed a 
marked copy of WEISCRIPT. The 
excellence of this 34%2"x81',” eight- 
page, dynamic direct mail piece 
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merits this BOOKLET-REVIEW: 

The inside cover carries the 
pert original theme, 2038 Man 
Years of Experience, starred with 
this footnote: 

*The Plant organization of 
Weisman and Weiswoman repre- 
sents 2038 years of service. The 
front page story, “The Coming 
Changes in Office Equipment,” is 
a feature item from the pen of 
Henry M. Hale, manager of the 
stationery and office equipment 
department of The Haywood Pub- 
lishing Company of Lafayette, 
Ind. It is so concise and important 
that we suggest you get a personal 
copy of WEISCRIPT and enjoy it 
in its entirety. To give you an 
enticing sample permit us to quote 
from the next to last paragraph, 
titled, THE CONTROL ROOM: 
“Popular thought channels itself 
in style. New styles have much to 
do with incentive and ownership. 
The ownership of all the office 
equipment and business tools we 
sell is centered in one control 
room of industry —the office.” 
Then in rapid fire order, in splen- 
did variety of humor and fact, fol- 
low well-selected articles, flash 
humor lines, and editorials. The 
rear cover page ends with this 
slogan, “From Forest to Finishing 
—Here is KNOWLEDGE and the 
Family Tradition.” 

(Thanks, Weismen and Weis- 
women for dispatching this ef- 
fective missive for inclusion in 
this month’s BUSINESS BUILD- 
ERS’ preview and review). And to 
all other manufacturers and deal- 
ers, we again invite you to share 
with the readers of this IDEA- 
PAGE of Better Business Plans, 
your trail-blazers of productive 
sales efforts, for we of the office 
furniture field grow by so work- 
ing together. Address the co- 
ordinator of this page; Care of 
Shaw & Borden Co., Box 2153, 
Spokane 2, Washington. 

* + + 

We sign off with our heartfelt 
Christmas good wishes; and add 
this spur for a running start for 
1944’s NEW YEAR THOUGHT: 
(this from the same office equip- 
ment manufacturer who sent us 
the lead theme:) “DON’T worry 
when your work’s undone; no task 
is finished till it’s begun. You 
can’t do it by looking blue; com- 
plaining won’t help, it’s up to you 

TO GO TO WORK!” 


Ralph B. Ortel. 
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EDITORIAL 
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4 
x BUSINESS in America is not controlled by resolutions, 
* declarations, lobbying, or pressure groups, or anybody 
x else. It is controlled by the amount of business that can be 
done, the amount of money available to do the business. 
* I think the time has come when we had better give up the 
* idea of running down and asking the Government to step 
x in, and keep building these figures (consumer purchases) 
, UP by doing jobs for us that we should do for ourselves. 
It is time for business men to make up their minds that if 
* they want Government out of business, they shouldn't 
* 
* 


ask it in. 


a a a a a a a i i i 


Business Should Help Itself 


@¢ THE WORDS in the box above were spoken 
by Charles P. Garvin, general manager of the 
National Stationers Association, at the recent 
NSA convention in Chicago. They are presented 
in this way at the suggestion of W. A. Berry, 
owner of the B & M Printing Company, Fort 
Collins, Colo., who says, “These words should be 
set in 12 point, boldface type, put in an appro- 
priate box, and given publicity in every business 
journal in these United States. As Mr. Garvin 
says further, ‘Don’t think the way to keep from 
going to pieces after peace comes is by asking 
the Government to do the job we should do 
ourselves.’ ” 

The danger resident in business appealing to 
the Government for assistance is that business 
begins leaning so heavily on the Government 
that it loses the power to help itself. Self reli- 
ance and independence are attributes that busi- 
ness can ill afford to lose. There are some 
factors in the economic scheme that are con- 
trollable only by the Government, but very 
largely business problems can be solved by busi- 
ness, if the same kind of energy and skill that 
built the commercial enterprises is expended to 
maintain them. Free enterprise cannot continue 
to thrive if business permits its prerogatives to 
come under the jurisdiction of governmental 
agencies. 

Mr. Garvin’s statement is worthy of thought- 
ful consideration. It will strike a responsive 
chord in the minds of many business executives, 
as it did in the thinking of Mr. Berry. Wide- 
spread realization of the extent to which busi- 
ness ills are being treated with legislative cures, 
will do much toward bringing about a solution 
to the general problem. 
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ls Courtesy Out of Date? 


#¢ IN THE British Stationer for September, 
1943, R. A. N. Dixon asks the question, “Is 
courtesy out of date?” and then propounds a 
number of other queries that indicate that a 
manpower problem becoming prevalent in the 
United States:is too much in evidence in Eng- 
land as well. “If I came into your shop and 
asked for a fountain pen, would you be rude to 
me?’’, asks Mr. Dixon. “If I picked up a writing 
pad marked one and ninepence, and asked for 
something cheaper, would you tell me to take 
it or leave it? If I brought back a faulty article 
and asked you to exchange it, would you tell 
me that if I wasn’t satisfied I could go some- 
where else? If I was in a hurry, and wanted 
service quickly, would you allow your assistants 
to continue combing their hair and recounting 
to each other their experiences of the night 
before?” 

For the sake of customer good will Mr. Dixon 
expresses the hope that the answers to his 
questions would be in the negative. His expe- 
rience, however, prompts him to say that many 
stationers appear to have no concern for the 
good will of buyers. Their memories are so 
short they cannot recall when merchandise was 
plentiful and customers comparatively scarce. 
But the pendulum will swing back again, and 
customers will be revealed as having long mem- 
ories. They will do business with the stationer 
who treated them courteously whether goods 
were abundantly available or discouragingly 
scarce. 

Discourtesy is not only bad manners, it is 
bad business. Rudeness will earn its reward, 
although payment may be held in abeyance for 
a time. As E. B. Healy, immediate past presi- 
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dent of the National Stationers Association said 
just about a year ago, “This attitude of ‘Some- 
body else will be glad to buy if you don’t,’ is 
bound to be remembered and will prove most 
unfavorable when things get back somewhere 


near to normal.”’ 


The difficulties of operating a business dur- 
ing wartime are great enough without adding 
None benefit. Dis- 


HERE AND THERE 


impoliteness to the score. 


LOUIS E. TARR HONORED AS 
“DISTINGUISHED CITIZEN" 
Cited as a ‘Distinguished Citi 

zen" on the radio program, "Behind 

the Lines," broadcast September 

30, Louis E. Tarr of L C Smith & 

Corona Typewriters, Inc., became 

the second member of that organ 

ization to be so named. Earlier in 
the summer Fred J. Harder was 
similarly honored. The broadcast 
was sponsored by the Onondaga 

County Savings Bank. 

To qualify for such an award, a 
worker must have done something 
over and above his regular line of 
duty. Post No. 41 of the American 
Legion, which makes the selections 
wisely decided that Mr. Tarr well 
deserved the commendation. For, 
in addition to his full-time duties 
as office manager, Mr. Tarr was ac 
tive in the Victory Garden move 
ment, he and his family guiding the 
destinies of a half-acre plot during 
the past season. This is but a be 
ginning, however, for he has served 
as a Red Cross representative, a 
first aid instructor, an air raid war 
den, and also proudly wears the 











LOUIS E. TARR 

American Red Cross "blood don 

in. Added to these activities 
long-time association with the 


oy Scout movement, in which he 


woTvd 
w 


still serves as chairman of a troop 
committee. 

The activities listed above indi 
cate that Mr. Tarr has no spare time 
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positions are ruined and many a long and care- 
fully built up account is permanently lost be- 
cause a sales person fails to exercise what should 
be “common” courtesy. Remember, the customer 
is wrestling with just as many problems in the 


conduct of his business as you are in yours. A 


problem—except perhaps to find 
time to cover his many interests. 
His case offers substantial proof 
that anyone, however busy, can ac 
complish those things he really want 
to do. 





OGDEN STATIONER YOUNGEST 
MAYOR IN CITY'S HISTORY 
With a decisive margin of nearly 

3000 ballots, Kent S. Bramwell, 31- 

year-old sales manager and former 

president of Bramwell-Pingree Co.., 

Inc., office outfitters, has been 

elected to succeed Ogden, Utah's 

widely-known “Cowboy Mayor," 

Harmon W. Peery, as the city's 

youngest mayor in history. 

Mr. Bramwell, civic and club 
leader, Red Cross and civilian de 
fence worker, and winner of the 
1940 award as ""Ogden's Most Val- 
uable Young Man," has indicated 
that he will retain his connection 
with the firm that bears his name, 
serving in an advisory capacity af 
ter he assumes office for a four 
year term beginning January |. 

Serving with Mr. Bramwell a 
commissioners will be two other 
‘draft age’’ young men: William D. 
Wood, Jr., Ogden pharmacist, and 
Harold L. Welch, former newspa- 
per man and educator. The trio 
forms the youngest commission ever 
to serve Utah's second largest city. 

Having won the mayoralty race 
on a pledge of encouraging co- 
effort in solidifying Og- 
Jen's war-boomed industrialization 
and attempting to retain the bene 
fits which have accrued to the city 
through these developments, Mr. 
Bramwell acknowledged the ‘land 
favor by assuring that 
city's army installations 


‘ ° “nf mee 
war industries will be lost ‘it the 


operative 


ae nin 


ne oTr Tne 
“1 | 
aovernment can possibly re- 


Commissioner Wood, until a re 
cent directive of the Utah State 
Selective Service automatically de- 
r ° . ' ‘ 6 1 1" c 
ferring induction of elective offi 
sails, was expecting a call to the 
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“orin and bear it” policy will make things go 
smoother now and pay dividends in the future, 
when world strife ceases. 


colors. It was assumed that the 
ruling would also include Mayor 
Bramwell and Commissioner Welch. 
—MKJ 








IT WAS TH-A-A-T BIG.—L. B. Clegg 
(right), The Clegg Company, San 
Antonio, Tex., proves his prowess as 
a fisherman to his son, William C., a 
past president of NSA. Both of the 
Cleggs are good sportsmen, as well 
as good businessmen, the walls of 
their offices carrying evidence in the 
form of mounted deer heads. 





CARITHERS AND COURTENAY 
HAD A FARM, E-l, E-l, Ol 
Old MacDonald of "had a farm" 
fame had nothing on Harold Carith- 
ers and John Courtenay, co-owners 
with Jim Wallace of Carithers- 
Wallace-Courtenay, Inc., of Atlanta, 
Ga. For each of these well-known 
stationers has a farm, located about 
12 miles from downtown Atlanta. 
And though they're business team- 
mates, there's plenty of rivalry 
when it comes to discussing their 
agricultural theories and the merits 
of each of their country establish- 
Carithers seems to have 
gone in for livestock production 
while Courtenay favors pigs and tur- 
keys as his rural avocation. Harold 
has 105 acres (enough for the time 
being, he says) while John contem- 
plated adding to his present 68. 
Both of these adjoining farms are 
productive, having a considerable 
area of bottom land, and yield a 
ot of garden produce for canning 
in addition to the regular crops and 
farm animal population. In other 
words, they're not just "hobby" or 


ments. 
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weekend farms, but really pay out 
financially. Besides, it's a lot of fun 
and good experience, say both of 
these enterprising Atlantans. 


GRANDSON OF HARLEY WANTZ 
GETS GOOD LOOK AT ENGLAND 

The stationery department of the 
Skinner and Kennedy Stationery 
Company, St. Louis, Mo., is not the 
only pride in the life of Harley J. 
Wantz, veteran of 50 years in the 
stationery business. Grandson Har 
ley (Lt. Harley R. Wantz to you) alsc 








LT. H. R. WANTZ 


comes in for his share of prideful 
grandparental attention. 

Recently Harley, the elder, re 
ceived the following interesting let 
ter from his lieutenant grandson, 
now sojourning in England as he 
carries on his assignment in Uncle 


Sam's ordnance department: 
A.P.O. 511 
New York City 
Sept. 3, 1943 
Dear Folks 


t is any way a relief to know that | an 
n England, | hope Il also be glad of the 
jJate i 1e rner. And now that you've got 
intar ed from all the red tape involved in 
selling something to Uncle Sam, I'll add a few 
nes to the family travels—namely Oxford 
Now, there is quite a place to visit and | 
finally got around to it last Sunday. The Uni 
versity is spread all over the town and though 
we spent the whole day walking, we didn't nearly 
ver it. But | did get into se veral schools and 
even visited some of the studen uarters—tt 
same ones that have held oe oF the eat 
men of English past One oF the places was 
built in 1263 and is still in us | don't believe 
any buildings anywhere {in “¥ a great quantity 
could be any more beautiful Such architecture 
he style of bu ldings) and the beautiful gar 
ns and gé ral surroundings. 
“Ther we wandered down the banks of the 
Thames where a the crew contests are held 
re it is quite a small river it wanders lazily 
and picturesquely through the town and out pa 
everal of the schools. 
Tough luck tho—no souvenirs, no post cards, r 


thing. Just some nice memories 
Your loving grandsor 
Lt. Harley R. Wantz 
Lt. Wantz and his comrades-in 
arms are certainly seeing the sights 
these days in ‘Merrie England.” It's 
a safe bet he'll have some fascinating 
yarns to unfold when he returns to 
the Missouri metropolis. 





H. W. SMITH SNARES PRIZE 

BLACK BASS AND A TROPHY 

It's every man for himself and no 
holds barred when President H. W. 
Smith of L C Smith & Corona Type- 
writers, Inc., and W. B. Lacasse, 
manager of the Syracuse branch, 
get together for a bass fishing 
contest. 
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Early in September the pair were 
guests at the Canadian home of Mr. 
and Mrs. Harry Ritchie on Big 
Rideau Lake. In the angling contest 
which took place at that picturesque 
spot and in which only small mouth 
bass were considered, live bait (night 
crawlers, minnows and frogs) was 
used. The award was made on the 
basis of the greatest number of 
black bass (of legal size) actually 
landed in the boat. 

Mr. Smith triumphed for the sec 
ond straight year over his Syracuse 
rival, most of his catch being made 
on night crawlers. He received a 
beautiful trophy for his skill, the 
presentation being made by Pres 
ident J. F. Owens of the Owens 
Machinery Company at a dinner 
given at his new home on Sep- 
tember 28. 





JAMES T. LACEYS CELEBRATE 
FIFTY-FIFTH ANNIVERSARY 
Mr. and Mrs. James T. Lacey of 
Madison, Wis., celebrated their 
fifty-fifth wedding anniversary Octo- 
ber |7 at Madison by holding an 
informal “open house.’ Mr. Lacey 

widely known through the sta- 
tionery industry from his thirty-odd 
years as salesman for the J. G. Shaw 
Blank Book Company. Later he was 
with Wilson Jones Company after 
that concern acquired the Shaw 
business. Several years ago he re- 
tired. 

Mr. Lacey entered the stationery 
field in St. Louis where he became 
connected with the Woodward & 
Tiernan Printing Company. Always 
active in association work, he was 
ne of the founders of the National 
Stationers Association and was a 
regular attendant at its annual 
gatherings. 

The Laceys were married in St. 
Louis and first moved to Madison 
in 1909 in order to be with their 
children who were starting to enroll 
in the University of Wisconsin. They 
have three sons and one daughter 
eleven grandchildren and two great- 
grandchildren, most of whom as 
isted in the reception. 





FORMER BUSINESS METHODS 
EXPERT NOW HOLDS DOUBLE- 
BARRELED MILITARY POST 
Executive Officer of the A-2 Sec 
tion and Command Provost Mar- 
hal are impressive-sounding offices 
and the responsibilities are just as 
mportant as the names indicate. 
Yet at Stout Field, Indianapolis, 
posts are held by one 
man, Major Robert P. Bliss, formerly 
commercial engineering and systems 
man for Victor Safe and Equip- 
ment Company, North Tonawanda, 


Ina. both 
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N. Y., and later for The Walcoft- 
Taylor Company, Washington, D. C. 
Major Bliss has also rightly been re- 
ferred to as one of the 'founders’”’ 
of the | Troop Carrier Command. 

Major Bliss left the Walcott- 
Taylor organization in 1941, after a 
period of 12 consecutive years as 
salesman, to join the Army Air 
Forces as a captain. He was first 
assigned to Headquarters, AAF, 
Counter Intelligence Division, then 
at Bolling Field, Washington, D. C.., 
as Chief of the Administration Sec- 
tion. Later he was transferred to 
Gravelly Point, Washington, D. C. 
and in June, 1942, to Stout Field as 
Chief of the Counter Intelligence 
Unit, A-2 Section. He received his 
majority in September of last year, 
a promotion which was followed by 
his assignment in 1943 to the two 
posts he now holds. 

Prior to his work with the Victor 
and Walcott-Taylor organizations, 
he had owned a retail and whole- 
sale commercial stationery and 
printing business on Long Island, 
had been connected with the Na- 
tional Surety Company and had 
several years experience writing and 
adjusting fire insurance, experience 
which specially qualified him for his 
work in the War Department. 








SEAMAN SPALDING COMES HOME. 
—Pictured with his parents, Mr. and 
Mrs. Charles T. Spalding. Spalding 
Staty. Co., St. Louis, Mo., during a 
September furlough is Able Seaman 
Clayton T. Spalding. The photo was 
taken just prior to his leaving for 
action on the high seas. 





SUMPTUOUS PHEASANT DINNER 
STAGED BY LITHOGRAPHER 
Mr. and Mrs. Cecil Jones (of the 

Western Lithograph Jones's of 

Wichita) entertained several quests 

at a formal pheasant dinner at their 

country home near Wichita early in 

November. The dinner was followed 

by a piano recital by Mrs. Jones, 

while Mr. Jones and Gene "Stinky" 

Mitchell conducted a dishwashing 

race with George ‘Babyface’ Wil- 

kerson, Eddie “World Traveler'’ 

Cooper and Al ''Scandahoovian"’ 

Nordstrom as contestants. The win 

ners of the contest were the judges. 
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MAY THIS NEW YEAR SEE ALL 
SYMBOLS OF RUTHLESS AGGRESSION 
BURIED IN FORGOTTEN WILDER- 
NESSES NEVER TO RISE AGAIN. 


CARBON PAPERS AND INKED RIBBONS 


THE LINE THAT CAN'T BE MATCHED 


Manufactured by 


MANIFOLD SUPPLIES CO. - 188 THIRD AVE., BROOKLYN 17,N. Y. 
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Amendment to Order 4A Releases All Used 
Typewriters for Rental —L-54-C Clarified 


AMENDMENT NO. 7 TO ORDER 4A RELEASES ALL 
MODELS OF USED TYPEWRITERS FOR RENTAL 
As a result of decreased Government requirements 

for used typewriters and the resumption of limited 
production of new machines, the Office of Price Ad- 
ministration on Friday, November 26, announced an 
easing of its rationing regulations affecting rentals 
and sales of used typewriters. 

All models of used typewriters, including the most 
recent, may be rented by those persons desiring them, 
beginning December 1, OPA said. 

After that date, rentals of office-size typewriters 
manufactured since 1935 (Class A) will be placed on 
the same basis as older (Class B) machines. This 
means that they may be rented with or without local 
rationing board certificates. Priority in the rental of 
machines, however, must still be granted to persons 
who hold rental certificates—given to those needing 
the typewriters for essential war work. 

Friday’s action also released for unrestricted sale 
office-size typewriters built before 1924. Until this 
change, the only office-size typewriters that generally 
could be sold ration free by the trade were machines 
made before 1915. 

Portable machines built before 1941 were also re- 
leased for unrestricted sale. Heretofore, only portables 
made before 1935 could be sold ration free by dealers. 
All typewriter stocks in the hands of manufacturers, 
wholesalers and retailers that still cannot be sold 
ration free are identified by listing models and serial 
numbers in the amended regulation. 

Although the regulations still provide that in general 
no office-size typewriter manufactured after 1924 may 
be sold to a private user by the trade, another section 
of today’s revision allows anyone having only one 
machine of any class to sell it, but only to a person 
using it for business purposes. 

Relaxation of the typewriter rationing regulations 
was made possible by the recent order allowing the 
manufacture of new machines on a limited basis. An- 
other factor in the decision to make additional ma- 
chines available to the general public is the curtail- 
ment of the Government’s program of buying up all 
modern machines in the hands of dealers. 

It had previously been expected that all these recent 
(Class A) machines would be secured for the armed 
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forces, by requisitioning if necessary, and consequently 
OPA had forbidden their sale or rental except to the 
Procurement Division, Treasury Department, or its 
agents. Now that governmental needs are being taken 
care of satisfactorily, the remaining Class A machines 
can be treated on the same basis as older (Class B) 
machines, and a larger number of used machines can 
be released for sale to civilians. 


o 


WPB OFFICE MACHINERY AUTHORIZATIONS NOW 
SPECIFY BOTH BRAND AND SUPPLIER 

Persons receiving War Production Board authoriza- 
tion to purchase restricted types of office machinery 
must buy it from the supplier named in the authoriza- 
tion and are permitted to procure only the brand of 
equipment specified, it is made clear in an interpreta- 
tion to order L-54-C (Office Machinery) issued Novem- 
ber 8 by WPB. 

Form WPB-1688 — through which applications to 
buy office machinery are made —calls for both the 
name of the manufacturer of the machinery to be 
delivered and also the name of the supplier. No 
deviation from these specifications is permitted, it is 
pointed out, and the supplier is prohibited from de- 
livering machinery produced by a manufacturer other 
than the one named on the application. 

Deliveries of office machinery are restricted to the 
applicants named on Form WPB-2798 or Form WPB- 
1688. However, it is pointed out that manufacturers 
or dealers other than those named on the forms may 
deliver the machinery to the supplier named on the 
forms pursuant to paragraph (C) (4) (I) of Order 
L-54-C. 

The interpretation (No. 2) also makes it plain that 
an authorization to deliver restricted office machinery 
is not a preference rating certificate within the mean- 
ing of interpretation No. 6 of priorities regulation No. 3. 
Therefore, that interpretation is not applicable to 
office machinery authorizations. 


o 


MANY NON-MECHANICAL PENCILS UNDER L-227-B 


All kinds of non-mechanical pencils having a sheath 
of more than .010 of an inch thickness are “restricted 


(Turn to page 161, please) 
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ime will tell... 


— LMOST literally around the clock, one 
of the most interesting and conclusive tests in 
all typewriter history is now going on. 


With the halting of new typewriter produc- 
tion in the spring of 1942, and the purchase for 
our armed forces... from dealers and users alike 
... of all available machines of recent make, vi- 
tal American industries have nevertheless kept 
going full blast. More paper-work than ever be- 
fore, and fewer typewriters to do it with—in- 
cluding many a ten-year-old and many a rebuilt 
of much more ancient vintage. Intricate gears 
and delicate springs are taking an awful beating 

. and so, we may add, are America’s secretar- 
ies. But the work is getting done. 


So when the test is ended and industry once 
more resumes its peacetime routines, you're go- 
ing to have a lot of first-hand evidence about 
typewriter reliability . . . under wearing rush 
and pressure. Time will tell... and more con- 
vincingly than we can. But we know this—a lot 
of Smith-Corona users are going to be mighty 
pleased with their wartime records. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE IN Y 
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craftsmanship of the highest order . . . skill won through years 
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War production entrusted to us is precision work calling for 


of making America’s finest office and portable typewriters. 









NEW EQUIPMENT, 


UNDERWOOD ELLIOTT FISHER ANNOUNCES NEW 
ELECTRIC MACHINE FOR LETTERING DRAWINGS 

Designed to save manpower by relieving draftsmen 
and engineers of the tedious work of hand-lettering 
drawings, plans, charts and schedules, the new elec- 
tric lettering machine recently introduced by Under- 
wood Elliott Fisher is already being successfully used 
in many war industries. The job can now be handled 
by office clerks at typing speeds, and with accuracy 
and efficiency. 

Electrically-controlled keys on a standard type- 
writer keyboard assure simplification of this once 
tedious job. Density is controlled in two ways—by 
adjustment of the touch and by the use of the new 
blueprint ribbon made especially for this work. The 
platen used in the new machine is the exclusive Elliott 
Fisher flat platen, permitting the operator to view 
and letter 396 square inches of the drawing at one 
time. Descriptions may be typed accurately at any 
point within this area, and new areas may be quickly 
moved into position for typing. The absence of feed 
rollers assure unsmeared and unmarred lettering when 
the drawings are in the machine. 

Small or large drawings can be accommodated with 
equal facility, according to the manufacturer. The 
sheets are placed on the large, flat writing surface 
just as they would be on a drafting board. The paper 
is held in position by means of a clamp which is part 
of the lefi and right platen rails, which are also 
equipped with slots and circular cut-outs, so that 
drawings longer and wider than the platen may be 
extended through the rails at both sides. Thus, any 
part of the lettering or tracing may be quickly moved 
into lettering position. 

According to the makers of the new letterer, im- 
portant economies have already been effected in plants 





ELLIOTT FISHER ELECTRIC LETTERING MACHINE 


using it, with a corresponding improvement in quality 
and efficiency of work. 

Further details on the new electric letterer may be 
obtained by communicating directly with Underwood 
Elliott Fisher, One Park Avenue, New York 16, N. Y. 

a 

NEW WILSON JONES RECORDS ON MARKET 

Two new items of the extensive Wilson Jones line 
should eliminate many of the income tax worries of 
two separate classes of stationery customers—farmers 
and small business men. 

The first of these—FARM FACTS— is designed to aid 
farmers in Keeping an accurate record of farm income 
and expenses for income tax returns. Simple in form, 
it requires no bookkeeping experience to keep the 
necessary data. Detailed instructions supplied with 
the book show exactly where figures for each type of 
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income and expense should be entered. The record is 
made up of five sections, each numbered to correspond 
to the numbered sections of the Government Schedule, 
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WILSON JONES FARM FACTS FARM RECORD 


Form 1040F, to be submitted by farmers with their 
income tax return. 

The other system just put on the market by the 
Wilson Jones organization is ALL-FACTS, a simplified 
bookkeeping system for keeping a record of accounts 
on a cash or accrual basis, in accordance with income 


* 





WILSON JONES ALL-FACTS BOOKKEEPING SYSTEM 


tax requirements. It is arranged so that the final 
totals correspond to the section headings of the in- 
come tax return, thereby simplifying the transfer of 
the figures to the return. ALL-FACTS is especially 
suited for small businesses, merchants and _ profes- 
sional men. 

Interested stationers should write to the Wilson 
Jones Company, Chicago, Ill., asking for the “FARM- 
FACTS” circular No. D1208 and the ALL-FACTS cir- 
cular No. D1207. 

MANUFACTURER OFFERS MASONITE FLOOR PADS 

The Office Specialty Manufacturing Company, 70 
East 125th Street, New York, N. Y., has announced that 
immediate delivery of its Masonite floor pads can be 
made to dealers anxious to meet the unusually brisk 
customer demand for this needed specialty. 

The pads are constructed of fine quality tempered 
Masonite 5/16 inches in thickness. Finish is in natural 
masonite, a neutral shade that will blend well with all 
decorative color schemes. The pads measure 36 x 40 
inches in size and are packed four to the carton. 

Further details and prices may be obtained by com- 
municating with the manufacturer. 

enestpdililpime 

AMFILE HOME SECRETARY FILE ANNOUNCED 

For busy people who like to be able to lay their 
hands on important documents and letters at a mo- 
ment’s notice, the Amfile Home Secretary is the ideal 
answer, according to its makers, the Amberg File and 
Index Company, Kankakee, Ill. The versatile new file 
1943 
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THE ITEMS 
WE LIKE TO MAKE 








Th VEN Om g 


AUDITOR 


~ 


THE MAN YOU CAN'T FORGET 


Over the next few months comes the blitz—yearly auditors’ and tax 





reports, statements, budgets, schedules. Legibility, clarity, dignity 
are absolute “musts’”’—for they're all that the accountant has to show 
for weeks of work. 


ACCOUNTANT'S SPECIAL CARBON PAPER, particularly made with 
the hard surface that accountants want, gives clean permanent copies in 


quantity. Permanent copies that will not smudge, even with excess handling. 


CLASSIC TYPEWRITER RIBBONS are a sheer yet sturdy fabric impreg- 
nated with a minutely controlled, “free-flow” ink film. They assure dignified 
writing and records; sharp, fresh, beautiful impressions, without smear, 
smudge or “spread.” Their extra long writing life gives outstanding ribbon 


economy. 


Ask us for prices and writing samples NOW. You can’t afford to 


overlook this big auditing and accounting business. 





COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. ', 
Main Office and Factory: Glen Cove, L. I., N. Y. (4 
New York Sales & Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 


_UM 


ACCOUNTANT'S SPECIAL CARBON PAPER 
* * * CLASSIC TYPEWRITER RIBBONS « « «x 


OFFICE APPLIANCES, December, 1943 39 


























’Twas the night before Christmas, and all through the plant 
Machinery turned merrily, took up the chant... 

“We're working for Victory, producing for war, 

Let’s do our best, then do a bit more.”’ 


There are many restrictions, we have to report, 
Regulations are numerous, manpower is short, 

But we're not complaining, from dawn through the dark 
We're here on the job at Quality Park. 


Our business is envelopes, the quality kind. 

They're tough, they can take it, and if you don’t mind, 
We'll add a few words about how it pays 

To buy tops in Quality, these trying days. 


There's the Blue Line Air Mail, the Two-way Express, 
Jackets for War Bonds, patriotic in dress; 

Clasp envelopes, file folders, Leatheroid line, 

And hundreds of others—you'll find them all fine. 


But Quality merchandise —that isn't all, 

There’s Quality service for the big and the small. 
To keep up to schedule, we're doing our best 

As we serve Uncle Sam along with the rest. 








It’s the twenty-fifth Christmas we've greeted our friends. 
For twenty-five years we've followed the trends 

Of your needs and requirements, and we remark 

It’s a pleasure to serve you from Quality Park. 


Appreciation and thanks we wish to extend 
To all of our customers (and each is a friend). 
Our wishes for you are chock full of cheer, 


Merry Christmas to all—and-to all Happy New Year! 
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A s the year draws to a close, one subject transcends all 
others in importance . . . VICTORY for the United Nation 
cause. We know we're on the right highway but we realize 
that many sacrifices and much hard work must follow before 


VICTORY is finally won. 


We feel that Imperial Desks have an important role to play in 
the year to come. On the nation’s desks were made the plans 


for War... here will be made the plans for Peace. 


We shall continue to fulfill our responsibility of providing 
Imperial Desks for essential uses. At the same time, we shall 
bend every effort towards developing a line of POST-WAR 


desks to fit the needs of “Tomorrow”. 


With a prayer for Speedy Victory, our best wishes are extended 


to our many good friends for 1944. 


> mperial DESK COMPANY - Evansville, Indiana 
i 


13 OFFICE APPLIANCES, December, 1943 41 























is compact in size, measuring but 124% x 104 x 6% 
inches, and is equally suited for use in homes, offices, 
shops, stores and schools. 

One of the unique features of the new device is the 
type of file folders used—file folders which double 
as data books. Forms for budget and expense and in- 
come tax figures, telephone numbers, and miscel- 
laneous information are printed right inside the 
folders themselves for quick, ready reference. 

The Amfile Home Secretary is available in black, 
blue, brown, green and maroon and retails for $1.95. 
Each unit comes complete with a set of standard busi- 
ness size alphabetical and monthly folders, extra blank 
folders, and extra printed and blank labels. 

Complete information may be obtained by address- 
ing the Amberg File and Index Company, Kankakee, II. 


SE eek 


NEW INDIANA CHAIRS DESIGNED FOR CONVER- 
SION TO METAL SWIVELS 

A metal swivel mechanism changeover feature for 
New Indiana chairs has been announced by Officials 
of the manufacturer. All New Indiana chairs equipped 
with wood swivels are designed so that a new conver- 
sion mechanism of metal can be substituted when 
steel becomes available in the post-war period. A metal 





NEW INDIANA CHAIR, DESIGNED TO FACILI- 
TATE CHANGEOVER TO METAL SWIVEL 


. Plate, sleeve and washer constitute the necessary addi- 
tions for the switch to metal mechanism. 

The company also announces that wooden springs 
have been introduced into their reclining chairs with 
excellent results. The new springs, which provide new 
standards of resiliency, smooth out the tilting action 
of the chairs, according to claims of the manufacturers. 

Complete particulars of the new improvements may 
be obtained by addressing the New Indiana Chair 
Company at Jasper, Ind. 

eo 


LIBERTY WAR TAX RECORD PROVIDES SPACE 
FOR ENTIRE YEAR’S BUSINESS DATA 

The need for keeping an accurate record of busi- 
ness taxes has brought an unprecedented demand for 
Liberty War Tax Records, according to the publishers 
of this wartime necessity, Commonwealth Publishing 
Company, 508 South Dearborn Street, Chicago, Il. 

The Liberty War Tax Record, attractively bound, 
has a durable red cloth back and corner reinforce- 
ments. It is printed in six colors on three tints of 
good grade paper stock, size 914 x 11% inches. In 
addition to ruled pages providing a weekly business 
record for an entire year, the Liberty War Tax Rec- 
ord also contains special expense figure sheets, ledger 
page, analysis sheets, summary, recap and inventory 
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forms, helpful hints on business management and 


special instructions. 

Unrestricted by priorities and rationing, the record 
is available immediately from large stocks in the 
hands of the publisher, ready for immediate ship- 





ment. It retails at a ceiling price of $5, which has 
LIBERTY WAR TAX RECORD 
been established for a quarter-century and which 


makes the Liberty War Tax Record an unusually 
profitable item. 

Complete details may be obtained by addressing 
the publisher at 508 South Dearborn Street, Chicago. 
Ill. 

- ——<- — - 


WELLS OFFERS NEW NON-CRITICAL DESK TRAY 


The Wells Office Furniture Company, 410-12 South 
Wells Street, Chicago, Ill., has announced a new non- 
critical desk tray for office or home use. Modern in 
design and construction, the new product features 
glass shelves, shaped to facilitate filing. They are 
available in letter or legal size, in two-tier style, and 
are finished in oak, walnut, green and gray. Other 
finishes are also available on special orders. 

Built of fine hardwood, the new trays are shipped 





WELLS NEW HARDWOOD DESK TRAY 


knocked down, assembly requiring but a few minutes. 
They are packed three units to a carton. Shipping 
weight, about 14 pounds. 

Complete details on specifications and prices may 
be obtained by interested dealers from the maker at 
the above address. 

ee 
NEW 1944 PAYROLL TAX INDEX ON MARKET 

Rapid Office Devices, Inc., 135 South La Salle Street, 
Chicago, Ill., has just announced that the new 1944 
model Payroll Tax Index is now available. It features 
a Streamlined cabinet with a higher front panel which 
1943 
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Busy typewriters mean 


BUSINESS for you! 


ISTER, YOU DON’T have to conduct a 

poll to know that America’s type- 

writers are humming along at a record clip. 

The long green evidence ought to be right 

in your cash register—the result of increased 
carbon-paper and ribbon sales! 


If it’s not, better stock up on the Roy- 
type line. Because— 


These days, when the watchword is con- 
servation, more and more offices are switch- 
ing to the carbon paper and ribbons they 
know will Jast. 


And that means the Roytype line. Be- 
cause Roytype carbon papers and ribbons 
are scientifically designed to stay on the 
job longer. 


Take carbon paper... 


Roytype’s Park Avenue is deep-inked by 
a special process that soaks the ink right 
down into the paper. Result: one sheet can 
be used not just 20 times, but up to 60 
times, cleanly and clearly. 


Remember . . . a// the carbon papers in 
Roytype’s complete line are made with the 
same skill and craftsmanship as Park Avenue. 


Speaking of Ribbons... 


Here again, Roytype gives longer life. 
These free-flowing ribbons are made from 
a formula which enables the ink actually to 
flow through the fabric into the spaces 
where the type bar strikes the ribbon. This 
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constantly renews the life in the used 
parts. 


Both backed by Royal! 


Roytype carbon papers and ribbons are made 
by Royal, makers of the World’s No. 1 
Typewriter. That’s not only a guarantee of 
quality ...it also means that the Roytype 
line offers you your biggest market! 


And this market is getting bigger all the 
time. Because a dramatic national advertis- 
ing campaign is constantly buttonholing 
new prospects for you, selling them on Roy- 
type’s superior performance. 


Stock up on profits! 


Today .. . check your stock and make sure 
you have plenty of Roytype carbon paper 
and ribbons on hand. If you’re in doubt 
what to stock, call in your Roytype repre- 
sentative. He’ll show you how to tap this 
big-profit market most effectively. 





( i 
ROYTYPE 


Carbon papers and ribbons 
made by the 


ROYAL 


TYPEWRITER COMPANY 
2 Park Avenue, New York 16, me 
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brings the index strip and guide to eye level. The 
unit occupies no more desk space than the average 
book and is so simply constructed that the exact com- 
putations can be brought before the eyes with a mere 
flick of the finger. The Payroll Tax Index cannot be- 
come obsolete, for it can be brought up to date in a 
matter of seconds by the insertion of new charts to 





NEW 1944 PAYROLL TAX INDEX 


correspond with changing tax rates. Charts are 
printed in red and black on buff colored stock which 
has been lacquered after printing; thus they may be 
wiped off with a damp cloth if they become soiled. 

In the few months since the Payroll Tax Index was 
introduced, companies using the device have reported 
up to 50 per cent saving in tax indexing time, accord- 
ing to the manufacturers. 

Complete details on the new model may be obtained 
by addressing the manufacturer at the above address. 


—— Oo 


CRAM’S “MAPS OF THE BIBLE TANDS” A 
BEAUTIFUL AND ACCEPTABLE GIFT 
The George F. Cram Company, 730 East Washington 
Street, Indianapolis 7, Ind., has announced that for 
the first time since their atlas, “Maps of the Bible 





CRAM’S “MAPS OF THE BIBLE LANDS” 


Lands,” was copyrighted, the book is available to the 
public through retail dealers. 

More than 20 maps are included, many of them in 
four-color reproduction. Included in the 8% x 11-inch 
book is a convenient index of more than 400 geo- 
graphical locations. The life and journey of Christ is 
told in eight separate maps, and an excellent physical 


a4 


map, 9% x 15 inches in size, gives the reader a vivid 
conception of the topography of the Holy Land. 

“Maps of the Bible Lands,” a reliable reference work 
for Bible classes, Sunday Schools, the home and the 
reading public at large, is a welcome and acceptable 
Christmas gift, particularly in homes where there are 
children attending Sunday School. The retail price 
is 50 cents. 

Full particulars may be obtained by writing the pub- 
lisher at the above address. 

—_———— ao 

TAYLOR’S NEW CONVERTIBLE SWIVEL READY 

The Taylor Chair Company, Bedford, Ohio, has an- 
nounced that its new metal revolving and tilting 
mechanism designed to change the Tayor Wood Screw 
Swivel back to its pre-war form will be available to 
the trade just as quick as limitation on production 
is removed. 

The changeover operation is simple, taking but a 
few minutes to accomplish. The four screws in the 
top bearing are first removed, the plastic bearing 





TAYLOR METAL SWIVEL MECHANISM 


lifted off and the inside bushing removed. The metal 
hub is then dropped into place and the four screws 
replaced. The wooden swivel underneath the seat is 
then removed and replaced with the metal swivel, at- 
taching with the same four screws. Lifting the chair 
back onto its base completes the job. 

Further details on the advantages of the Taylor 
interchangeable swiven mechanism may be obtained 
by addressing The Taylor Chair Company at Bedford, 
Ohio. 

ening ill a 

COLE ANNOUNCES NEW TWO-TIER DESK TRAY 

The Cole Steel Equipment Company, 349 Broadway, 
New York City, N. Y., recently announced its new two- 
tier round-cornered, seasoned-plywood letter desk 





COLE TWO-TIER LETTER DESK TRAY 


tray. Finished in olive green, the new tray has a full 
felt bottom, protecting desk surfaces from scratches. 

The big feature of the new tray is its “Build Up” 
posts, an arrangement permitting trays to be stacked 
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to any desired height. Single trays retail at two 
dollars, “Build Up” posts at one dollar per set. The 
complete two-tray unit is priced to sell at five dollars. 

Interested dealers should write to the maker at the 
above address, asking for details on desk letter tray 
No. C1292. 


9» <= —_ 


ADIRONDACK PRESENTS OAK FOLDING CHAIR 

The Adirondack Chair Company, Inc., 1140 Broad- 
way, New York, N. Y., recently announced a solid wood 
seat folding chair, saddled out for comfort. The back 
pieces are also slightly bent to correspond to the 
normal curvature of the back. 

Made entirely of oak in school brown or light oak 
finish, the chair folds flat and stacks flat, occupying 


a 


ADIRONDACK SOLID OAK FOLDING CHAIR 





little space when not in use. Top back slats are riveted 
and screwed. 

According to the maker, the chair is as comfortable 
as any higher priced office chair and may be had with 
leatherette seat. 

Details on this chair and other types in a moderate 
price class may be obtained by addressing the manu- 
facturer at the above address. 


—><- 


NEW ZEPHYR WEIGHT ENVELOPE ON MARKET 


The Northern States Envelope Company, St. Paul, 
Minn., has just announced a new item of particular 
interest to stationery dealers—the Justrite Zephyr 
Weight Airmail envelope. 

Of modern design, the new envelope is packed in 
both boxed and banded forms, the latter to supply 
the over-the-counter demand. The face of the en- 
velope is lithographed in two colors—red and blue 








NORTHERN STATES ZEPHYR WEIGHT ENVELOPE 


with a design as illustrated in the accompanying cut. 
The inside is tinted blue for opacity and security of 
contents from prying eyes. 

Proving themselves as “best sellers” in stationery 
and department stores the nation over, the new en- 
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velopes come in three popular sizes. Further infor- 
mation and samples may be obtained from the manu- 
facturer at the above address. 
linadtticien 
TWO NEW FILES ADDED TO BOYCO LINE 

Boynton and Company, 1725-45 North Bosworth 
Avenue, Chicago 22, Ill., recently announced the addi- 
tion of two new files to their extensive line. 

The first of the new units, No. 9400 Boyco Check 
File, has been added to meet a growing dealer demand 





NO. 9400 BOYCO CHECK FILE 


for a file to house checks. Made in one size only, the 
new check file is 24 inches deep and has four drawers, 
each with an inside dimension of 434 x 9% inches. 
Large enough to permit the filing of checks in in- 
dexed folders, each drawer is equipped with the Boyco 
patented follow block. 

The other new member of the Boyco family of prod- 


fatwialulaulaulale a's 
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NO. 2024 BOYCO TABULATING CARD FILE 


ucts is the No. 2024 Tabulating Card File, a solid 20- 
drawer unit with all exposed parts of quarter-sawed 
oak. The file has a capacity of 66,000 3144 x 73% tab- 
ulating cards and each drawer is fitted with the Boyco 
removable follow block. 

Full details on these two new products may be 
obtained by addressing Boynton and Company at the 


above address. 
ee 


ART STEEL NOW U. S. TYPOSTURE DISTRIBUTOR 


The Art Steel Sales Corporation, New York City, 
N. Y., recently announced that it has been named 
selling agents of the Typosture chair for the entire 
United States. 

The Typosture is a free-swivel, springless posture 
chair with an automatic self-tilting back pressure 
support. The chair is available both in all-wood and 
in upholstered styles; the all-wood models come in 
oak, walnut, mahogany and green, the upholstered 
styles in red, brown, green or leatherette. It is manu- 
factured by the Typosture Chair Company, New York 
City, N. Y. 
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An Improved System 
For Present Day 
Income Tax 
Requirements 
2 


Cash Or 
Accrual Basis 
° 


Arranged To 
Simplify Transfer 
Of Figures To 
Income Tax Return 





SIZE 11%x17% 


The improved ALL-FACTS is a simplified bookkeeping system for keeping a record of 
accounts on a cash or accrual basis, in accordance with Income Tax requirements. 

ALL-FACTS is designed for small businesses, merchants and professional men. Simple 
directions and specimen entries make it easy to use without bookkeeping experience. 
Bound in Black Pebble Grain Book Cloth with red imitation leather back and corners. 


Ask for Circular No. D1207. 
CTS 
TE ere see = 


-==0 FARM-FA 
el iy, 























For farmers who need a simple method of Yr eee ph Pe eGR CON 
keeping records for income tax returns. Ny stipe SPP ALP AC a Tee od 
Clear detailed directions show where figures PR PSE ST BA Sa 
for income and expenses are to be entered SF ae eth © PAE Ae APE eS et Sa 
: : ; d oey . » ody iF MA. - y * Naas er 
Each section is numbered to correspond to oe A FAR M k ACTS2h2883 
the numbered sections of Government SEES ROS SSS aE ian 
Schedule, Form 1040F. BES SSS Oa cauaee Pye itt 
~ ~ ~ Tv = ° Pet Pe ¥.¥] 2. . a Ta 54 aa sac 
FARM-FACTS has 56 pages, divided into EE INCOME Tax RETGANSs) oy Ms 
. ° ° hiss. 3 ee et ” ; —-. a a 
five sections, conveniently indexed. Brown RS Fer Ranee ren AS Wt Bo LEAN Y 
leather-grained cover, cloth reenforced back. Bil HTS ee 
gyi? Ge! af 
SIZE 8% x 11% eg = 
Mats available for Ask for Circular 
newspaper advertising. No. D1208. 


>>> WILSON JONES Co. «¢<¢ 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Bluvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, November 1, 1943 

N OCTOBER 25 the Office Appliance Trades As- 

sociation held its 24th annual meeting and 
election of officers. The existing chairman and vice- 
chairman and executive committee members were 
elected originally in 1938, although pre-war practice 
had been to elect a new chairman and committee an- 
nually. However, through the difficult war period it 
had been decided that continuity in office was essen- 
tial. 

At this year’s election, members decided that diffi- 
cult as times may be they could be considered as being 
normal and likely to continue so for some time to 
come. This being so it was thought desirable to revert 
to usual practice and should Victory come in 1944, a 
new chairman and executive would be in a position to 
face the difficulties of the changeover from war to 
. peace with fresh minds and some experience of asso- 
ciation matters. At the meeting a ballot was taken, 
with the following results: 

C. H. S. Cox, chairman, Percy Jones (Twinlock) Ltd. 

J. H. Whitfield, vice-chairman, Dictograph Tele- 

phones, Ltd. 

W. G. Gledhill, immediate past chairman, Gledhill- 

Brook Time Recorders Co., Ltd. 

Executive Committee— 

H. V. Briscoe, National Cash Register Co., Ltd. 

J. A. Cumming, D. Gestetner, Ltd. 

W. Desborough, Powers-Samas Accounting Machines, 

Ltd. 

B. B. Dyer, Milner’s Safe Co., Ltd. 

A. R. Jackson, Remington Rand, Ltd., (Kardex Div.). 

A. W. Toy, Roneo, Ltd. 

Shelton Cox is a very old member of the industry, 
having joined the firm of Percy Jones (Twinlock) Ltd., 
in 1906. In World War No. 1 he joined the services in 
August, 1914, becoming a lieutenant in the infantry 
and later a pilot officer in the RAF. Subsequently he 
returned to Percy Jones (Twinlock) Ltd., and was 
made a director in 1921. In 1932 he was elected chair- 
man of the Stationers’ Association of Great Britain 
and Ireland, and was elected president in 1937. He 
became vice-chairman of the Office Appliance Trades 
Association in 1938, continuing in that office until his 
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recent election to the chair. In World War No. 2 he 
is a major and company commander in the Home 
Guard. In the field of athletics he is vice-president of 
the Amateur Football Association. 

Mr. Cox made a very fine chairman and president 
of the Stationers’ Association. He is a man of original 
thought and expresses his opinion fearlessly. His col- 
leagues acclaim him an excellent fellow. In offices 
of great importance, he carries them through with dig- 
nity and patience. In his election address to members 
he suggested they bend their thoughts away from the 
profit motive in business. He said it was not the alpha 
and omega of the business man’s life. ‘Profit,’ he 
said, “is necessary, but if we run our business and 
our association entirely on the profit basis, it will not 
be quite so healthy as if we are mindful of the needs 
of others. A lot of our men are away and we trust 
they will come back. We shall have the task of fitting 
them back in our organizations and it may not be 
easy. For years after the-war there will be a scramble 
for materials and business, and trade will be difficult. 
If we all endeavor only to see that we get the biggest 
slice of the steel cake, the wood cake and the paper 
cake, and think only of profit, irrespective of others, 
the trade we shall have to present to these young men 
returning will not be a very good one. During my 
year of office, I will be actuated towards making our 
trade attractive to these men coming back, and give 
them an opportunity of re-establishing themselves. 
Profit then will become incidental and will not be the 
mainspring of our lives. I feel during this war there 
have been instances here and there of a selfish desire 
to make our own interests successful rather than work 
for the good of the community as a whole. As execu- 
tives we have a grand opportunity of working together 
for the good of our trade, and I am sure that if we 
bend our activities to those ends, this association will 
grow in strength and importance.” 

B. B. Dyer is the only new blood on the executive 
committee. As managing director of Milner’s Safe Co., 
Ltd., he also is a well known figure in the industry 
in relation to the steel section. 

J. Adams Keene of National Loose Leaf Co., Ltd., 

(Turn to page 153, please) 
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Rock-a-File Card Files (pictured below) are similar in 
principle to the larger letter and legal size Rock-a-Files. 
Made in standard 3x5, 4x6 and 5x8 card sizes, in single 


 Qnck a File 


PATENTS APPLIED FOR 


—THEY FILE 


(1200-card) and double (2400-card) capacities. 


35 EAST WACKER DRIVE 
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ROCKWELL- BARNES C0. 
Specialiila lo the Steattoner Since 1903 


CHICAGO 1, ILL. 


FROM THE SIDE 
SIDE-BY-SIDE! 


OCK-A-FILE means side-filing. Side-filing 
means SALES! 

Side-filing appeals on sight to everyone who uses 
file cabinets. The advantages are beyond argument. 
It permits two or more persons to work on the same 
file—and with unique R-B two-way indexing this 
time-saving feature is still further enhanced! It saves 
muscular effort—file folders are slid in and out side- 
wise, no wearisome vertical tugging at arm’s length, 
file folders and dividers last longer, too. In busy 
filing rooms, compartments may be left open all day 
if desired, since accessibility is unaffected. 

Add to these positive user-appeals, the powerful 
attractions of elimination of all danger of over- 
turned cabinets and the saving of 10% to 50% of 
floor-space and you have the most saleable filing in- 
troduced in many a year. 


Those are just some of the reasons why Rock-A- 
File is being adopted by many of America’s most 
efficiency-alert organizations. Write for literature 
and details. 
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PROFIT MOVES 


along the value line 





Gealure Jasper Chair Ca. 
Office Chains 


“Sufficient” is the watchword for Duration equipment, but 
after the Victory, a time of development may be expected. 
Even in office chairs, improvement in design, structure, 
and body features will come into the picture. And in 
serving and selling, the dealer will gain by established 
points of superior value, followed by preference and profit. 





Consider the record of JASPER CHAIR 
CO. office chairs through their years on 
the market. Leading the field in gen- 
uine good value and well earned popu- 
larity, volume has built up and result- 
ing economies have permitted further 
improvements in quality. 


At this time, all our production is con- 
centrated on the “V" number in which 
our wood revolving fixture is being 
used in all pedestal executive, stenog 
rapher and posture chairs. Made in 
quortered oak or birch in walnut o1 
mahogany finish, they represent excel- 
lent value for general office equipment 
Place them before your war industry 
prospects: Be sure to indicate priority 
on oll orders 


Extra Height 
Unit 

For Tall Persons 
Placed in the bot 
tom of the hub 
socket, it gives 
you height adjust 
ment upward with 
full strength and 
safety factors. } 

Available on all mit’ 
pedestal Ae bs 

Number chairs. 
















































JASPER CHAIR CO. 


JASPER INDIANA 


REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 


E. W. Thomas (Southwest) 
Box 3493 Peninsula Station 


Geo. A. Litchfield, Sales Mer Daytona Beach, Florida 








S. H. MacDonald, (West) 
105 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York. N. Y. 


James S. Fowls, (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 
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VITAL FACTOR IN TODAY’S 
PRODUCTION... 


















Sx 


Visibility on both sides 
—without removing 
cards! Patented Globe- 
Wernicke cardholder 
makes visible records 
easy to remove and insert. 






ee 00. a 


“GLOBE-WERNICKE 


VISIBLE RECORDS FLASH 
FACTS AT A GLANCE 











DEALERS! With so many wartime operations in factories, with so much new 
record-keeping, you have unlimited opportunity to install famous Globe- 
Wernicke visible systems. VISIBLE RECORDS BRING YOU BIGGER 
PROFITS! Make the most of today’s big opportunity by selling visible! 


The Globe-Wernicke Co. 


NORWOOD 12 
Ss CINCINNATI, OHIO 
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REPORTS OF IMPORTANT EVENIS AND ACCOUNTS 


OF NOTEWORTHY 





ACTIVITIES 


OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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H. T. GRISWOLD ELECTED SANFORD INK 
COMPANY PRESIDENT 

Subsequent to the recent death of W. W. S. Car- 
penter, for 20 years president of the Sanford Ink Com- 
pany, Chicago, H. T. Griswold was elected to the 
presidency of the firm. Mr. Griswold has a fine record 
of achievement in the business world, functioning in 
various capacities and industries. Broad general ex- 
perience coupled with 22 years of affiliation with San- 
ford equip him especially well for his new post. 

A native of Chicago, Mr. Griswold received his ele- 
mentary and high school education in Chicago, com- 
pleting his formal training at the University of 
Michigan. He started his business career as an order 
filler for Butler Brothers. Later he joined the Peoples 
Trust & Savings Bank as a teller, rising to the position 
of vice-president. As an interim job he established 
and operated a saw mill in Arkansas, where he was 
the owner of a tract of yellow pine. 

In 1921 Mr. Griswold became affiliated with the 
Sanford Ink Company, devoting his time principally to 
laboratory work and production. He served as vice- 


r 





H. T. GRISWOLD 


president of the company for many years, until his 
recent election as president. Although business en- 
gages most of his time, Mr. Griswold confesses that he 
plays a little golf and billiards in spare hours. 
Ee a a 

JAMES P. WARD JOINS ALLEN CALCULATORS 

When James P. Ward, one of the best-informed 
typewriter men in the nation, terminated his duties 
with the War Production Board on December 1, he 
immediately stepped into new civilian duties with 
Allen Calculators, Inc., according to an announcement 
from R. C. Allen, president of the company. His first 
assignment was special work as assistant to the pres- 
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ident in Washington and New York. Later he will 
move into the sales and advertising departments at 
the Grand Rapids plant. 

Mr. Ward first entered the typewriter field in 1914 
when he became associated with the Typewriter Em- 
porium in Chicago, then owned by E. W. S. Shipman. 
As sales manager he developed the business far be- 





JAMES P. WARD 


yond its earlier volume. Later he and Mr. Shipman’s 
son bought out the elder Shipman and formed the 
Shipman-Ward Manufacturing Company. Upon the 
untimely death of Herbert Shipman he acquired full 
control and continued to expand his company’s ac- 
tivities. He operated the business until a few years 
ago when he sold it, shortly afterward becoming asso- 
ciated with Arthur Lyons of the Reliable Typewriter 
& Adding Machine Company. 

As president of the National Typewriter & Office 
Machine Dealers Association he built up that organ- 
ization to a strength it never had known before. 

He became procurement specialist of the Office 
Machinery and Equipment Procurement Policy Divi- 
sion, War Production Board, in July, 1942, and his 
achievements and services to the industry since that 
time are well known to everyone in the trade. 


9 


KONECKY NEW VICE-PRESIDENT OF PRYM, INC. 

Maxim Konecky, sales manager of William Prym, 
Inc., was elected vice-president of the company by 
the board of directors in October. 

Mr. Konecky joined the Prym organization in 1929 
as district manager for Chicago and became general 
sales manager five years later. He will retain the 
active direction of sales, in addition to assuming his 
new executive duties, while important policy changes 
in sales and production are in process. 
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Delivery service is good, these nights and days... 


over Germany... over Objective ‘‘X’’. . . over 
the far Pacific. And for much of this efficiency 


we can thank the American Air Force. 


Art Metal is proud of having a hand in build- 
ing the giant winged freighters of war— proud 


that we were awarded an Army-Navy ‘‘E”’ flag 





= For Outstanding 
Production of 
War Materials 


"Goods sent—P. D. 





for our job—and particularly proud of the young 


Americans who fly our bombers and fighters. 


And we think of them— prayerfully—as they 
take the air with new shipments to deliver 


P. D. Q. and on target— 


... over Germany... over Objective ‘‘X’’. . . 


over the far Pacific. 


Art Metal office equipment has enlisted for the duration. In its place we are 
making Art Wood Desks, Files, and Postindex Artwood Visible Files... 


ART METAL CONSTRUCTION COMPANY « JAMESTOWN,N. Y. 
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Now Turning Steel Office Equipment Into War Materials 











MEETINGS—CONVENTIONS— DINNERS 





TYPEWRITER DEALERS MEET IN PHILADELPHIA 


In response to an invitation by Irving Ritchie, Ad- 
dressing Machine Company, New York, N. Y., regional 
vice-president of the National Office Machine Dealers 
Association, about 100 men and women met at the 
Hotel Bellevue-Stratford in Philadelphia on November 
18 for a four-hour discussion of the problems now fac- 
ing office machine dealers. Present for the consulta- 
tion were Ellis Bishop, pricing division, and Joe Hicks, 
rationing division of the Office of Price Administra- 
tion, and Mr. Armstrong of the local office of OPA. 


After luncheon Mr. Ritchie called the meeting to 
order, stating that this gathering was one of a series 
planned for Region No. 2 for the purnose of effecting a 
closer bond between the National Association and 
office machine dealers throughout the region. It was 
hoped such meetings would stimulate greater and 
more pleasant co-operation among dealers in each 
citv. and encourage them to band together in the 
National Association and have a part in planning a 
definite course of action for the post-war period. 

Nicholas H. Fucci, Business Machines Service. New 
York Citv. president of National Typewriter & Office 
Machine Dealers Association, was introduced. He pre- 
sented an imposing list of accomplishments of the 
National Association in its work with governmental 
officials aimed toward clarifying and easing the posi- 
tion of dealers hampered by wartime restrictions. 
Briefly, the president sought to present some of the 
benefits accruing to member dealers. He closed his 
talk with a plea to dealers present to take an active 
part in association activities, both local and national. 

One of the prominent men introduced was James 
P. Ward, formerly with WPB Procurement Division, 
who said that his division, with the co-operation of 
dealers, had done so well he had “bought” himself out 
of a job. Mr. Ward then went on to present facts and 
figures which have already been published. 

As the advance notices promised, this was not a 
speech making conference, but a “question and an- 
swer” forum to which dealers, government officials 
and manufacturers’ representatives contributed to the 
best of their abilities to help each other in under- 
standing and solving the vital problems with which 
they are confronted today. The meeting attracted 
dealers from many neighboring cities and towns. 

As a fitting climax to the discussions, which were 
actively engaged in from the floor, Mr. Ritchie sum- 
marized the purpose and the results of the meeting. 
He urged all dealers present to join the National Asso- 
ciation in order to have an active part in formu- 
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lating post-war plans, and in making the business 
better, more wholesome and more profitable after the 
war. He urged the formation of a local association as 
a means of uniting forces for solving local and district 
problems as well as national affairs. 

In closing, the chairman paid tribute to E. J. Tous- 
saint, General Duplicating & Type Company, Camden, 
N. J., and his dealer committee for their intensive ef- 
forts which greatly facilitated the arrangements for 
this successful meeting. 

ia ee a 


OFFICE EQUIPMENT DEALERS ELECT OFFICERS 


The Office Equipment Dealers’ Dinner Club, an or- 
ganization of New York retail dealers in office furni- 
ture and equipment and the New York representatives 
of office equipment manufacturers, held its fourth 
annual meeting at the President Grill, 4lst Street and 
Lexington Avenue, late in October. 

The following officers were elected for the coming 
year: President, Moe Turman, Metwood Office Equip- 
ment Corporation; first vice-president, R. J. Berry, 
Berry, Dickie & Stettler, Inc.; second vice-president, 
R. B. Booth, Leopold Desk Company; secretary, Ben 
Itkin, Itkin Brothers; treasurer, James M. Glen, Man- 
hattan Desk Company. 

Directors named were as follows: Irving Levy, Art 
Steel Company; Oscar Widman, Desks, Inc.; B. H. 
Nemlich, Regan Office Furniture Corporation; Bob 
Fowler, Macey-Fowler; Harvey Bright, Bright Chair 
Company; Claud Allen, Globe-Wernicke Company; 
Joseph Wallace, Myrtle Desk Company; Roland Free- 
man, Jasper Chair Company; Harry L. Goldman, 
Charles S. Nathan, Inc.; George Driver, Driver Desk 
Company; George I. Garber, Geo. I. Garber Company; 
and Monroe Lakow, Samuel Lakow & Sons. 

—— 

TRANSCRIPTION SUPERVISORS MEET IN N. Y. 


The Transcription Supervisors’ Association convened 
for its annual Health Night on November 8 at 6:30 
P.M. at the Hotel Sheraton, Lexington Avenue at 37th 
Street, New York City. 

Guest speaker at the meeting was Carlton Fred- 
ericks, nationally known author, lecturer and broad- 
caster on his own program, “Living Should Be Fun.” 
He spoke on the timely topic, “Victuals, Vitamins and 
Victory,” illustrating his discourse with movies and 
charts. The speaker was introduced by Miss Mabel 
M. Coulter, chairman of T.S.A.’s Health Committee. 
A Phi Beta Kappa with several years association 
with the staffs of pharmaceutical and food companies, 
Mr. Fredericks is now serving as a consultant with 
the research staff of the U. S. Vitamin Corporation, 


Picture by § Philadelphia) 
REGIONAL WAR CONFERENCE, NATIONAL OFFICE MACHINES DEALERS ASSOCIATION, PHILADELPHIA, PA.., 
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INSERTABLE INDEXES 


ned offer an orderly presentation of 
vith Post War Programs 


AICO GRIP, the 
Original Tubular 
Edge Celluloid In- 
sertable Index 
Tab. Stronger, 
more easily han- 
died, titles easier 
to insert and more 
‘ed- firmly held. Can- 
ad- Today your customers are thinking about their post war plans. They are not crack or warp. 
1n.”’ assembling market data, post war designs, doing product research, planning 


and post war sales strategy and building salesmen's training manuals. 


and AICO Indexes can help present and keep this material in an orderly, method- 
bel ical manner. With colored celluloid tabs, to denote different markets or products 











\\ 






tee. 
ion 
ies, 
vith 
ion, 


and insertable titles that can be easily changed as such programs crystallize, 
AICO Indexes will permit the logical, methodical segregation of data, while 
they maintain finger tip accessibility. 

When these post war plans crystallize into action, AICO Visiflex Sheet Pro- 
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tectors for Visual Sales Presentations will again be available for Sales Portfolios, 


Catalogs, Sales Presentations, etc., etc. 
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Right now, sell AICO Insertable Indexes to post war planning directors to help 
keep the details of their programs in logical order and readily accessible. 
DESK PADS and 


CTS see 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD’S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
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New York City. He has also prepared a number of 
authoritative food charts, cooking manuals and pub- 
lications on nutrition. 

Following his lecture, a round table discussion was 
held, during which he analyzed the vitamin content 
of the dinner served and urged a balanced diet as a 
wartime necessity for everyone. 

ee 

BOSTON STATIONERS HOLD AUTUMN MEETING 

The Boston Stationers Association held its autumn 
meeting at the Viking Restaurant on Tuesday eve- 
ning, November 16. More than 100 stationers attended 
the conclave, the gathering being called to order 
by President Willander at 6:30 in the beautiful Viking 
Room. After a splendid dinner, the president asked all 
to rise and observe a minute of silence in memory of 
President C. Herbert Belledue, who died suddenly in 
May. A resolution on the passing of Mr. Belledue was 
also presented to the meeting, was accepted by vote, 
spread upon the records of the association, and a copy 
sent to Mr. Belledue’s family. 

The business meeting was short, highlighted by the 
election of five new members. President Willander 
then gave a splendid report on the NSA Convention 
in Chicago, after which he introduced the speaker of 
the evening, Irving T. McDonald, historian, novelist, 
dramatist, foreign correspondent and news analyst. 
Mr. McDonald gave a trenchant discussion of “The 
War Today,” pointing out that the struggle is far 
from over and that wishful thinking has no place in 
the present conflict. 





First row, left to right, H. S. Owens, Dallas Office Supply Co.., 
Dallas, Tex.; Hugh Reeves, Jacquin & Co., Peoria, Ill.; P. G. 
Picknell, Haines & Essick Co., Decatur, Ill.; W. V. Simons, 
Long Office Supply Co., Miami, Fla.; John H. Duncan, Advocate 
Printing Co., Newark, Ohio; Joseph Leroux, Frankling Printing 
& Engraving Co., Toledo, Ohio; John Uden, Gallup’s, Inc., 
Kansas City, Mo.; W. G. Bruner, Office Stationery & Equipment 
Co., Chicago, Ill.; L. J. Schubert, Globe-Wernicke Co., Cin- 
cinnati, Ohio; C. A. Netzhammer, Northwestern Furniture Co., 
Milwaukee, Wis.; Gordon Kickels, Globe-Wernicke Co., Chi- 
cago, Ill.; Miles Fox and Pete Casselman, Miles Fox Co., De- 
troit, Mich. Second row, left to right, N. E. Hovey, Reliable Of- 
fice Furniture Co., Massillon, Ohio; Dick Singer, Globe-Wer- 
nicke Co., Chicago, Ill.; T. K. Kellner, Kellner Typewriter & 
Office Supply, Sheridan, Wyo.; Hans Drio, Castle Stationery 
Co., New Castle, Pa.; R. G. Baker, The Baker Co., New Albany, 
Ind.; J. S. Chesnut, Chesnut Office Equipment Co., Gainesville, 
Fla.; M. T. Weingaertner, Egyptian Stationery Co., Belleville, 
Il; H. F. Sanner, Sanner Office Supply Co., Erie, Pa.; Dick 
Healy, Santa Fe Book & Staty. Co., Santa Fe, N. Mex.; A. R. 
Frey, manager stationery and filing supply division, Globe- 
Wernicke Co., Cincinnati, Ohio; John Magro, Ruthrauff & Ryan, 
Cincinnati, Ohio; Art Robinson, Ruthrauff & Ryan, Chicago, III; 
W. K. Downing, sales promotion manager, Globe-Wernicke Co., 
Cincinnati, Ohio; L. Pollak, Idaho Typewriter Exchange, Poca- 
tello, Idaho; Homer Jacquin, Jacquin & Co., Peoria, Ill. 


Following the conclusion of Mr. McDonald’s splendid 
talk, the meeting adjourned, with all members present 
concurring in the opinion that it was one of the most 
successful ever held by the Boston association. 

———_ oo 
COLUMBIA STAGES EMPLOYEES’ DINNER DANCE 

The employees of Columbia Ribbon & Carbon Manu- 
facturing Company, Inc., who were forced to pass up 
their annual outing this summer because of heavy 
production demands, found ample recompense in a 
dinner and dance that was held on Saturday evening, 
October 30, at the Engineers’ Country Club, Roslyn, 
L. I., not far from the company’s main plant. More 
than 300 attended the event, at which a delicious din- 
ner and dance music by a “swing band” were high- 
lights. One of the innovations this year was the 
absence of such formalities as speeches by company 
officials, many of them furnishing younger members 
of the force plenty of competition in seeing to it that 
none of the fair sex lacked dancing partners. Need- 
less to say, the report of a good time was unanimous. 

Pea See 
OFFICE SUPPLY EXPORTERS ELECT OFFICERS 


At the recent annual meeting of the American Office 
Supply Exporters, 250 Fifth Avenue, New York, N. Y., 
the following officers and members of the directing 
committee were elected: 

Charles Linn, Bates Manufacturing Company, chair- 
man; A. D. Wyckoff, Jr., American Writing Machine 
Company, vice-chairman; David Manley, secretary. 





ia ete vas 


AT THE GLOBE-WERNICKE BREAKFAST HELD DURING THE NSA CONVENTION IN CHICAGO, OCTOBER 6 


Third row, left to right, M. E. Hansell Il, F. F. Hansell & 
Bro., Ltd.. New Orleans, La.; E. B. Wallace, Southern Cali- 
fornia Stationers, Los Angeles, Calif.; Jack West, Ward's 
Stationers, Boston, Mass.; Harold D. Gill, The J. K. Gill Co., 
Portland, Ore.; Leo Wittgen, Smith and Butterfield, Evansville, 
Ind.; Harry C. Anderson, general sales manager, Globe-Wer- 
nicke Co., Cincinnati, Ohio; S. H. Pittman, Collins & Pittman, 
Inc., Terre Haute, Ind.; M. F. Westring, Mid-City Stationers, 
Inc., Rockford, IIl.; Chas. A. Mackintosh, Tell Farmer Printers, 
Meridian, Miss.; H. I. Tate, Commercial Dispatch, Columbus, 
Miss.; Duke Martin, Ruthrauff & Ryan, Chicago, Ill.; Fred Lar- 
son, Globe-Wernicke representative; Bill Parkin, Parkin Prtg. 
& Staty. Co., Little Rock, Ark.; W. S. Lennartson, Office Ap- 
pliances, Chicago, Ill.; O. F. Modene, Marshall-Jackson, Chi- 
cago, Ill; Floyd Kongsvik, Curtiss 1000, St. Paul, Minn. 
Fourth row, left to right, A. J. Gunderson, Meffert Office Sup- 
ply Co., Louisville, Ky.; Waldo Rice and A. L. King, Ward's 
Stationers, Boston, Mass.; Arnold Erikson, Erikson’s, Inc., 
Toledo, Ohio; H. Griffin, McWhittie Printing Co., Nashville, 
Tenn.; H. E. Monroe, Bizness Equipment Co., Huntsville, Ala.: 
Charles Ellison, Roberts & Son, Birmingham, Ala.; Robert E. 
Stampp, Fulton Co., Houston, Tex.; E. Russell Ashley, Ashley- 
McCormick Co., Bridgeton, N. J.; J. L. White, The White Co. 
Columbus, Ga.; John Link and John Wagner, Lucas Bros., Balti- 
more, Md.; L. G. Pratt, The L. G. Pratt Co., Fargo, N. Dak.: 
J. A. Collum, Comfort Prtg. & Staty Co., St. Louis, Mo.; H. J. 


Warnock, branch manager, Globe-Wernicke Co., Chicago, Il. 
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reasons why: 
Moulded to fit the 
body in any sitting 
position ¢ Weight-action 
mechanism has steel pins 
and bushings © Weight is 
carried on the hub and not the 
post e Swivel base has lami- 
nated turned hub (neveroil bush- 
ings) e Maple, birch, ash woods; 
metal content less than 1 Ib. © Finished 
in oak, walnut, mahogany or green 
e Upholstered styles in red, brown or 
green leatherette © There’s a TYPOSTURE 
style for every member of the office 
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Directing committee members elected included Charles 
W. Applegate, Esterbrook Pen Company; Miss F. Fred- 
ericks, S. S. Stafford, Inc.; George Nicklaus, National 
Blank Book Company; G. J. Owen, The Todd Com- 
pany; Frank G. Rivera, Boorum & Pease Company; 
Harold Y. Rose, Eagle Pencil Company; H. M. Trowern, 
Columbia Ribbon & Carbon Mfg. Company; and 
R. Valle, Hotchkiss Sales Company. 


— —>-——————— 


PHILADELPHIA STATIONERS HONOR TOM STAGG 

The 38th anniversary dinner of the Philadelphia 
Stationers Association, held November 18 at the War- 
wick Hotel, Philadelphia, was a testimonial to Past 
President Thomas Stagg, Hoskins Company, Philadel- 
phia. It was no small tribute in itself that about 400 
members, guests and friends—the largest group ever 
to attend an annual banquet—were on hand to pay 
homage to Tom. Representatives came from all over 
the east and as far west as Illinois. 





AT THE TOM STAGG TESTIMONIAL DINNER.—Left, Rev. 
Stagg, Tom’s son; Tom Stagg, the guest of honor; Mrs. Tom 
Stagg. Right: Charlie Garvin, general manager of NSA, 
presenting testimonial to Mr. Stagg. 


After a sumptuous banquet, President George Wust- 
ner, Wm. F. Murphy’s Sons Company, Philadelphia, 
called the meeting to order with a word of greeting 
and turned the “mike” over to Edward Eisenstein, 
Shanahan & Company, Philadelphia, who acted as 
master of ceremonies for the evening. He acknowl- 
edged the presence of distinguished guests by reading 
the long list of their names. He then introduced 
Charles P. Garvin, general manager of National Sta- 
tioners Association. Mr. Garvin expressed his genuine 
pleasure at being able to attend a meeting in honor 
of Tom Stagg. In a neatly phrased poem of the type 
for which he is widely known, Mr. Garvin paid tribute 
to the sterling qualities of the honored guest as a 
man, friend, and a business associate. William F. 
Vogel, Sengbusch Self-Closing Inkstand Company, 
president of Penn~Mar-Va Travelers Club, expressed 
the appreciation of the “knights of the grip.” 

Mr. Eisenstein presented on behalf of the associa- 
tion a tangible expression of their high esteem and 


ROYAL’S METRO DEPARTMENT CELE- 
BRATES.—A happy group from Royal's New 
York office celebrate the approaching nup- 
tials of Phyllis Campbell, secretary to Dis- 
trict Manager Forshay (Metro). The party, 
staged at the Iceland Restaurant, heaped 
lots of happiness and good luck wishes on 
the future Mrs. Hayden. Front row, left to 
right, Grace Brodsky, Audrey Eve, Regina 
Hayden, Mrs. Campbell, Phyllis Campbell. 
Mrs. Hayden, and Dolly Johnston. Second 
row, Pauline Smith, Irene Jockel, Nettie 
Hager, Mildred Grafenecker, Helen Hickey. 
Pat Elliott, Dorothy Rothel, Helen Walsh, 
Rose LeCagnina, Peggy Taylor, Mary Garry, 
and Mary Campbell. Back row, Marie Mont- 
claire, Eleanor Dowd, Gloria O'Neill and 
Margie Golden. 
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regard. Irving Roth, Roth Bros., Philadelphia, ten- 
dered a bound book of testimonial letters, a compila- 
tion of personal messages from over 100 of Tom's 
friends in the industry who desired to hold a niche in 
his memory. James McCabe, Hoskins Company, made 
a witty presentation on behalf of the employees of 
Hoskins. 

Mr. Stagg responded in his friendly and original] 
way, saying, “I wouldn’t change places tonight with 
anyone.” He was visibly affected by the glowing terms 
with which the speakers had described him. He said 
he didn’t believe he merited all the fine things that 
had been said about him, but the inspiration would 
serve as a guiding light for him in his future activities. 
The round of applause that greeted Mr. Stagg’s ac- 
ceptance was as fine an ovation as could be accorded 
a man. 

The meeting was then turned over to John J. Kerns, 
Stationers Loose Leaf Company, who, as one of the 
co-chairmen in charge of entertainment, introduced 
the entertainers for the evening. The next 45 minutes 
was enjoyably spent watching an accomplished group 
of entertainers. Then the decks were cleared and 
dancing was the order of the night. 

Much credit was due the committees who labored 
long and hard in the face of many difficulties to make 
this affair a red letter night in the history of the 
Philadelphia Stationers Association. We join with 
Tom Stagg’s many friends in offering felicitations. 

2 


CONNECTICUT VALLEY STATIONERS ADOPT 
SEVEN POINT PROGRAM 

The November meeting of the Connecticut Valley 
Stationers Association was held in Hartford on Novem- 
ber 17. S. F. Chidsey, governor of Disrict No. 1, asked 
for expressions of opinion as to the length and loca- 
tion of the 1944 district meeting. 

A special committee, composed of Messrs. Pape, 
Burt, Bengston and Molloy, then presented the follow- 
ing seven point program for the association: 1. Reg- 
ular monthly meetings. 2. Regular executive commit- 
tee meetings. 3. Develop plans to combat the surplus 
commodity evil. 4. Urge increased production to dis- 
courage black markets. 5. Watch pending legislation 
affecting the industry. 6. Work for OPA approval on 
passing on manufacturers’ price increases. 7. Keep 
special committee in function. 

The next regular meeting of the association will be 
held January 12. The annual meeting is scheduled for 
February and will be held in connection with the 
regional meeting. 

en 
COLUMBIA MANAGERS MEET AT NSA CONVENTION 

Managers from Detroit, Chicago, Milwaukee, Kan- 
sas City, Pittsburgh and Nashville Columbia branches 
attended a pre-convention series of sales and service 
meetings at the Chicago Columbia office just prior 
to the NSA convention early in October. Among the 
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FACT-POWER 


CONTROL OF 


Purchases — Inventory — Production — Personnel 


Acme Visible Record Systems make these 
vitally important records instantly available 
and usable. Save time and money by having 
all the facts at your immediate command to 
make wise decisions and take timely action. 
Acme gives you Fact-Pewer Control. 

Acme’s technical experience of over 25 
years, specializing in record systems, is avail- 
able to you to aid in effecting economies and 


short cuts in your record keeping. 


The Army Ordnance Department, recogniz- 
ing the need for proper and up-to-date 
Control Records, has issued a booklet, 
“CONTROL SYSTEM FOR MINI- 
MIZING COMMITMENTS WORK IN 
PROGRESS AND INVENTORIES.” 

We have prepared copies of this booklet 
which we will be glad to send to you, to- 
gether with samples of the various forms 


illustrated therein. Send for your copy today. 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 
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REG U.S PAT OFF 


STORAGE BOXES 


Durable construction is combined with extreme simplicity to achieve efficiency and real economy 
for the user of Liberty Boxes. The Liberty Box is not cluttered up with fancy gadgets that defeat 
the purpose of a good record storage box. These boxes are made of strong corrugated fibre board, 
waterproofed, precision cut and scored, reinforced with heavily gummed cloth tape and have the 
simplest yet most secure closing and fastening method ever devised. 

Today there are more than 79,000 users of Liberty Boxes—discriminating concerns who have 
tested and tried Liberty Boxes—never to change. A few such top notch companies are: Dow 
Chemical Company, Aluminum Company of America, Boeing Airplane Company, Chevrolet 
Motor Corporation, Western Electric Company, Timken Roller Bearing Company and Truscon 


Steel Company. No testimonial can be more conclusive of quality than that. 


DEALERS..PLEASE NOTE 


Under present abnormal conditions—unless you give us the following END USE information your 
order will be entered in the usual manner and shipped in its turn. Orders for WAR PLANTS 
are given preference in shipping. 
Here is the essential END USE information we must have on every order. 

1. The full name of the customer. 

2. Complete address of customer. 

3. Their priority rating, or their approximate percentage of War Work. 

4. Sizes and quantities of Liberty Boxes ordered by each customer. 
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special measures decided upon was the presentation 
of additional sales-building opportunities for dealers 
on Columbia Ready Master duplicating forms. These 
are reported by the company as finding a steadily in- 
creasing market, particularly among the war indus- 
tries. Dealers interested in expanding sales of this 
line of merchandise are invited to contact the Colum- 
bia branch office nearest them. 





AT THE IBSA MEETING, AURORA, ILL., OCTOBER 20. 
—Top picture, seated: Bernard Dolan, Columbia Office 
Supply Co.; Les Dunlap, Rockford Prtg. & Supply Co.; 
George Cormack, Wilson Jones Co.; Joe Koslevcar, The 
Book Shop. Standing: James Belay and John Miller, 
The Book Shop; Al Erlenborn, Erlenborn’s, Aurora, 
chairman of the committee on local arrangements; Dan 
Maloney, The Book Shop. Bottom picture, seated: Harry 
Pinch, University of Chicago Bookstore; Chuck Lofgren, 
Sanford Ink Co.; Matt Dillon, Associated Stationers 
Supply Co.; G. O. Stevens, Stevens, Maloney & Co., 
Chicago; Tom Gillice, Rockwell-Barnes Co. Standing: 
Bernard Dolan, Columbia Office Supply Co., Aurora; 
Al Baugher, Carter’s Ink Co.; Harry Chumley, Wood- 
worth’s Book Store, Chicago; Maynard Westring, Mid- 
City Stationers; Rockford; A. J. Markelz, The Book Shop, 
Joliet; H. D. McFarland, McFarland Office Equipment 
Co., Rockford. Mr. Westring is president of the Illinois 
Booksellers & Stationers Association, Mr. Gillice, vice- 
president, and Mr. Markelz, secretary-treasurer. 
A story of the meeting appeared in November.) 


ole 


N. Y. MACHINE DEALERS PLAN JIM WARD 
TESTIMONIAL DINNER 


Plans for the holding of a testimonial dinner and 
dance in the Hotel New Yorker on December 9 in 
honor of Jim Ward were discussed at the November 
meeting of the Office Machine Dealers Association of 
New York, Inc., held Tuesday evening, November 9, in 
the Hotel New Yorker. 

Mr. Ward, who has just resigned from his position 
on the War Production Board to join the staff of Allen 
Calculators, Inc., has long been a popular figure in 
association affairs. His many friends in New York will 
find pleasure in this opportunity of demonstrating 
their appreciation of his sincere interest in their 
behalf. 

Vice-president Irving R. Ritchie announced the War 
Conference of Eastern dealers, which was held in 
Philadelphia on November 18. 

After hearing a stirring plea by Bill Purvin, it was 
voted to give a substantial donation to the War Fund 
drive. 

One of the members raised the important question 
of enforcing ceiling prices of office machines other 
than typewriters. He stated that there is a newly 
organized Office Machine Advisory Committee designed 
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STURGIS ARM STURGIS SWIVEL 
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No. 222-FR HIGH BASE SWIVEL CHAIR 
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No. 125-GL 


No. 175-GL 
SIDE ARM CHAIR SIDE CHAIR 


These new STURGIS Wood Chairs are different, smart, 
modern. 

They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations, including oak or walnut stain. 

All the chairs are equipped with deep, saddle, comfort- 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 

Sold exclusively through Office Equipment Dealers 
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STURGIS POSTURE CHAIR CO. 
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ACCO 


FASTENERS—? 


We answer that question every day. 
in the negative so far, but we are 
hopeful that we will have better news 


ere long. 


In the meantime. our war model. 
consisting of non-metallic base and 
compressor with steel slide locks, is 
priority free. 

Don’t over-buy. Don’t over-stock. 
But order with the assurance that 


it is the best war model available. 


* 


Special Note—-On high priority orders 
Accopress Binders (two piece covers) will be 


provided with fasteners having steel prongs. 


a <€ O 


PRODUCTS, Inc. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 
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to assist the OPA in this field, but that this committee 
has not yet functioned. 

During the discussion which followed, it was stated 
that all machines are under maximum price regula- 
tions, and that this Advisory Committee should re- 
quest a meeting with the OPA to arrange for the en- 
forcement of the regulations. 

A nominating committee, consisting of all the past 
presidents of the New York local, was appointed to 
present nominations of officers for the ensuing year 
at this December meeting. 

*—<« — 


HARRY ANDERSON MEETS WITH GREAT LAKES 
TRAVELERS 


Accompanied by Ham Warnock, Chicago manager, 
Harry Anderson, general sales manager of The Glob2- 
Wernicke Co., attended the meeting of the Great Lakes 
Travelers Club held November 19. Asked to make a 
few remarks, he had some interesting things to say 
about salesmen. He wondered if the Great Lakes Trav- 
elers as salesmen were doing anything to combat un- 
fair remarks to the effect that salesmen are not essen- 
tial. He resents every such implication. This country, 
he stated, has achieved wonderful production, for 
which salesmen can take credit. Who, he asked, built 
big plants for mass production? They represent the 
work of the sales organizations. The big job after the 
war, he said, would be distribution, adding that the 
only way to maintain our economy is selling on a 
scale which will create jobs for fifty-seven million 
people. He said that salesmen may be in the second 
trench, but will be on the front line from now on. 

- —--. — - 





75 YEARS YOUNG.—Bill Smith, Ace Fastener Corp., 
blowing out the candle on his birthday cake at Great 
Lakes Travelers luncheon Friday, October 22. Left to 
right in the background are Jack McWilliams, Eberhard 
Faber Pencil Co.; Benny Allen, American Pencil Co.; 
Bill Dalton, William J. Dalton Advertising; Henry Huette, 
Stauder Engraving Co.; Ben Gerber, Geo. E. Fox & Co. 
About 40 club members participated in the event. 
The occasion was Mr. Smith’s seventy-fifth birthday. 
The story of the affair appeared in the November issue.) 


—>-—_—_—— 


IBSA TERRITORIAL MEETINGS HELD IN 
PEORIA AND DECATUR 


Following the same general program as at the meet- 
ing held in Aurora on October 20, well-attended ses- 
sions were conducted under the auspices of the Illi- 
nois Booksellers & Stationers Association in Peoria on 
November 3 and in Decatur on November 17. 

Because A. R. Skibbe of Associated Stationers Supply 
Company could not be present, his address on post- 
war problems and plans was read by Charles Malody 
of Associated. Arthur Frey, The Globe-Wernicke Co., 


also spoke on the subject of post-war. Charles Lofgren, 
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READ THIS TYPICAL DEALER COMMENT ABOUT 


SHEAFFER'S 


[If - 


LEAD CASE! 








From top flight merchandising men 
everywhere Sheaffer is receiving en- 
thusiastic voluntary comments like 
this!) With these men, it’s results 
that count—actual sales. And re- 
sults are exactly what the new Sheaf- 
fer lead case is delivering! Wherever 
this complete, self-selling lead and 
eraser department has been installed, 
lead volume, and profits, are reach- 
ing an all-time high! 


Sheaffer's new departmentalized 
lead display case is yours FREE! 
The only charge is for the mer- 
chandise! No retailer, looking for 
profits, can afford to be without 
it. Get in touch with us at once 
to see how Sheaffer's new EYE- 
BUY lead case can start working 
for you—on your own counter— 
building your lead and eraser re- 
fill business. 


Order Placed Now Insures 


Earliest Possible Delivery 














October 26, 1943 


W. A. Sheaffer Pen Co. 
Fort Madison, Iowa 


Gentlemen: 


I am enclosing an order for an 
additional supply of leads. I 
am glad to see such a fine in- 
crease in sales on leads and 
erasers and I attribute this 
to the attractive counter dis- 
play which you furnished us 
with some time ago. 


In check back, I find that we 
have made a considerable in- 
crease in this item because of 
this. It is really the first 
time we had an opportunity to 
prominently display such an 
item because it is compact and 
it really does the work. 


With best wishes, 


Yours very truly 


W. A. SHEAFFER PEN CO. - FORT MADISON, IOWA, U.S. A. 
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FURNITURE THAT SUPPORTS THE 
EFFORT OF EVERY OFFICE MAN AND WOMAN 





N today’s battle for production of 
. for war, efforts must be co- 
ordinated in the office so that sound 
planning today may be tomorrow’s 


reality. 


Nowhere is equipment that is 
duty-matched to the job of greater 
importance than in the business 
office. Accessability of vital records 
is important in the making of polli- 
cies and plans for war and post- 


war... for production schedules. 


GF Office Equipment is designed 
by GF craftsmen who are thoroughly 


experienced in the building of func- 





tionally adapted furniture... desks, 
tables and files in wood that sup- 


port business in today’s and tomor- 
row’s tasks. 

GF Office Equipment now in 
wood intermembers with prewar 


metal equipment... and continues 


to offer traditionally high standards 


of quality and efficient use. 














Loox FOR A SENSATION 
IN POST-WAR OFFICE 
SEATING COMFORT 





...BOLENS 
ORTHOPEDIC 
CHAIR ACTION 


At Bolens today, a famous ORTHOPEDIC 
SURGEON is guiding research and designing 
engineers to a new idea in Office Chair design 
... New Scientific Chair Action so far advanced 
that today’s finest posture chairs will be recog- 
nized as definitely “pre-war”. 


¥ 3 
WES Lee y, 


“Orthopedically Correct” will be an important 
sales feature when these new Bolens Chair Irons 
can be put into production on post-war seating. 
It will mean tremendous progress in new chair 
design — and new working efficiency and com- 
fort in every office. It will offer a new scientific 
approach to office chair selling never before 
available to the Office Supply Dealer. 


This is promise that will be a reality — for 
your profit — after “V-Day”. Watch for it. 
e 
““ORTHOPEDICALLY CORRECT"’ 
BOLENS SYNCRO-TILT CHAIR ACTION 


BOLENS PRODUCTS CO. 


PORT WASHINGTON, WIS. 
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| Sanford Ink Company, repeated his address on the 


science of selling, and Ralph Maneval, A. W. Faber, 
Inc., talked about the future of merchandise, stores. 
advertising and window displays. Question-and-answer 
sessions followed each address. 

———<—--—____— 
CHICAGO STATIONERS BOWL AT NOON 


When the bowling season started this fall a group 
of Chicago stationers was gathered together by H. 
Warnock and Gordon Kickels of The Globe-Wernicke 
Co. for the purpose of forming a league to bowl every 
Wednesday noon. A league of six teams of three men 
each was established and is now bowling each Wed- 





SOME BOWLING STATIONERS OF CHICAGO.—Front Row: 
R. Singer, The Globe-Wernicke Co.; E. Behmer, Marshall- 
Jackson Co.; J. Amato, Horder’s, Inc.; J. Harris, Graver- 
Dearborn Corp.; G. Kickels, The Globe-Wernicke Co.; T. Bow- 
man, Graver-Dearborn Corp.; C. F. Krieger, T. Derichs, and 
S. MacDonald, all of Commercial Stationery Co. Second 
Row: H. Hofherr, Kendrick Furniture Co.; C. Roland and C. 
Nickel, both of Marshall-Jackson Co.; W. Glassman, Graver- 
Dearborn Corp.; J. Zimbardo, Marshall-Jackson Co.; H. War- 
nock, The Globe-Wernickhe Co.; E. Just, Just & Son: A Peters, 
Horder’s, Inc. 


nesday from about 12 to 1:30 at the Bensinger Alleys. 
A regular 30-week schedule is planned with the league 
sanctioned by the American Bowling Congress. The 
registered name is the Chicago Stationers Group 
Bowling League. 

After ten weeks of bowling the race is really close. 
Only four games separate the first and last place 
teams. 

a 


ILLINOIS OFFICE MACHINE DEALERS ORGANIZE 


In a meeting held Sunday, October 24, at the Jeffer- 
son Hotel in Peoria, Ill., and which was attended by 
more than two dozen office machine dealers from the 
state of Illinois, a new organization—the Illinois Office 
Machine Dealers’ Association—was organized. 

Elected as officers of the new association were John 
Quincy Adams, Adams Typewriter Company, Peoria, 








JOHN Q. ADAMS 


president; “Gene” Taylor, Pantagraph Printing and 
Stationery Company, Bloomington, vice-president; and 
O. G. Dunlap, Dunlap Typewriter Company, Quincy, 
secretary-treasurer. Two directors, A. H. Kellsted, 
Peoria Typewriter Company, Peoria, and N. Paxton of 
the Paxton Typewriter Company, Bloomington, were 
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THE terrific pressure on hearts will lift and vanish. Smiles will 

be real again, laughter deep and musical. In Our Land, along 
our street, within our walls .... there love will relax into the 
full expression of thanksgiving. COURAGE, FORTITUDE - just 


a little longer. Here approaches the Sun of Victory! 
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To You and the World: 


Every day of ’44 
Brighter than the one before! 
Boundless freedom, full release, 


Victory and priceless peace! 


. > . ’ . 
MONROE MICHIGAN 
NEw YORK CHICAGO BOSTON 
The Weis Manufacturing Co., Inc Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorporated 
OKLAHOMA CITY OMAHA Fort WorRTH Carpenter Paper Compar 
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also named. Three additional directors were slated to 
be named at the next meeting, scheduled for Peoria 
on November 27. 





SAN DIEGO ROYTYPE MEETING.—Ira A. Cleveland, pro- 
prietor of the Business Equipment Company, a Royal store 
in San Diego, poses with his Roytype organization at a 
recent sales meeting. Front row, left to right, T. J. Blancken- 
ship, Office Manager N. D. Chapman, T. J. Paxton, Ruth 
Hartel, Mr. Cleveland, Mayme L. Cleveland, J. B. Hurston, 
and S. W. Wilson. Back row, R. Redding, Roytype Repre- 
sentative Wendell Meek, Roytype Supervisor John Noe, 
C. Lent, and C. Bosarth. 


eect es Ratings 
JOE PRITCHARD FETED AT BIRTHDAY PARTY 
Friends of Joseph Pritchard, Wells Office Furniture 
Company, Chicago, Il., played host at a surprise birth- 
day party November 12 given in honor of Mr. Pritch- 
ard”s thirty-sixth birthday. Those present were Mr. 
Pritchard’s mother, Mrs. J. Pritchard, Charley Jones, 





RO geet 


OWL PRESENTED TO 
JOE PRITCHARD 


Bob Overend, Gus Solomon, Fred Herschner, George 
Morgan, Harold Johnson, Hank Bowbeer and Lou Far- 
ber. Mr. Pritchard was presented with a real stuffed 
owl mounted on a limb of a tree. The owl has come to 
be known as the Wells hallmark. Undoubtedly, this owl 
will find a conspicuous spot in Mr. Pritchard’s office 
where it will serve as an inspiration for the future. 


————— - 

EUREKA ADDS HYMAN TO LIST OF JOBBERS 

L. Hyman and Sons, 102 Prince Street, New York 12, 
N. Y., well-known paper merchants in the stationery 
field, have been appointed by the Eureka Specialty 
Printing Company, 11 West 42nd Street, New York 18, 
N. Y., to distribute the Eureka line of “Book-Pak” 
gummed labels. 
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To you 
* whose * 
patronage 
and * support 
we have enjoy- 
ed this year we * 
x dedicate * this 
Christmas tree. 
On which we are 
offering these words of 
appreciation * of our * 
pleasant relations and ex- 
pressing * Our * sincere * 
good wishes for your Health, 
Happiness and * Prosperity in 
We have 


earnestly * endeavored * to * 


the years to come. 


merit your * confidence, by provid- 
ing * the best service at our com- 
mand, and * we take * this means * 
of assuring you of * our * continued 
efforts to warrant your future patronage 


* A MERRY CHRISTMAS « 
AND A HAPPY NEW YEAR 


AMES 
SUPPLY 
COMPANY 


564 W. Randolph St., CHICAGO 


583 Market St., 


NEW YORK SAN FRANCISCO 
1905 Commerce St., 11 Pryor St., 
DALLAS ATLANTA 


Agents —in principal cities 
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Original Writing— 
Produced Simulta- 
neously with Pay 
Statement. 


Name Written Once, 
Appears on Both 
the Cheek and Pay 
Statement. 


Pay Statement is Self- 
Auditing—A Glance 
Shows Check is Right 
Amount 


uaster-cratt KOPI-oPUT) 


ONE OF THE EXCLUSIVE ITEMS IN THE COMPLETE MASTER-CRAEL LIN 
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PAY ROLL SUMMARY 
Shows earnings, deduc- 
tions net payments= aoe | 
for each pay roll period ~~... 
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EARNINGS LEDGER ie 
Shows .all earnings, as 


deductions, and net x" 
payments for each ,> 
employee 
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PAY STATEMENT 
Any Convenient 
Length to meet Cus- 
tomer’s Needs 







Stock Lithographed 
Safety Checks in 
choice of sizes and 
colors 


' 


The paymaster’s department in most industrial plants 
today is hard pressed to get out its work in the 
limited time between pay period and pay check, due 
to the growth of the pay roll, the increased amount 
of information to be recorded and the scarcity of 
clerical help to do the work. 


This situation has created a fruitful market for 
Master-Craft dealers who have demonstrated proven 
methods of getting out pay rolls faster — with 
standard Master-Craft KOPI-SPOT Pay Checks and 
Pay Roll Forms which produce as many as four 
different records in one operation. 


KOPI-SPOT stock lithographed checks are available 
in a choice of colors and sizes, and printed to suit 
customer’s wishes. Sold in quantities as small as 


Stock Pay Roll Checks and Form 


LINE OF BINDERS, FORMS, INDEXES, 


AND LOOSE-LEAF SPECIALTIES 


1,000, they are practical for companies with as few 
as 20 employees. 


Stock forms are specially designed for use with 
KOPI-SPOT checks, and are made to record all 
information needed for legal and accounting pur- 
poses. Forms are high grade — lithographed, ruled, 
printed, and trimmed with hairline accuracy. Styles 
are available for use in the typewriter, and in all of 
the usual types of accounting machines. 


Master-Craft Dealers without specialized experience 
are successfully merchandising these exclusive 
KOPI-SPOT Pay Roll Plans. Sales are rapid. with 
assured repeat business, and the margin is good. No 
stock investment is necessary. 

Dealerships are available in some localities. We 
invite your inquiry. 


MASTER-CRAFT_.GORPORATION 


Division of the Shaw-Walker Co. KALAMAZOO, MICHIGAN | 
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PLASTIC PLATENS 
Are Here fo Stay! 











Won't the importation of crude rubber after the 
a demand for the kind of rubber 
platens which were used for so many years? 


Ernie: 


war, create 


You assume rubber will again be imported in 
large quantities. This is a remote assumption for 
among other unpredictable factors, we do not 
even know the condition of the rubber plantations. 
Chemistry is developing improvements over rub- 
ber in many commodities at an accelerating pace 
and the supply of rubber will never again ad- 
versely affect our economy. The Invincible-100 is 
made of a new plastic as an improvement over 
rubber and is not to be confused with synthetic 
rubber. Yes, the Invincible-100 Platen Cover is 
here to stay. Future generations will forget that 
platen coverings were ever producd from rubber. 


AWM: 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 
WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 








| DAWSON, FORMER WILSON JONES HEAD, RETIRES 


George H. Dawson, vice-president in charge of en- 
gineering for the Wilson Jones Company, Chicago, 
recently resigned from the organization and retired 
to private life. He was voted a life pension by the 
board of directors of the company. 

Before joining Wilson Jones, Mr. Dawson served as 
engineer with the Remington Arms Company and with 
the Library Bureau. 

He started with Wilson Jones in 1933, becoming 
vice-president in charge of engineering two years 











GEORGE H. DAWSON 


later. In 1937 he was elected president of the company 
and became a member of the board of directors. He 
retired from the presidency last year and again took 
charge of the company’s engineering. Mr. Dawson 
will continue to serve as a member of the board of 
directors. 

One of the outstanding mechanical engineers 
in the field, he had an important part in the develop- 
ment of many loose leaf binders and devices. All of 
his business associates and friends in the industry 
join in wishing him the best in his new life of leisure. 
He will make his home at Needham, Mass. 

—— * 
LEISER NEW VICTOR WORKS MANAGER 

M. S. Bandoli, vice-president of the Victor Adding 
Machine Company, on November 4 announced the 
appointment of A. W. Leiser as works manager to suc- 
ceed John T. Kenworthy, resigned. 

Mr. Leiser comes to Victor from the International 
Harvester Company of Milwaukee, Wis., where he had 
served as works manager for a number of years. He 
has a broad background of training and accomplish- 
ment gained through first-hand experience. He started 
his production career as an apprentice, developed into 
a tool and die maker, and went on to become fore- 
man of many manufacturing departments, general 
foreman of assembly and pre-production, production 
manager and works manager. 

The Victor Adding Machine Company has quad- 
rupled its production facilities and increased its per- 
sonnel well over 100 per cent during the past two years. 
At present the company is producing a number of high 
precision instruments of war. 

—--— 


CLARK AND GIBBY COMPLETE 35TH YEAR 


November 16, 1943, marked the thirty-fifth anniver- 
sary for Clark and Gibby, Inc., “the up-to-date old 
timers,” office furniture dealers with stores at 358 
Broadway and 20 East Forty-first Street, New York 
City. In honor of the event the pair held a birthday 
party to mark the natal day of the business, nearly 
a hundred customers, friends, well-wishers and former 
employees dropping in to pay their respects to George 
M. Clark, president, and Edgar M. Gibby, his associate, 
and the rest of the staff. The celebration was com- 
plete, even to the birthday cake. 

A special blotter was issued to commemorate the 


1943 
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event, on which was pictured one of the birthday cards 
they distributed in 1914, and a picture of the present 
Broadway store and its owners as they appear today. 
OFFICE APPLIANCES add their best wishes for a con- 


tinued prosperous existence to the hundreds already | 


showered upon the pair. 


The Guest Book 


Humberto Castilla Salas, proprietor of Castilla’s, 
Saltillo, Coah., Mexico, signed the Guest Book October 
28. Originally he had expected to be in Chicago in time 
for the stationers convention but illness and transpor- 
tation difficulty interfered. He flew to Chicago from 
Monterey, stopping only at Dallas for custom’s inspec- 
tion. He planned to visit with manufacturers in Chi- 
cago and the New York metropolitan area, and NSA 
headquarters in Washington before flying back to 
Mexico. Mr. Castilla will be remembered by many for 
his appearance before the NSA convention in Chicago 
in 1941. He commented particularly upon the educa- 
tional value of the manufacturers’ displays in the ex- 
hibit hall. As with dealers in this country, he is faced 
with shortage of merchandise. Unlike American deal- 
ers, he can obtain steel furniture but new units in 
wood are not available. Among companies whose wares 
Mr. Castilla sells are Boorum & Pease Company, W. A. 
Sheaffer Pen Company, Parker Pen Company, General 
Fireproofing Company, Sanford Ink Company, Joseph 
Dixon Crucible Company, Eberhard Faber Pencil Com- 
pany, Ace Fastener Corporation and others. 


Fred P. Alexander, Alexander Brothers Limited, 
Honolulu, registered with this office by telephone 
November 4. Mr. Alexander spends much of his time 
on the mainland for buying purposes, having head- 
quarters at San Mateo, Cal. He was en route to New 
York and other eastern cities on business and ex- 
pected to return through Chicago later in the month. 
The business of Alexander Brothers has been estab- 
lished for eleven years, although the Alexanders were 
connected with the office appliance business in the 
islands for years preceding the establishment of their 
enterprise. Lines sold on an agency basis include the 
products of Underwood Elliott Fisher Company, 
Friden Calculating Machine Company, Dictaphone 
Sales Corporation, Bates Manufacturing Company, 
Old Town Ribbon & Carbon Manufacturing Company, 
Red Feather Products, Speed-O-Print Corporation, 
and other well known manufacturers. 


Fred C. Schaefer, Sanford Ink Company, was a wel- 
come visitor on Monday, October 29. He was on his 
way to the Union Station to entrain for Minneapolis, 
where he has lived for many years. In recent months 
he has spent considerable time on special work at 
Sanford headquarters in Chicago. Filled with knowl- 
edge of the industry, Fred’s soft spoken comments are 
always interesting and informative. His faith in the 
future of the industry, which is but a projected ex- 
pression of his faith in the personnel of the industry, 
is stimulating. 


Walter M. Thomas, proprietor of the Thomas Office 
& School Supply Company, Rogers City, Mich., visited 
us briefly on Wednesday, November 3. In Chicago on 
a buying mission, he dropped in and recounted some 
of his experiences in and out of the office equipment 





and supplies field. Originally a Chicagoan, he began 
his business life as a barber. Having some spare time, 
he began selling merchandise by mail. Later he took 
the agency for a portable typewriter and began to do | 
Selling in person. Initial success led to taking on lines 
of adding machines, duplicators, and office supplies. 
Recently he acquired a gift shop where he has set up 
headquarters for all the lines he handles. 
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FEATHER 
STENCILS 


CREATE REPEAT 
BUSINESS! 


build their own lasting impres- 
sions, create their own repeat 
demand from satisfied cus- 
tomers. 
















That continued performance is 
impressive—that's why we say 
Red Feather Stencils give 
"Impressive Impressions." 







STENCILS 
e 
DUPLICATOR 


INKS 

















- 
DUPLICATOR 
SUPPLIES 
* 
CORRECTION 
aael®) 

_ 
TYPE CLEANER 
7 
HECTO FLUID 
+ 
CARBON 
PAPER 
& 
TYPEWRITER 
RIBBONS 






Red Feather Dealers are enjoy- 
ing repeat business from a 
growing host of satisfied cus- 
tomers. 























If you want an outstanding, 
profitable line, write today to 






















RED FEATHER 
PRODUCTS, ING. 


Manufacturers 


Redwood City, California 













77 








PROVED 


A BIG TIME SELLER 
—IN THREE SHORT MONTHS 


PAY ROLL 
TAX INDEX 

















$1959 List 


New 1944 Model Now Ready Model PX440 
Improved construction, appearance, performance 


RAPID PAYROLL TAX INDEX, the permanent tax calcu- 
lator with changeable charts, is the quickest method for deter- 
mining payroll tax deductions—one product for which there is 
an unprecedented demand, and one which is AVAILABLE for 
you to sell. Undeniable proof of its worth lies in the names 


of such users as: 


Western Electric Company 
E. I. DuPont de Nemours & Co., Inc. 
The Pure Oil Company 
Peabody Coal Company 
National Cash Register Company 
. and hundreds of others 


RAPID PAYROLL TAX INDEX sells quickly because: 


@A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device—20% of 
chart area visible at all times. 

@ Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a book. 

@ Lacquered charts tha: fit around drum. 

@ Simple, easy turning—nothing to get out of order—no 
protruding knobs. 

@ Complete all-in-one unit with exact computation charts for 
weekly, bi-weekly, and semi-monthly pay periods including 
government wage bracket chart. 

@ Cannet become obsolete—when tax rates change, simply 
insert new charts. 


No Priorities Needed 


SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 


Enthusiastic reception by large corporations who have pur- 
chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! Write today 
for descriptive circular or order a Rapid Payroll Tax Index 
for inspection. Satisfaction guaranteed or your money back. 


RAPID OFFICE DEVICES, inc. 


135 South LaSalle Street Chicago 3, Ill. 
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THE ARMY-NAVY PRODUCTION “E”’ AWARD 
is a joint recognition by our fighting 
forces of exceptional performance in war 
production. 

Its origin dates back to 1906, when the 
Navy instituted in the fleet an award for 
excellence in gunnery .... later extended 
to include outstanding performance in 
engineering, communications and other 
activities. When the rising tide of war 
in Europe placed a premium on the im- 
< plements of war, the Navy “E” Award 

was extended to embrace those plants 
and organizations showing excellence in 
producing ships, weapons and equipment 
for the Navy. 

Six months after receiving the Award, 
plants which have maintained their high 
record of production will receive a Serv- 
ice Star to be attached to the Award flag. 
Additional Service Stars will be awarded 
for continued high production at the 
end of succeeding six-month periods. 


L. C. SMITH & CORONA TYPEWRITERS, INC., CITED 
FOR WAR PRODUCTION ON OCTOBER 27 


The Groton plant of L. C. Smith & Corona Type- 
writers, Inc., joined the long list of the nation’s Army- 
Navy “E” flag recipients on October 27, in an im- 












: 
! 
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GROTON PLANT CAPTURES ARMY-NAVY “E” AWARD. 
—President Hurlbut W. Smith of the L C Smith-Corona 
organization addressing the throng which attended the 
Army-Navy “E” award ceremonies at the Groton high 
school field. The flag was presented to Mr. Smith by 
Lt. Col. Earl F. Cook, office of Chief Signal Officer, Wash- 
ington, D. C. The “E” pins were delivered to Floyd N. 
Calkins, representing plant employees, by Lt. Comdr. 
T. B. Kiely, USNR. Third Naval District, Albany, N. Y. 


pressive ceremony held at Groton high school field. 
Serving as master-of-ceremonies for the occasion 
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was Glenn Williams, news commentator of radio sta- 
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‘wai From duty’s path, however steep we ask 


| 
Type- For no ill-timed release; 
\rmy- Only for strength to finish well our task— 


7 Lord, grant us Thy peace! 


¥ OF, the midst of war’s Christmas spent under the ugly 


grim realities, the Christmas season shadow of war. Mav the vear 1944 
ace 2c ras 40 bn ve ve 2 oayv = . ~ - 
assumes great significance. The gay bring VICTORY to our cause and 


” exterior must necessarily remain... pre 
: PEACE to the world so that those 
however the true spirit of this Christ- 

: who serve in our armed forces may 
mas is the deep and fervent desire 


. be re-united with their loved ones. 
for peace on earth. 


We share with all America the earn- Our most sincere wishes to all for 


2D. est wish that this will be the last a Happy Holiday Season. 
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STRAIGHT-LINE Filing Systems 
1 Drawer System, A-Z 25 4.70 
2 Drawer System, A-Z 40 8.85 
4 Drawer System, A-Z 80 18.95 
Ready-to-install Others to 2000 


PLASTIC INDEX TAB 6” STRIPS 











GRAY PRESSBOARD GUIDES 


Legal size 14 or % cut 8.50/C 
25-point with bottom rod tab 





DuroFilm Folders 


11 X 81% 2.75/doz. 
\lbum of 10 3.45 


JTEELTAB Folders 


Indestructible Vision-angled tab 
with blank inserts, 1” gusset 

Letter size 5tabs across 22.90/C 
Letter size 3 tabs across 24.00/C 


Legal size 5 tabs across 27.75/C 


SteelTab GUIDES 
Letter Size 
5-tab 15.60/C 
3-tab 16.95/C 
Legal Size 
5-tab 18.50/C 











SPEED-UP WAR PAPERWORK 


wit Vett: Fi iin Systems and Supplies 








Dee | 
| VIZ-TA 


PLASTIC TAB FOLDER 


WITH THE 
‘TAB:that CAN'T HIDE’ 


x 














Mgcut 5 pos. 8.75 per 100 
. POS 85.00 per 1000 


lg cut 3pos.or 9.75 per 100 
for Straight-Line 95.00 per 1000 


READY INDEXED SETS 


12 Months 1.35 per set 
1 to 31 3.45 per set 
49 States 5.40 per set 
A-Z 25 2.50 per set 
A-Z 40 4.20 per set 








Letter size 14 or % cut 6.50/C 





RedRope File Pockets & Wallets 

















AeZ 11 X 8% 85c/set 






Get our Catalog and Samplekit. 


rf MANUFACTURING CO. 


1945 E. Kirby Ave., Detroit,|] Mich. 
Leaders in Filing and Indexing Equipment for 19 years. 








tion WAGE, Syracuse, N. Y. The program started 
promptly at 4:30 p. m. with musical selections by the 
Groton high school band, introductory remarks by the 
master-of-ceremonies and a brief message of welcome 
by C. D. Corwin, mayor of the village of Groton. 

The presentation of the pennant for excellence in 
war production was made by Lt. Col. Earle F. Cook, 
Office of the Chief Signal Officer, Washington, D. C. 
In accepting the banner, President Smith praised the 
part played by employees in bringing the coveted 
award to the Groton plant and asked the continued 
co-operation of the workers in maintaining the high 
production standards already achieved. The newly- 
won award was raised by the color guard of the Car- 
rington-Fuller Post, No. 800, American Legion, Groton, 
N. %. 

Following the presentation of the flag, Lt. Comdr. 
T. B. Kiely presented the “E” pins to the employees 
through their representative, Floyd N. Calkins. 

The ceremony closed appropriately with a vocal 
rendition of “The Star Spangled Banner,” sung by 
Miss Elinor Rosenthal, accompanied by the Groton 
high school band. 


_— + - 


ART METAL CONSTRUCTION WINS “E” AWARD FOR 
HIGH ACHIEVEMENT IN WAR PRODUCTION 


October 29, 1943, will long remain as a milestone in 
the history of Art Metal Construction Company, 
Jamestown, N. Y. For on that date a thousand em- 
ployees of the company proudly put on their “E” pins, 
joined the management in celebrating the award of 
the coveted “E” burgee and pledged the production 
of even more weapons of war for fighting Americans. 

The ceremony got under way at 4:30 p. m. at the 
company’s big No. 1 loading platform, martial music 





AS ART METAL CONSTRUCTION RECEIVED ITs “E” 
AWARD.—Above, officials and speakers at the cere- 
mony. Left to right, President Algot J. E. Larson of Art 
Metal Construction Company; Carl F. Elofson, vice- 
president and member of board; Lieut. Col. Paul Tanner, 
who presented the pins to employees; Capt. John S. 
Phillips, USN, who awarded the flag and made the prin- 
cipal address; and R. W. Clark, vice-president and board 
member. Below, President Larson and Captain Phillips 
hold the new “E” banner high for all employees to see. 


being furnished for the occasion by the Jamestown 
high school band. Master-of-ceremonies for the event 
was Mayor Samuel A. Stroth of Jamestown, who kept 
the program moving with military precision. 

The presentation was made by Captain John S. Phil- 
lips, U.S.N., winner of the Navy Cross for conspicuous 
service in the Pacific war theater. The burgee was 
accepted by Algot J. E. Larson, president of the firm. 
In his acceptance speech, President Larson pointed out 
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Why Worry About Inventory ? 


Buy Tilt and Swivel Chairs with complete confidence 


. . they’re built for Today’s needs yet engineered for 


oe 


Tomorrow’s requirements. So remember—when you 


+ 


order Tilt and Swivel Chairs, you receive merchandise 
that can be quickly converted to POST-WAR needs. 


oe 


Change- Over Requires 4 Min.! 


Here’s how .... 





a. Remove wood post by taking out locking screw 
on base. 


b. Insert hub into sleeve and tap collar towards 
metal plate. 


c. Remove wooden swivel underneath seat by tak- 
No. 3602 ing out 4 screws. 
SWIVEL-NO ARMS d 





Replace wooden swivel with metal swivel attach- 
$22.40 List ing with 4 screws. 


vent OFFICE | 410-12 SOUTH 
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ICTORY PRODUCTS TODAY 
assure you 


OLUME SALES TOMORROW 


Today, war products are rolling off the production lines at 


A-S-E—products that are helping to hasten the day of Victory. 


When that day arrives, we will again be able to enjoy the 
pursuits of peace. A-S-E will again be building peace-time 
products — products that will mean volume sales for you. Plans 
are already being made to assure speedy resumption of office 


equipment production when the cannons cease. 


ALL-STEEL-EQUIP COMPANY, INCORPORATED | 


612 JOHN STREET, AURORA, ILLINOIS 





; 
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First sight 
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Bombardier turns plane to 
left and gets target on ver- 
tical hair. 













Target now travels steadily down 
vertical hair. Just as it touches | 
horizontal cross hair bombardier 

engages automatic drive. 








Cross wind drifts 
plane fo left 











Bombardier turns plane so 
that it “crabs” into the wind 
and brings target back on 
to vertical line. 
















Within a few seconds the bombardier adjusts the drive 
so that cross hairs of telescope remain exactly on the 
target. From then on the bombsight and the automatic 
pilot fly the airplane so that cross hairs remain dead 
on the objective. Telescope automatically follows it as 
plane advances toward target. When the perfect angle / | 
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for release is reached, the bombsight automatically ae iS 
discharges the bombs, the bombardier shouts, “Bombs ys e 
Away!” and the human pilot resumes control. Noy e- 2 
oF 
3 9 ~ 
e M4 S 
< 
sv § 4 
Py =) 
<s > * Illustration Copyright 
Se rs 1943, by Francis Vivian 
* Ps) Droke, from the book 
> «© Vertical Warfare, ¢ 
z= shed by Doubleday, 
Joran and Company. 
Sp ‘ 
4 FP SP? LS. siesles ose 


Let’s look at it this way... 


Once, there was a place called Hamburg. Re- 
member? But that was before so many of our 
bombardiers squinted through the business 
end of the Norden Bombsight’s telescope and 
saw this picture. 

Not one to go along “just for the ride,”’ this 
master brain is on the job solving many a 
knotty equation while it flies a 25-ton plane at 
five miles a minute precisely on its course. No 
wonder, then, that around an Army Flying 
Base—among men who live with this mathe- 
matical wizard—you hear it called “honey” 
and “sweetheart” —and other expressions usu- 
ally reserved for the girl of their dreams. 


Once, this bombsight was only that—just a 
dream, later a secret. ‘But the real secret lies 
less in its design, perhaps, than in the incredi- 


bly accurate construction of its component 
parts. From the drawing board to a place in 
the sun is a long trip. Yet, the “know how” of 
American industry has put the Norden Bomb- 
sight up there—to stay. 

And we, at Victor, are glad to bein production 
on the complete Norden Bombsight for the 
Army. It makes us feel that we’re up there, too. 


VICTOR ADDING 
MACHINE CO. 


f fer Vice > 


> 





Conserve your adding machines by having them 
inspected and cleaned at regular intervals by your 
local Victor dealer or factory branch, 
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are available on all 
preference rated 
orders 
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MARKWELL MFG. CO., INC. 
200 HUDSON ST.,.NEW YORK 13,N. Y. 
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that the award carried with it the obligation to greater 
effort and expressed confidence for “even greater pro- 
duction of the vital war materials so urgently needed 
by our armed forces, with the hope that this World 
War may come to an end because of our efforts.” He 
closed with the pledge that, “We of the Art Metal 
family will continue to stand behind the armed forces 
of our country. We pledge to you the continuance of 
our very best efforts and greater achievements in the 
future.” 

The color detail from Company E, 74th Infantry, 
New York Guard, raised the new emblem. This cere- 
mony was followed by the presentation of the Army- 
Navy “E” pins by Lt. Col. Paul Tanner, officer in charge 
of the Buffalo region, Rochester ordnance district, to 
a committee representing plant employees. Three of 
the employees receiving pins on the platform had a 
combined total of more than 150 years of service to 
Art Metal. 

The meeting closed appropriately with the singing 


' of “America” by the entire assembly. 


= —____ 


JANESVILLE CITIZENS JOIN PARKER PEN IN 
CELEBRATION OF ARMY-NAVY “E” AWARD 
An eight-foot Army-Navy “E” pennant was unfurled 
before a crowd of several thousand Janesville, Wis., 
citizens and employees gathered at ceremonies held at 
the Parker Pen plant in the southern Wisconsin city 





PRESIDENT PARKER ACCEPTS ARMY-NAVY “E” 
AWARD.—Kenneth Parker, president of the Parker Pen 
Company, Janesville, Wis., as he accepted the Army- 
Navy “E” award on behalf of the employees at exercises 
Friday, October 29, at the Parker factory. Seated, ex- 
treme left, is Col. John Slezak, deputy district chief of the 
Chicago Ordnance District, who presented the award 
to Mr. Parker, representing management. Representing 
the employees were Mae Farrell and Charles Maine. 


on October 29. The ceremony, greeted by ideal fall 
weather, opened at 4:15 p. m., following a brief con- 
cert by the Camp Grant precision band. 

Colonel Slezak, deputy district chief of the Chicago 
Ordnance District, voicing the War Department’s 
appreciation of the efforts of the Parker Pen Company, 
presented the banner to President Kenneth S. Parker, 
Mae Farrell, war plant worker, and Charles Maine, 
president of the Pen and Pencil Workers union. In 
accepting the flag, President Parker emphasized that 
the honor that had come to Parker was made possible 
only through the efficiency and interest of the Parker 
employees. He outlined the part the company had 
played in the war effort, pointing out that the com- 
pany had executed nine prime contracts and 352 sub- 
contracts at a profit, after taxes, of less than one- 
half of one per cent. 

Following the awarding of the pennant to the com- 
pany, the program was turned over to Lt. Comdr. 
Fraser of the Milwaukee office of inspection of naval 
material for the presentation of pins to representative 
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city . . ° 
in seeing the advertisement on 





the next two pages appear in 
National Magazines and Newspapers 
because this is the type of Shaw- 
Walker ad that will appear after the 


war is won. 


Until steel is available you can file 

your records in Shaw-Walker War 

Files and s-t-r-e-t-c-h precious time 

through use of the time-saving sys- 

, tems and accessories described and 
: priced in the Shaw-Walker War 
OFFICE GUIDE, pictured on page 4 
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“Built Like a 


Gy SHAWWALKER 


DEALERS AND BRANCHES IN 546 CITIES 


TIME SAVERS & SPACE SAVERS 
Made of Steel-by Shaw-Walker 


Eocene” Our COUNTRY’S GREATEST 
ADVANTAGE IN A PEACEFUL WORLD 
is not our manpower, not our gold, 
not even our great natural resources. 
It is the American genius for design- 
ing things that will enable every 
person to perform any job better 
and in less time. 

Supplying steel office equipment 
and methods that help save time in 
every office job are well-known 
achievements of Shaw- Walker 
research and engineering. 

Pictured are a few of the 8,000 
office necessities made by Shaw- 
Walker and sold under the famous 
trade-mark “Built Like a Skyscraper.” 

The time-saving and the space- 


STEEL FILES : 
saving features of all Shaw- Walker 


srades — Five heigh hic 
ee Ere ee products will be described in the 
400-page 194? edition of the Shaw- 


— For records of every size. 


Walker OFFICE GUIDE. 


Cae ha Gel 
ige | 


FIREPROOF FILES = | TE og BR oe 
34 stock models heavily in- 


sulated to provide certified aah. 


fire protection for records 
of every size. Made in 
three heights. 

Cut-away sections in 
picture shows thick, mesh 
reinforced safe-insulation. 


SECTIONAL 
BUILD-UP FILES 


Two widths. 70 models. 


A size and style to pro- 
vide “Custom Built” files FIREPROOF SAFES 


for any conceivable re- STEEL TRANSFER CASES Single and double door. Five 
quirement. 12 stock models for stock sizes. Hundreds of com- 


“Built Uke 0. records of every size. binations for interiors. 
Skyscraper 





™ LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITUIFiN 


MEASURE YOUR DESK! 


IF IT’S MORE THAN 


2? Q) inches 


— IT’S TOO HIGH! 


NEW LOW DESK FOR COMFORT 


Leg, Island Base and Luxury models in sizes 
and styles to fit every office requirement. 


FIRE-DESKS 


Made in three styles for 
hand and machine posted 
records. Provide certi- 
fied fire protection at 
point-of-use. 


CUPBOARDS AND 
WARDROBES 


For storage and clothing. 
19 stock models, single 
and double door. 


OFFICE CHAIRS 


Aluminum and Wood. 
47 stock models. 





ITUF:‘ND FILING EQUIPHENT IN ‘eo, ) £6) oo™ 














NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves up to 676 clerical time. 
All records in one operation. 





en 





TIME-SAVING 
FILING SYSTEMS 
FOR ALL RECORDS 


Seven kinds of time-saving 
systems for letter and legal 
size records, 


Two for card sizes. 
















a i; , 
| These Shaw-Walker Files and 


Business Systems are NOW available 








ICTURED are some of 

the hundreds of time- 
savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 





TIME-SAVING AND 
SPACE-SAVING CARDS 


Shaw- Walker cards built to 
precision thinness save as much 
as one drawer for every 4,000 
cards used. Because precision 
cards are absolutely uniform in 
size, like playing cards, refer- 
ence time is saved, 


SPACE-SAVING FILE FOLDERS 


212 stock folders NorthKraft and 
manila. Thirteen price brackets. 
Made with reinforced space-saving 
edge, or single top. 


WAR FILES 


Made in 4 Grades 
Letter and Legal Sizes 
Insertable Trays for Cards 








OTHER TIME-SAVERS AND SPACE-SAVERS 


Shaw-Walker products which are helping to increase office pro- 
duction and conserve filing cabinet space are pictured, described 


and priced in the OFFICE GUIDE, War Edition. 
your selection of your office needs by using the OFFICE GUIDE. 


You can speed 


SHAW-WALKER FACTORIES AND 
HOME OFFICE, MUSKEGON, MICH. 


“Built Like a 
Skyscraper” 








GHAW-WALKER 



































employees. The navy officer praised the part workers 
had in winning the honor. The emblems were pinned 
onto the eight employees by Major Burlingame, who 
led the spearhead advance of the Buna campaign in 
New Guinea as an officer of the Thirty-second Division. 
The formal program closed with vocal numbers by 
Miss Lorraine Syufy of the research department, and 
the playing of the national anthem by the Camp Grant 
pand. 

Visiting official parties were entertained at a lunch- 
eon at the Monterey Hotel preceding the ceremony, 
and during the afternoon were conducted on an in- 
spection tour through the war factories. 


——o=i Po ———___. 


DAVIDSON JOINS RANKS OF WINNERS OF ARMY- 
NAVY “E” FLAG FOR WAR PRODUCTION OUTPUT 

Every employee—man and woman—of the Davidson 
Manufacturing Company, 1020 West Adams Street, 
Chicago, today proudly wears the “E” pins received at 
the company’s October 26th celebration, when the 
Army-Navy “E” flag was awarded the Davidson organ- 
ization for excellence in war production. 

The celebration, held in the manufacturing plant, 
was attended by 800 enthusiastic employees and guests, 





— 


A RED-LETTER DAY AT THE DAVIDSON PLANT.—Tues- 
day, October 26, was a milestone in Davidson history 
as more than 800 gathered to witness the presentation 
of the Army-Navy “E” award to President Davidson of 
the Davidson Manufacturing Corporation, 1020 West 
Adams Street, Chicago. Pictured above is Mr. Davidson 
as he delivered his acceptance address. Walter Strain, 
vice-president and master of ceremonies for the occa- 
sion, presented the “E” pins to employee representatives. 





a number of the latter group being out-of-town vis- 
itors. A “get-acquainted” meeting and luncheon was 
held by the company for all guests following the pres- 
entation ceremony. 

Col. John T. Rhett, U. S. Army, made the official 
presentation, the acceptance speech being delivered by 
William Ward Davidson, president of the corporation. 
The “E” pins were presented to the employee repre- 
sentatives by Lt. Comdr., F. S. Mathewson, U. S. Navy, 
who was assisted in this part of the program by 
Lt. Malkin, a wounded veteran just returned from the 
fighting front. 

Walter Strain, vice-president in charge of sales, who 
served in the capacity of master-of-ceremonies, in- 
troduced not only the various speakers but also the 
employee representatives who officially received the 
“E” pins for their co-workers. 

The Davidson Manufacturing Corporation, justly 
proud at having received this award, has assured Un- 
der Secretary of War Robert P. Patterson that it will 
leave nothing undone during the next six months’ 
period to justify an additional star to the flag which 
now waves proudly over their plant. 
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America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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CHICAGO 


1943 saw the early stages of a 
tremendous surge of armed might 
directed towards our enemy. 1944 

. we believe will see the axis on 
the ropes . . . will bring the dic- 
tators to their knees . . . and set 
the stage for PEACE throughout 
the world. 


For the past year, Meilink has car- 
ried on in a restricted way offer- 
ing limited sales and service . . 
adhering strictly to the letter of 
WPB regulations. In 1944, we hope 
that conditions will permit serving 
the trade more generously. 


POST WAR 


When the time comes, we 
feel that we shall be in a 
splendid position to serve 
the needs of our dealers. 
We're utilizing every spare 
moment to create and de- 
velop POST WAR equip- 
ment that will mean future 
benefits to the office equip- 
ment industry. 


* 


BUY WAR BONDS 
TODAY 


TOLEDO, OHIO NEW YORK 
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ROEHM NEW DIRECTOR OF L C SMITH & CORONA 

T. G. Roehm, general manager of the Miller-Bryant- 
Pierce Division of L. C. Smith & Corona Typewriters, 
Inc., was recently elected a director of the company 
to succeed S. E. Miller, Miller-Bryant-Pierce founder, 
who died February 6, 1942. ~ 

Mr. Roehm has a record of more than 30 years ex- 





T. G. ROEHM 


perience in this specialized field, having purchased the 
St. Louis branch of Miller-Bryant-Pierce in 1912. Five 
years later he became an executive associate at the 
general offices and plant at Aurora, Ill., a post he held 


until being named general manager of the organiza- 
tion. 


SS ee 
MONROE HIGH POINT CLUB ELECTS OFFICERS 
Howard E. Dunlap, manager of the Seattle branch 

of the Monroe Calculating Machine Company, Inc., 

has been elected president of the High Point Club, 
honorary sales organization of that company. This 
announcement has just been made by W. G. Zaenglein, 
president of the Monroe sales subsidiary, at the com- 

pany’s general offices at Orange, N. J. 

H. A. Hylen, manager of the Hammond, Ind., branch, 





H. E. DUNLAP H. A. HYLEN 





H. G. RUMSFIELD Oo. C. WEYAND 


is first vice-president of the High Point Club, H. G. 
Rumsfield, Cincinnati branch manager, is second vice- 
president, and O. C. Weyand, manager of the Wilkes- 
Barre, Pa. office, is secretary-treasurer. 

Membership in the Monroe High Point Club depends 
upon averaging 100 per cent of sales quota for a twelve 
months’ period, and the four officers-elect have been 
members for from nine to eleven years. 
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Under three flags—Parker’s 





now work for Victory! 


On October 29, 1943 a high 
honor was received by the men 
and women of Parker—the 
Army-Navy “E” Award for 
“great work in the production 
of war equipment.” 

Parker is proud to be the 
only American penmaker to 
win this award, but we are 
even more proud that the shell 
fuses, primers, gunsight 
mounts, parts for airplane mo- 
tors and hundreds of other 
items we are turning out are 


THE PARKER PEN COMPANY 


Wisconsin i 


OFFICE 


APPLIANCES, 


helping our fighting men on 
the field of battle. 

And we want you—asa loyal 
Parker merchant—to realize 
that you have contributed 
largely to this important work. 
For, by helping to create vol- 
ume sales for Parker pens and 
pencils in peacetime, you have 
made it possible for us to de- 
velop the technical skills and 
modern facilities at Parker 
which are today serving the 


nation at war so well. 


Janesville, 


December, 1943 

















\ 
PROUDLY THESE FLAGS WAVE over the Parker 
plant. (Left to right) Minute Man flag signifying 
that 90% of all Parker employees are buying 
bonds under the Payroll Savings Plan, Army- ; 
Navy “E” Award flag, Army Ordnance flag pre- : 
sented for outstanding war production in the 
Chicago Ordnance District. Today the full scope 
of Parker's war effort includes: 


pecins anaodaninatied iment Ee 





8 Prime contracts with the Army 
1 Prime contract with the Navy 

352 Sub-contracts with the Army and Navy 
3 Prime contracts with Canadian Army 
6 Prime contracts with British Admiralty 
2 Sub-contracts with British Admiralty 
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| 
* Original Design * Lightweight 
* Opaque * Strength 


* Economical 


Justrite Zephyr Weight Airmail Envelopes 
are ultra-modern in design, made of 25 
| Rag Laid Finish Bond paper. They are truly 
| a product of highest quality. 


They are available in boxes of 500— 
Banded in packets of Ten for quick 
over-the-counter sale. 


| Also obtainable in Boxed Stationery 
| with 60 matching sheets and 40 
| Zephyr Weight envelopes to Retail 
| at $1.00. 


| Justrite Zephyr Weight envelopes come in 
| three convenient sizes—6'/2, 71/2 and 10. 
Show this line on your counters—they sell 
| on sight.. Write today for complete sam 
ples and pricing information. 





The fustrite istrite Line 


Northern States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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DIEBOLD’S “CONTACT” UNIQUE IN SALES FIELD 

D. W. Cornell, advertising manager of Diebold, In- 
corporated, Canton, Ohio, recently announced that the 
company’s weekly sales letter, “Contact,” has rounded 
out a very successful year of- activity. 

This weekly four-page sales bulletin, distributed to 
Diebold salesmen and company dealers, has a number 
of features that make it one of the outstanding sales 
helps in the field. Information concerning any new 
products, helpful merchandising tips, news of per- 


DIESOLD 


Cerdineer * Treea- Des ° ‘Plen-@tse s " A 
x ~ 





robles Speed the work Reduce the 
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A PAGE FROM A RECENT DIEBOLD “CONTACT” 


sonnel changes, bits of information about employees, 
and a wealth of human interest material make the 
folder at once interesting as well as practical. Thus, 
“Contact” serves the double purpose of merchandising 
and sales aid, as well as house organ. 

The back page of the folder is, perhaps, its most 
outstanding feature. Full-page photographs are used 
to advantage for a dramatic human interest tie-up 
with Diebold’s ‘“Cardineer” rotary files. One of these 
effective reproductions is provided herewith. The 
folder is printed in black and red, only enough of the 
latter being used to lend effectiveness and emphasis. 

Names of interested dealers will be placed on the 
Diebold “Contact” mailing list upon request. 

— o- 

FINDLEY NAMED TO QUARTER CENTURY CLUB 

Floyd R. Findley, manager of the Toledo, Ohio, office 
of International Business Machines Corporation, has 
been admitted to membership-in the company’s Quar- 
ter Century Club of veteran employes, having com- 
pleted 25 years of continuous service with the com- 
pany. Mr. Findley joined the firm in 1918 as a cus- 
tomer engineer in the Detroit office. He was made a 
senior sales representative there in 1923 and manager 
in 1929. He has been manager in Toledo since the 
beginning of 1941.—AK. 


<-> 
WATERS AND WATERS EQUIPPED TO FILL 
ALL DOMESTIC ORDERS RAPIDLY 

With an eye to filling orders more rapidly than 
ever before, the Waters and Waters warehouses located 
in St. Louis and San Francisco have recently been 
carefully stocked with full lines of “Old Dutch” inked 
ribbons and carbon paper. 
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Lmportant 
Announcement 


Pu many years it has been our privilege, as the world’s largest 
manufacturer of spirit hectograph carbons, to supply our spirit 
carbon papers to the spirit duplicating machine companies to be 


marketed under their own brand names. 
Now, we wish to announce that OLD TOWN quality will no longer 
be available to duplicating machine manufacturers for resale to users. 


OLD TOWN has pioneered most of the developments in the spirit 
hectograph carbon field. OLD TOWN is our Trade-mark and your 


byces, GRADE mark for perfect spirit duplicating satisfaction. There 

e the 

Thus, is no finer quality in the market. 

lising ¢ 

= Remember, there is no substitute for a leading product. One sheet 
use 

_— of spirit carbon may be made to look exactly like another; per- 
1ese 4 

Bc formance is another thing. You can depend upon OLD TOWN 

f the 

—_ for leadership in quality as you have for years, since the advent of 

1 the 


spirit duplicating. 


er OLD TOWN quality is now available only from OLD TOWN or 


, through OLD TOWN distributors and dealers. 
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been RIBBON & CARBON co. INC. 
naked Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17 NEW YORK, N. Y. 
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CONSERVATION LINE 


For Our Country 
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** 4407 2i: Street, LONG ISLAND CITY, N.Y-<< 


You can continue to serve 
your customers with these 
war-time items. 





Prompt Deliveries 


VISIBLE 
Record Books 


New model with wood-back construction 
utilizing a minimum of steel—only 25% of 
pre-war styles. Both Automatic Shift and Non- 
Shift styles. A full range of sizes and capacities. 
Also our popular priced Junior line for smaller 
insta'lations. Ask for Catalog “G.” 


SECTIONAL 


Post Binders 


Both End Lock and Top Lock—in all sizes and 
post centers, with optional grades of binding. 
New non-protruding post type which may be 
used in lieu of Compression Ledger and Chain 
Pest Binders. Ask for Catalog “B.” 


PRONG BINDERS 


Improved wood back construction in five ca- 
pacities—all sizes and several grades of bind- 
ing. Suitable for many types of records, cata- 
logs, price lists and other general distribution 
purposes. Ask for Catalog “SD.” 


ODD LOT BULLETIN 


Contains a list of pre-war items still available 
—Ledgers, Chain Post Binders, Metal Hinge 
Post Binders, etc. Send for your copy. 
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Reported killed in action about October 5 or 6 was 
Lt. Frederick W. Dunlap, formerly of the American 
Writing Machine organization. His mother, Mrs. Sadie 
Dunlap, who resides at 3929 South Grand Boulevard, 
St. Louis, Mo., stated that she believed her son lost 
his life in the recent Wake Island action. Dunlap 
joined the American Writing Machine Stores Division 
of Remington Rand, Inc., in March, 1940, and resigned 
the following year in October to enlist in the Army 
Air Forces. He was the first of the 48 who have left 
the AWM organization to have made the supreme 
sacrifice for our country. 

* 

Three factory men of the Royal Typewriter Company 
plant at Hartford, Conn., have been reported killed in 
the service of their country. 

Lt. Stanley E. Abramczyk, for seven years a portable 
assembler with Royal, lost his life in an airplane 
crash. Pvt. Stanley P. Pacyna, an assembler for 16 
years, was killed in action in the South Pacific area 
and Pvt. Roland G. Bourret, with a three-year service 
record with Royal, was a casualty in the Southwest 
Pacific action. 

The names of the three members of the Royal family 
will ever remain in the memories of their fellow work- 
ers. Their many friends and associates in the Royal 
Typewriter Company express their sympathy to their 
bereaved families. 





Industry Members Now Serving With the 
Armed Forces of the United States. 





George T. (Tuffy) and Thomas E. Ohland, of the 
Grand Rapids Ohlands, are both serving in the United 
States Navy these days, George commuting between 
U. S. and Africa on a destroyer escort, Thomas in 
“boot” training at San Francisco. Tuffy, recently the 
father of a baby girl, has been in service for 16 





G. T. OHLAND T. E. OHLAND 


months, while younger brother joined up since his 
graduation from high school last June. Proud father 
of the pair is George C. Ohland, manager of contract 
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The CLEAN Process 
“| FOR SPIRIT DUPLICATING 


heir BLACK for legibility. BLACK for appearance. BLACK for versatility. This is the order of the day 
in spirit duplicating. And now with OLD Town’s jet=riite process, you can make perfect 
BLACK copies of anything you wish to reproduce. Every copy will be clear—clean—in BLACK. 




















And that’s not all. feteriite black copies can be produced  Attention—Dealers: 





the . wa ° . . 

ited quickly on any spirit duplicator without added time, trouble 3 / 
een ; N ‘ h hi ; Outstanding products with un- 
in or cost. No change in machine equipment is necessary. usual sales appeal make the Old | 


16 The O ae Sede _ Town franchise the most valu- 
e OLD TOWN representative in your city is probably the a. citthon and carbon and dup- 


leading stationer or office supply dealer. Ask him to demon- licating supply agency in any 
strate fet-rite or write us for samples and full information. city. Write us. 
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RIBBON & CARBON CO. wc. 


Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17 NEW YORK, 4 ..¥, 
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Beyond the Horizon..| 
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CRAMER POSTURE CHAIRS are faithfully serving the fighting crews 
of Boeing's Giant Flying Fortresses. Only the finest equipment is worthy 


of its part on these “Battleships of the Sky.” 


Beyond the Horizon of World Conflict will come the 
CRAMER POSTURE CHAIR of the Future with new designs and startling 


advancements in Posture Seating! 


1205 CHARLOTTE STREET « KANSAS CITY (6), MO. : ' 
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sales for Metal Office Furniture Company, Grand 
Rapids, Mich., who has been traveling for that or- 
ganization since 1921. 
EEE 

Henry J. Graf, formerly a Columbia Ribbon and Car- 
pon sales and service representative, recently joined 
up with the “Seabees,” a two-fisted construction 
branch of the Navy that both fights and builds. By 
the time this issue rolls off the presses, Graf will be 





HENRY J. GRAF 


seeing duty in foreign lands. He will be remembered 
as a Sales and service specialist in Columbia duplicator 
gelatin roll equipment in the Middle West, and as a 
regular sales representative in the Detroit office of 
the company. 

> — 2 - 


EISENHARDT BACK WITH YAWMAN AND ERBE 


The appointment of Harry Eisenhardt as sales pro- 
motion and advertising manager of Yawman and Erbe 
Manufacturing Company was announced late in Octo- 
ber. He will maintain his headquarters at the home 
office in Rochester, N. Y. Much of Mr. Eisenhardt’s 
time will be devoted to the development of new prod- 
ucts for immediate and post-war periods. 

The new appointment is in the nature of a home- 
coming for Eisenhardt, who was previously associated 





H. E. EISENHARDT 


with Y. and E. for 14 years, nine of which were spent 
as assistant manager of the New York office. 

For the past several years he has served as eastern 
sales manager for a steel filing equipment manufac- 
turer, and has had the responsibility of developing 
sales agencies and dealers along the Atlantic seaboard. 

He brings to his new post a background of valuable 
experience and a thorough knowledge of the market- 
ing problems of dealers and their salesmen. 

2 


RICHARDSON EMPLOYMENT DIREC TOR OF N.A.C.A. 


The board of directors of the National Association 
of Cost Accountants has appointed D. D. Richardson 
their national director in charge of employment. 

Mr. Richardson, who is treasurer of the Monroe Cal- 
culating Machine Company of Orange, New Jersey, has 
been active in the N.A.C.A. since 1926. He was elected 
a member of the national board of directors in June 
of this year. 
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to make your 
CHRISTMAS MERRY 


At this season (more than any other) 
we turn from the rush of business to 
renew our thoughts of old-time 
friends .. . of the many new ones we 
have made . . . of the pleasant asso- 
ciations that have punctuated our con- 
tacts. 

So, with sincere appreciation for 
this splendid spirit, we resurrect this 


old but meaningful wish ... a “truly 


Merry Christmas”! 


* Allied” for Victory. 
Typewriter Ribbons 
Carbon Papers 
Carbon Rolls 


Stencils 


ITIL WAIL) ae CARBON & RIBBON MFG CORP 


165 DUANE STREET 


Gelatine Supplies 





NEW YORK. N. Y. 
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DERMA-BILT 


FILING EQUIPMENT 


MADE FOR 


TABULATING 
CARDS 


FINGER 
PRINT CARDS 


* 
TIME CARDS 


5x3" CARDS 
6"x4" CARDS 
8x5” CARDS 
9x6" CARDS 


The PERMA-BILT Line of Filing Equip- 
ment was designed to give the great- 
est efficiency and to facilitate in every way the posting, filing and 
finding of record cards. A posting or reference shelf is available 
which is inserted between the units and pulls out 18 inches. All draw- 
ers are individual and are not too heavy to carry between desks and 
the cabinet. PERMA-BILT Filing Equipment is constructed of tem- 
pered Masonite over wood frames. They will give you MAXIMUM 
filing capacity in a MINIMUM of floor space. 


The Sta-tite Compressor is positive 
in operation and will hold cards in file 
even if drawer is inverted. It is about 
VY," thick and removable without the 
use of tools. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING « CLEVELAND 15, OHIO 












STEWART JOINS VICTOR SAFE SALES STAFF 

Gordon J. Stewart of Reading, Mass., has joined the 
sales staff of The Victor Safe and Equipment Company, 
North Tonawanda, N. Y., according to a recent an- 
nouncement released by the company. He is returning 
to the office equipment field after spending the past 
several years in another industry. His work will be 
of a promotional nature at the company’s main plant 
at North Tonawanda. 

A graduate in business administration, Northeastern 
University, Boston, he is well grounded in the prob- 


é 





GORDON J. STEWART 


lems of the retail dealer, having gained a wealth of 
experience while advancing from stock boy to assistant 
store manager of one of the East’s large stationery 
concerns. More recently his employment has been 
with Lever Brothers, Cambridge, Mass., in a sales pro- 
motional capacity. 

Mr. Stewart’s addition to Victor’s home office staff 
will enable that organization to increase its promo- 
tional service to dealers handling the Victor line of 
office equipment. 


en Oe 
KPO LAUDS VICTOR AD ON NORDEN BOMBSIGHT 

An outstanding Victor Adding Machine advertise- 
ment which appeared in several national publications 
recently was the subject of much favorable comment 
on radio station KPO’s weekly feature, “NEWS IN 
ADVERTISING,” released each Sunday morning over 
KPO-San Francisco to the Pacific Coast, Mountain, 
North Mountain and Arizona network. 

The comment, aired on the October 24 broadcast of 
the weekly feature, describes the precision bombing 
made possible by the use of the Norden bombsight, 
now in production at the Victor Adding Machine Com- 
pany’s plant. It gave the radio audience a new insight 
into the production problems of such a device, which 
in this case is comprised of thousands of precision 
parts which must be perfectly machined, fitted and 
synchronized to insure accurate operation. 

Victor Adding Machine Company, as an outstanding 
member of the office machine industry, deserves full 
credit for their achievement in wartime production, 
and for the preparation of the type of advertising that 
keeps America informed of the vital nature of the war 


| work they are now engaged in. 


nn iaeciigelllitieds = 
EUREKA APPOINTS CANADIAN REPRESENTATIVE 

The Eureka Specialty Printing Company, Scranton, 
Pa., late in October announced the appointment of 
the J. T. Wait Company, Ltd., as Canadian repre- 
sentatives for Eureka “Book-Pak” Labels. The Eureka 
line comprises a complete assortment of gummed 
label books for widely diversified uses in home, office 
and factory and is distributed nationally by jobbers 
and dealers throughout the United States. 

One of the features of the line is the modern and 
colorful designing of the labels and packages. A num- 
ber of the items are supplied in self-selling counter 
display boxes. 
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(J hristmas Cime 
is Giving Cime 











i - a 
. Photograph of an ink and wash drawing — by Lieutenant (jg) Mitchell Jamieson, USNR Official fif ‘ -~ 
U.S. Navy Combat Artist, showing a ship’s doctor on a destroyer performing an operation at sea in , pm | ( 
' the midst of a bombing attack at Palermo. A pharmacist’s mate stands by to aid the doctor, while / 
t the ever present and invaluable blood plasma 15 being injected from the bottle atta hed to the pipe 
HRISTMAS and the spirit of giving have always 
been synonomous. This year more than ever we at 
: : fpr Ls 
home must give all we can to save the lives of those ip ae » 
. “, Ar Ne 
° r 1, 
to whom we owe so much, and speed their safe return. ~. , 
A { re 
Donate blood as otten as you can. Lend money by ‘i r 
buying more War Bonds until you can truthfully say: eA 
“IT have honestly done my duty—and my best.” 
VERY R 
gOR ECORD 
A +! 
WAY To KEEP } 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y. 
BOSTON: 29 OTIS ST. « ST. LOUIS: 115 SO. 8TH ST. * CHICAGO: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y 
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It is not too soon to begin plan- 
ning your 1944 sales and promo- 
tional program. First of all, how- 
ever, you will want to know what 


merchandise you will have to sell. 


May we suggest that you place 
your order now for Justrite Band 
Goods, Justrite Stamp Pads, Just- 
rite Office Outfits, Justrite Inks, 


etc. 


By doing so, you will be sure 
that your orders receive attention 
before the annual first-of-the-year 


rush begins. 





OFFICE SUPPLIES AND 
MARKING EQUIPMENT 


manufactured by 


LOUIS MELIND 
COMPANY 


NEW YORK DETROIT 
CHICAGO 
LOS ANGELES SAN FRANCISCO 
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GOES DISCONTINUES “WILL CALL” DEPARTMENT 

The Goes Lithographing Company, 42 West 61st 
Street, Chicago 21, Ill., has announced the discon- 
tinuance of their “Will Call” department. The new 
change went into effect on November 1. In the future, 
it was announced, the company will not be in a posi- 
tion to serve anyone coming to the office to make 
selections of merchandise, nor to hold any goods at 
all at the office to be picked up by customers or their 
messengers. 

Goes has also requested that all orders be mailed 
in, rather than telephoned, and that telephone in- 
quiries regarding orders not be made unless orders are 
seriously overdue. All orders will be shipped as 
promptly as possible by the company’s delivery serv- 
ice or by express or parcel post, it was added. 

This curtailment of service has been made necessary 
by the serious manpower shortage, the company an- 
nounced, and resumption of the usual fast, co-opera- 
tive service will occur just as soon as possible after 
the war is over. 





-_ | 


AGE AND EXPERIENCE TRIUMPH IN VICTOR SUG- 
GESTION PROGRAM.—Tcrey Ross, 72, snares top honors 
and a $200 check in the October phase of the employees’ 
suggestion program at Victor Adding Machine Com- 
pany. The presentation was made by Lt. Col. Davis, 
United States Marines, a veteran of 18 months’ service 
in the South Pacific. Ross’ suggestion eliminated a 
tedious filing operation, improved workmanship and 
stepped up production. Many hundreds of dollars have 
already been awarded in previous contests at Victor, 
where many precision products are being turned out for 
the United States Army. 


che Moti 
HONORED IN INLAND ANNIVERSARY NUMBER 


In the October issue of The Inland Printer, the 
Sixtieth Anniversary Number, one of the features was 
a section devoted to biographical sketches of 60 men 
and women who have attained considerable promi- 
nence in the printing industry. Among the 60 were 
three well-known printer-stationers, familiar names 
to stationers the country over. 

Members of the trio included: 

John M. Cooper, vice-president of Foote and Davies, 
Atlanta, Ga., who stepped into the printing industry 
from the banking field and is now president of the 
Atlanta Master Printers Club. In his present capacity 
he has helped develop Foote and Davies into one of 
the largest printing establishments in the South. 

Edward H. Sutton, vice-president and director of 
William G. Johnston Company, Pittsburgh, Pa., who 
entered the printing industry in 1908 and joined the 
Johnston organization in 1929. Two ideas have con- 
tributed to his success—soliciting only that business 
that can be handled efficiently and satisfactorily, and 
selecting salesmen that reflect the character and in- 
tegrity of the house. 

Roy L. Thompson, 75-year-old president of the Dem- 


” 
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“But I've got to call Oneida!* My wife's expecting 


me for supper!” 


- ae workmanship is really getting 
around these days...in glider wings and 
ship furnishings. These Army, Navy and 
Maritime Commission contracts have made 
it necessary for us to give up our whole- 
sale activities. It’s true we won’t be in the 
field until after the war...but when we do 
come back, we'll come with even more skill 
and ability to work out difficult problems 
with you! 


Home of Sloane’s factory. 


We«J SLOANE 


Contract Division 


575 FIFTH AVENUE « NEW YORK 
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DEALERS! 


Attractive 
Discounts 


The reconstructed “TOLEDO” Tool Table 
has turned into a huge success, being in great 
demand by plants with War Contracts. De- 
signed specifically to meet the requirements 
of all manufacturing concerns, large and 
small. 

These tables are put to so many “time- 
saving” uses that they are real Economy 
Features in any factory. 

Made of special, tough steel they will with- 
stand rough usage, averting loss of valuable 
time making repairs. 

Stock styles are portable or stationary, 
with 2 trays or 3 trays, with or without 
drawer. 

Orders are easy to get if you contact the 
proper parties. They will furnish the neces- 


sary (AA-5 or better) priority certificates. 





No. 9460 with 3 trays 
Drawer is extra 


The “TOLEDO” Tool Table 
An UHL STEEL Product 


Manufactured by 


The Toledo Metal Furniture Co. 
Dept. B-4 1100-1200 Hastings St. 
Toledo 7, Ohio 
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ocrat Printing and Lithographing Company, Little 
Rock, Ark. A successful builder of goodwill for his 
organization, he also serves on the directorates of 
several other corporations and is a prominent stock- 
holder in the Little Rock baseball club. 


FORMER MELIND EMPLOYEE DESCRIBES THE 
MOSQUITO HAZARD IN NEW GUINEA JUNGLE 
The Japs are not the only pests the American forces 
in the New Guinea jungles are forced to combat. 
Recently the Chicago office of the Louis Melind Com- 
pany received a letter from a former employee, Cpl. 
William H. Wickbolt, describing his impressions of 
these motorless dive bombers. The letter reads in part: 
“By the way, while sitting here in the tent last night, 
a couple of these New Guinea mosquitoes flew in, in 





NEW GUINEA MOSQUITO WING AS 
COMPARED WITH JUSTRITE DATER 


perfect formation, and began to peel off with me as 
their principal target. Although most of my ammuni- 
tion is reserved for Japs, I did manage to bring down 
one of the mosquitoes with my trusty shooting iron. To 
prove that these Guinea mosquitoes are pretty large, 
I’m enclosing one of the wings clipped off one of the 
smaller specimens. I understand that this particular 
kind of mosquito has been reading so much about the 
Red Cross Blood Bank that the chief potentate of 
its species decided to start a branch of its own and 
get the most desirable blood to be found in New 
Guinea. Naturally, they would seek me out first.” 

If the size of the mosquito is in proportion to the 
wing shown in the accompanying cut, it might be well 
for the War Department to provide armor to match the 
steel helmets issued our fighting forces. 


WATERBURY GETS NEW STATIONERY STORE 


A new stationery and office supply store was opened 
at 190 Grand Street, Waterbury, Conn., late in October 
by Ronald E. Daley, former secretary of Davis and 
Nye, Inc. The new establishment will be known as 
“Daley’s.” 

Mr. Daley is a native of Waterbury and was educated 
in the local schools. Recently made reserve bomb 
reconnaisance agent of the Connecticut War Council, 
he has been giving most of his attention to defense 
orders. He is well grounded in the technical and mer- 
chandising angles and in the manufacture and con- 
struction of various items associated with the Sta- 
tionery and office equipment business. 
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SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD > 
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WHY USERS REPEAT 
THEIR ORDERS 


When we suggest you use Nev-R-Kurl Car- 
bon Paper to solve your office production 
problems, we are not asking you to pioneer 
an untried product. For more than three 
years its quality features have been tested 
under the most exacting conditions and 
it's never failed to make a hit with office 


workers and buyers. That's why dealers 






receive sO many repeat orders for Nev-R- 


Kurl Carbon Paper. 








Absolutely a non-curling Car- 
bon Paper. Lays flat when it's 
hot, humid or cold. 


ay 


Never trees or wrinkles when 
inserted into machine. Smudge- 
less. 


Actual experience and tests 
show 35°, to 50°, more copies 
obtained from each sheet. 


° ZIPIT 


FEATURE 





Universal because same sheet 
is efficient on standard or 
noiseless typewriters, billing 
or bookkeeping machines. 


Special tab (shaded) 
and corner cut enable 
operators to separate 
all carbons from copy 
bad sheets with one pull. 








LAPHILLIPS 
President 
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NEW HOME OF THE UNION CITY TYPEWRITER 
EXCHANGE, UNION CITY, N. J.—The new store was 
given a good send-off by members of the trade at an 
open-house held Friday, October 15, by owner Sam I. 
Cohen. A representative group of manufacturers and 
dealers were in attendance. Above, spacious windows 
provide accommodations for varied display combina- 
tions. Below, the well-appointed, roomy interior as 
viewed from the main entrance. This firm also operates 
under the name of Union Business Machine Company, 
as the sign above the store window indicates. 
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R. A. DAY NEW STORE MANAGER FOR SANTA FE 

The Santa Fe Book and Stationery Company, Santa 
Fe, N. Mex., is to be congratulated on obtaining the 
services of Ray A. Day, a veteran of 28 years in the 
stationery business, as its new store manager. The 
new appointee is 52 years old, married, and has a son 
serving in the Navy. 

His record of service is an impressive one, covering 








RAY A. DAY 


most of the southern part of the country from coast- 
to-coast. He has been associated with the Martin 
Printing and Stationery Company, Wichita Falls, Tex.; 
Diebold Agency, Miami, Fla.; and has served as store 
manager for F. F. Hansell Brothers, New Orleans, La., 
and Sleeper Stamp and Stationery Company, Sacra- 
mento, Calif. 
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CARD CABINETS 


{ All Sizes] 


ART STEEL SALES CORPORATION sew renss.n. 
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PANNIN’ GRAVEL 


The prospector to whom goes much of the credit 
for building up the West required a lot of faith, 
hope and frequently charity to keep steadily washing 
gravel in search of "color.'' Somehow there was 
always enough to keep the gold fever alive although 
the "pannin' " sometimes was thin for months or even 
years. Then the yellow flash in the pan, and patience 
was rewarded. Sutter's Fort, Alder, Last Chance, the 
Yukon—all were strikes because of the faith, hope 
and perseverance that kept men searching and 


struggling for success. 


American business men today are panning gravel 
and looking for gold—but of different kinds. Their 
tools range from the smallest of supplies to mechan- 
ical monsters that are used by our fighters in place 
of the shovels and pans of old. The gold is victory 
and freedom for our people. 


As the Forty-Niners and others of their kind kept 
trying anew after each discouraging experience, so 
the American people have persisted in this modern 
search. After many difficult experiences we have 
seen the color in the pan—promising more than all 
for which we had hoped. Constant work still is 
needed, but the last of refuse will be swept aside 
and the gold of victory will be within our grasp. 


Although our efforts are bent upon enlarging pres- 
ent successes, we shall be ready to serve you with 
new and better "Andy units in steel" as soon as our 
country has made its strike, at which time we shall 
hope to resume our friendly relations with you. 


Anverson-Hickey Go. 


a / 
LS INC. ” 


GENEVA 
ILLINOIS 
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Seen and Heard 


in Southern - California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Post-War Period Getting Consideration.—Post-war 
planning is already in the air in Southern California, 
and the after-the-war period is being given serious 
consideration. That fact is evident in nearly every 
interview a reporter makes these days. Most of the 
older men in the business remember the post-war 
days after the other war, with the ups and downs due 
to accentuated and retarded cycles following each 
other in strange fashion, with seemingly no apparent 
reason except inflations and deflation and lack of 
planning. 

* * * 

Two Stationery Shops Sold.—Two well-known sta- 
tionery shops in southern California changed hands 
during the last month. The Winston Stationery Shop 
at Fullerton has been sold to a party named Gifford 
who comes from Lindsay, Calif. L. O. Culp, who is not 
well, has sold his stationery store at Downey to Lee 
Lattin, proprietor of Lattin’s Stationery Store at 11439 
Long Beach Boulevard, Lynwood. Mr. Lattin will take 
charge of the store in Downey and Mrs. Lattin will 
be in charge of the store in Lynwood. 

* * * 

Club Has Successful Meeting.—The Golden State 
Travelers Club had a very successful meeting, Octo- 
ber 29, at the Fox Hill Country Club. In addition to 
the supper there was a golf game. The attendance 
set a record with 40 men present. The next meeting 
was scheduled for December 3 at the Los Angeles 
Athletic Club, Seventh and Olive Streets. 

* - * 

Son-in-Law on Pacific.—Blake Lockard, secretary of 
the Stationers’ Association of Southern California, re- 
ports that his son-in-law, Jack A. Walker, is now 
“somewhere” on the Pacific. Mr. Walker is a staff ser- 
geant, First Flight Control Squadron, U. S. Air Forces. 
He has been in service nearly two years and has been 
stationed at various places on the Pacific Coast. 

om + * 

Spanish Courses Aimed at Post-war Period.—Mrs. 
Lillian Larimore of the Stenotype Company of Cali- 
fornia, Chamber of Commerce Building, points out 
that this company is developing a course in Spanish 
dictation, the thought being to prepare students for 
post-war activities in Latin America. A large per- 
centage of the students taking this course have had 
previous instruction in the Spanish language. This 
plan is but one of many plans that can be noted in 
southern California with an after-the-war slant. The 
old Spanish atmosphere of this part of the United 
States, with a great many young people of Spanish 
extraction, makes this course practical, Mrs. Larimore 
believes. 

* * + 

Window Space Gets Major Credit.—L. E. Walrath, 
manager of Vroman’s Office Equipment Store, 1271 
East Colorado Street, Pasadena, gives the credit for 
a 200 per cent increase in retail sales to civilians dur- 
ing the last two months to the improved and enlarged 
window space available in the new store as compared 
with the old store at 695 East Colorado. Customers 
from all parts of Southern California are now dropping 
in, Mr. Walrath states. 

* * ” 

Christmas Business Good Despite Volume Gift Sell- 
ing Earlier.—In spite of the large volume of sales for 
Christmas gifts earlier in the year, beginning in earn- 
est for overseas as early as September, the Schwabacher- 
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it Shealdt Goal .. 
“TUMORKRUW 


Things are going our way, now. Whether it be a day ... ora 














month ...or a year... that long-awaited, prayed-for “tomorrow” 
will dawn some day. When it does, today’s priorities, rationing, 


material shortages will belong to History. 


Among other things, the dawn of “V” Day will initiate a mighty 
buying surge in office equipment . . . to replace depreciated and 
inadequate office furnishings. Leopold will be ready to meet this 
pent-up buying power with a complete line of office equipment, 


styled for tomorrow’s needs. 


Yes. While serving your customers in war-essential industry, 
Leopold designers and craftsmen have been thinking and planning 
and working for tomorrow. Post-war desks and office furniture 
by Leopold will combine all of the beauty, utility, convenience and 


endurance so long associated with the “Service Line.” 


Leopold has built service into its line since 1876! 


THE LEOPOLD COMPANY 


BURLINGTON, IOWA 





Oe ee ee oe 


sl RL 


— 


City Hall, Kansas City, Missouri 






Leopold Equipped 
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| We did 
CO} Mi lig-m: 
hall to tell 


the trade about 


IMPERIAL % 


m, 


HECTO CARBON 





When you have spent more than 4 years ex- 





perimenting and improving a product, you 
can afford to be patient a while longer. 

So instead of shouting the merits of IMPERIAL HECTO CARBON from the rooftops, we resorted to the 
“hidden brand" test. 

Important distributors and buyers received anonymous packages, with no identification whatever on the car- 


bon. They were invited to give this hecto the most grueling tests imaginable. 


The verdict was not long in coming. The cry went up—''Who makes this hecto? We are definitely on the 
market for it!'' Strictly on the basis of QUALITY and 
VALUE, our IMPERIAL HECTO is finding its way into 


America's foremost business houses. 


MR. DEALER—the market for IMPERIAL HECTO has 
scarcely been tapped. Big sales and profits are yours 
for the effort. This, plus a guarantee of DEALER PRO- 
TECTION, without any secret behind-your-back deals 
of any kind. Send for samples and prices today. A 


gold mine awaits the active Dealer. 


IMPERIAL HECTO is available in Medium and Intense 
grades. Also a long-distance sheet that makes upwards of 








500 clean, clear copies. For both Spirit and Gelatin process. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. | 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 
NEW YORK OFFICE, 321 Broadway 


eee 


Manufacturers with the dealers’ viewpoint 


DETROIT, 37 LINDEN ST., RIVER ROUGE, MICHIGAN . CHICAGO, 179 W. WASHINGTON STREET 
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THE | BETTER PENCIL 


REG. TRADE MARK 





WAR BONDS 


Autopoint Company and Autopoint pencils . .. both have gone to war! Our plant and personnel are coneele 
trating on the precision manufacture of various war products. « + « The limited number of Autopoint pencils 
being manufactured under Government orders, are going to the Armed Forces, to established retail outlets, and 
to organizations engaged in war production, for employees’ use. * * * Thus, first things are first . . . and be- 
cause of government limitation of our pencil volume, we ask for your understanding in serving our regular P| 
accounts whenever possible. + * * Our willingness to serve you is only limited by our capacity todose . . . and — 

your continued cooperation will help Autopoint Company render the greatest possible service to our Country 


AUTOPOINT COMPANY, 1801 FOSTER AVE., CHICAGO 40, ILLINOIS 
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Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


\ ae: oe Se 
MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, Ill. 





Frey Company has experienced no let-down in de- 
mand, according to Wallace Jones. The selection natu- 
rally is not what it was at this time last year, but the 
addition of a toiletry department featuring soaps and 
perfumes has added greatly to the selection available. 
A new inventory and merchandising system has 
been installed, a representative of the San Francisco 
office spending considerable time in Los Angeles aid- 
ing in the installation. 
+. ~ ~ 
Son in North Africa.—Richard E. Dorn, son of How- 
ard L. Dorn of the firm of Keenan and Dorn, 1194 
East Colorado Street, Pasadena, is somewhere in North 
Africa, according to his father. The young man has 
been in the service of Uncle Sam for some time. 
* * ~ 
Grimes-Stassforth Stationery Company Man Re- 
covering.—L. C. Ewart, office manager and assistant 


ae ’secretary of the Grimes-Stassforth Stationery Com- 
' pany, is convalescing at home following an operation. 


Mr. Ewart spent ten days in the hospital. He was 
scheduled to return to work about December 1. 
* x - 

Grimes, Jr., in North Africa.—Carl G. Grimes, Jr., 
son of the late Carl G. Grimes of the Grimes-Stass- 
forth Stationery Company, is now in North Africa 
serving Uncle Sam in the Air Force Intelligence 
Service. 

” + * 

Women Salesmen Making Good.—D. C. Walker of 
Remington Rand, Inc., states that two months ago he 
employed two women salesmen in the systems division 
and that they apparently are making good. If the use 
of women as salesmen prove as successful as it seems 
to be proving more will be employed. 

* * = 

Bastow Spending Winter in California.—R. Bastow, 
retired, formerly foreign sales manager for L. C. Smith 
& Corona Typewriters, Inc., is visiting relatives in 
Southern California and may spend the entire winter 
here. C. J. Harris, manager of the Los Angeles branch, 
and Mr. Bastow are lifelong friends, having worked 
for the same employers since 1901. 

* *” * 

Nern Visits Office Appliances.—Rod Nern, proprietor 
of Nern Office Furniture Company, 911 South Hill 
Street, Los Angeles, recently returned from Fort 
Wayne, Ind., where he visited his father who was ill but 
is now much improved. In Chicago Mr. Nern visited 
the office of OrricE APPLIANCES and signed the guest 
register. He also called on wholesalers in Chicago. 

- * 7 


Smaller Plants Still Buying.——H. A. Jonas of the 
National Office Furniture Company, 218 South Spring 
Street, still is furnishing offices in considerable num- 
ber for smaller plants. A while back the larger plants 
were absorbing the major portion of office furniture 
sold in the city. The move toward the establishment 
of small plants of various kinds indicates a healthy 
development, Mr. Jonas feels, and offers an outlet for 
dealers who found it difficult at times to meet the 
big demands of the big companies. 

” ” a 

Miller’s Daughter Improving.—Hyman Miller, book- 
keeper and salesman for The Miller Desk & Safe Com- 
pany, 219 West Second Street, reports that his little 
eleven-year-old daughter, who recently underwent an 
operation, is now doing nicely. 

The Miller Desk & Safe Company has recently 
opened up a used merchandise department in the 
basement, an improvement which gives the company 
more display space. 

A new salesman with the organization is George 
Blank, a man who has had plenty of experience in 
this line of merchandising. 

A. F. Madden, salesman for the company, proudly 
reports the arrival of his first granddaughter at the 
home of his daughter. 
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an AMAZING Prorit Opportu NITY 


RADIO & 

SCREEN, 

NEWSPAPERS, MAGAZINES, 
MILLION DOLLAR PUBLICITY 
WHICH COSTS YOU NOTHING 
AND COSTS US NOTHING 
SELL THE LIBERTY FOR YOU! 








WAR TAX 


RECORDS 
NEEDED NOW MORE THAN 
EVER UNDER NEW TAX LAWS 





Here’s the really COMPLETE War Tax Record that offers your customers every essential 
feature. Original, genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL 
AND STATE TAX NEED .. . and covers ALL essential business records. Protected by 6 
U. S. Copyrights. Nothing else quite like it. 


Place samples of all War Income Tax Records side by side. 99 times out 
of 100 your customers will choose the LIBERTY, irrespective of price. 


WHO BUYS THE LIBERTY ... AND WHY? 
Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have 


a simple, easily kept record of business income and expense, and to avoid tax penalties 


and overpayments. The LIBERTY is a sure REPEATER. Once used, always used. 








26 year established retail price 


FREE SELF DEMONSTRATORS | $600 


FOR WINDOW AND COUNTER USE Improved 1943 Edition 
Strictly up-to-date! 




















Generous Dealer Discounts permit exceptional Markup 
ORDER THROUGH YOUR JOBBER OR DIRECT 


COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., Chicago 5, ILL. 


Tax Record Specialists for Over 26 Years 
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Two kinds of gratitude; the 

sudden kind 

We feel for what we take; the 
larger kind 

We feel for what we give. 


Edwin Arlington Robinson. 


GRATITUDE 


The close of 1943 finds us in introspective mood. As we look 
deeply into the record of our past activities, we feel a sense of 
special gratitude. Another year of war finds our country closer 

VICTORY and this thought spurs us on to full realization of 


our goal in 1944, 


We are grateful for the privilege of contributing towards the ad- 





ministrative phase of the war effort. Through our dealer channels 


have supplied our product to war industries, government bu- 











reaus and the military services. We enjoy the thought of knowing 


that some of the “Plans for Victory” were recorded on these desks. 


In a war torn world, the spirit of gratitude is a quality that hofds 
us steadily to our course. Even though the future lies uncharted, 
we hold steadfast to our high standard of quality. We promise you 


‘ry form of cooperation within our power in 1944. 


Myrtle Desk Co. 
Alma Desk Co. 


HIGH POINT, N. C. 


ey 


-~ 
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STUART E. LANGDOC JOINS GLOBE-WERNICKE | 

J. S. Sprott, president of The Globe-Wernicke Com- 
pany of Cincinnati, Ohio, recently announced the ap- 
pas pointment of Stuart E. Langdoc as his assistant, effec- 
wall tive November 1, 1943. 








WE CALL THEM.. 


“GRAND 
PRIZE” 


Because our . 


Typewriter Ribbons 


STUART E. mprereoae , QLIUG | 


Mr. Langdoc is widely known as an able organizer, | 
having served in an executive capacity with such well | 
known firms as The Toledo Scale Company, Blue Moon | 
Foods, Inc., and The Johns Manville Corporation. 
As vice-president and general manager of W. L. 
Brann, Inc., an advertising agency specializing in ad- 








~~ 














vertising, merchandising, and management counsel, he ¥ 
has played an important part in some of the outstand- ( b P, 
ing business successes of recent years. He has also AA on aper % 
worked with the Wahl Eversharp Company and Acme 
on. Visible Records, Inc. 

Mr. Langdoc’s appointment rounds out and C - N T : K E | T . 
strengthens The -Globe-Wernicke executive staff that 


will work on post-war problems and expansion ac- War time shortages mean you must 
kK ee. cciieaina e get extra-long service out of your 
R. G. ROBERTS TAKES LARGER QUARTERS present equipment. 
look Early last menth word came from R. G. Roberts, 
00 R. G. Roberts & Company, Chicago, that he had moved That's why more th ‘ 
— his business headquarters from 651 West 120th Street - er Y ‘ mn 0% of Grand 
ai to 703 West 120th Street. The new location is in a Prize Ribbon and Carbon Paper is 
loser modern building and involves considerably more room. now speeding the work of Govern- 
This year marks completion of the fourth decade in ment agencies, the armed forces and 
mn of which Mr. Roberts has devoted his activities to office g 


specialty selling. Up until 18 years ago he was with war industries! 


the sales staff of the Safe Cabinet Company. When 


that organization was merged with Remington Rand, Grand Prize 
Inc., Mr. Roberts established his own business and T iter Ribbo 
e ad- § has been building successfully ever since. Ypeowriter suHHons 
sill —_—_e—»—2_____— and Carbon Paper 
DAVIS CUTS BUSINESS WEEK TO FIVE DAYS 
t bu- R. H. Davis & Company, Yarmouth, N. S., selling ss . 
; office equipment the past 45 years, have been sus- 4a ‘ ’ 
wing pending business entirely for one full day each week. lo speed PEACE ON EARTH 
‘ Neither the firm’s warehouse or showroom is opened 
lesks. on Wednesday. This is done to provide regular rest Buy a WAR BOND 
for an overworked staff, below the normal number. . 
holds | The Davis firm handles typewriters, adding machines, each week 


mimeographing and multigraphing equipment, filing 





arted. systems, and other allied lines. There is a branch at 
Sydney, N. S., which is not affected by the one-day- * 
e you per-week suspension.—WJM 





WEDDINGS PACIFIC CARBON and 
a | menkdattsen'h! Seamette 5% estbt's ues'and RIBBON MFG. CO. 


¢ Anna M. Gleason were married. An interesting fea- 





ture of the wedding was that Joe’s brother, the Rev- J. FRANCIS O'CONNOR. Pres. 
erend Anthony B. Dunn, performed the ceremony. Head Office and factory: 
Joe is associated with Wm. F. Murphy and Sons, Phila- 1481 Herriecn St. San Frencions 3 


delphia, and is an active member of the Philadelphia 
Stationers Association. 
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MICHIGAN 


The Dealer Line with a Future 





Double or Single. A size for 
every record. Made to stand 


abuse. Olive green finish. 


Can ship only when packed four 
single cabinets or two double 


cabinets to carton. 





FILING 





Needs of Today 


No. F7 Letter Size 
List Price $58.00 


No. F8 Legal Size 
List Price $63.00 


Full drawer extension, cradle suspension full 
progressive, operating on large plastic roll- 
ers. Drawers are non-binding and interior 
smoothly finished giving file an excellent ap- 
pearance. 

Available in large quantities and quick 


service. 


CARD CABINETS 


Satisfies the Exacting 


CABINETS 





List 
No. Size Price 
46 4x6 ....dingle Drawer...................... 5.40 
ame 3x5 ...... Double Drawer..................-- 8.00 
64 4x6 ......-Double Drawer.................-.. 9.20 
85 5 x 8 ...Double Drawer.................... 10.80 


MICHIGAN UESh LOMPANY 


GRAND RAPIDS, MICHIGAN 
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List 
Price 


5.40 
8.00 
9.20 
10.80 
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WOMEN EXECUTIVES NAMED BY IBM BOARD 

A precedent in the history of International Business 
Machines Corporation was established on November 16 
with the naming of two women to high executive posts 
by the organization’s board of directors. Miss Ruth 
Leach, the first woman ever to hold a corporate office 
with IBM, and previously manager of systems service 
for the entire company, was elected vice-president; 
at the same time, the appointment of Miss Mary 
Schultz as assistant vice-president was announced. 
She was previously assistant manager of systems 
service. 

A native of Oakland, Calif., and a graduate of the 
University of California, Miss Leach joined the com- 
pany in San Francisco. She served as systems service 
































; 

f 

jo oa | 
RUTH LEACH MARY SCHULTZ 

woman in the Atlanta office, as a member of the 


faculty of the IBM employees’ school at Endicott, 
N. Y., and later as secretary of education for women. 
In the latter capacity she has selected, trained and 
supervised hundreds of young women (the company 
now employs 5,000 women in the United States alone), 
both from the United States and a number of foreign 
countries. She and Miss Schultz have visited prac- 
tically all United States and Canadian IBM offices in 
the course of their work with the company’s sales, 
service and engineering personnel and with its cus- 
tomers. 

Miss Schultz is a native of New Britain, Conn., and 
a graduate of Smith College. Her first position with 
IBM was as systems service woman in Newark, N. J., 
where she was later promoted to instructress of cus- 
tomer operators. In recognition of her effective work 
in that capacity, she was promoted to personnel man- 
ager of the company’s world headquarters organiza- 
tion in New York, and later to the position of assist- 
ant manager of systems service. 

io 


MELIND OPENS BRANCH OFFICE IN DETROIT 

The Louis Melind Company, 362 West Chicago Ave- 
nue, Chicago 10, Ill., has announced the opening of 
a branch office at 243 West Congress Street, Detroit 
26, Mich., on November 1. The telephone number at 
the new establishment is Cadillac 2239. 

A complete warehouse stock of Justrite items, in- 
cluding drawing ink, stamp pads, ink, daters, num- 
berers, cloth marking kits, rubber type outfits and 
index tabbing will be carried for the benefit of cus- 
tomers in the Detroit area. 

ee - 

FIRST EDITION OF “ON THE BEAM” APPEARS 

The Old Town Ribbon and Carbon Company, Inc., 
Brooklyn, N. Y., manufacturers of ribbon, carbon and 
duplicating supplies, has just distributed its No. 1 
edition of On The Beam, a specialist service for 
Old Town distributors, now numbering more than 700. 
The new publication, a weekly, contains information 
and news of interest to Old Town distributors and to 
Stationers, printers, paper houses, ribbon, carbon and 
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A SURPRISING THING about sound is that when the 
human voice is electrically amplified, the amplification 
sometimes causes harsh overtones that make it difficult 
to understand. 

One of the jobs of Dictaphone research is to assure 
that any voice will be clear and intelligible when a sec- 
retary “plays it back” for transcription. 


HOW TO REMODEL 
A WHISPER 














Dictaphone engineers don’t aim to reproduce sound 
with absolute fidelity. You might call them sound 


| sculptors. They trim away a resonance here . . . step up 


| a tone there .. 


| 
| 
| 
| 
| 


. until every syllable can be understood 
by the secretary who listens and types. 

It is fortunate that such knowledge and skill were 
ready and could be put to practical uses by the Govern- 
ment and industry to meet the urgent demands of war 
.. . fortunate for busy men whose time and energies 
count for so much in the victory drive. 

From the Dictaphone Research Laboratories at 
Bridgeport, Conn., have come many other improve- 
ments in electrical recording for use in war-industries 


| and by the armed forces. The experience gained in the 





production of this war equipment will be available to 
extend the usefulness of the Dictaphone method after 
the war is won. 


Dictaphone Corporation, 420 Lexington Avenue, New 


York 17, N. Y. 


DICTAPHONES AVAILABLE! Dictaphone equipment is avail- 
able to firms whose work is essential to the war effort. 


DICTAPHONE 


DICTATING AND RECORDING EQUIPMENT 


The word DICTAPHONE is the registered trade-mark of Dictaphone Corporation, makers of 
dictating machines and other sound recording and reproducing equipment bearing said trade-mark. 
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* The Man of PEACE 


No, we aren’t able to supply leather business cases 
as usual—and of course we are sorry about that. We 
regret very much the hardship upon you, our good 
customers. But the first business now is winning the 
war. We know you understand—and that our inabil- 
ity to serve you as in the past is not due to any lack 
of desire on our part. 

But when “the man of war” become “the men of 
peace” once more we will be in there pitching again. 
When leather is again available you will see a finer 
line of DOPP-CRAFT cases than ever before—im- 
proved items—an improved line—bigger and better 
in every way. Until that time we ask your continued 
patience and consideration. 


Charles Doppelt & Co. 


Fine Leather Goods .. . 
412 N. Orleans St., 
Opposite Merchandise Mart 


Chicago 10, IIl. 


Makers of popular, nationally 
advertised DOPP-KIT toilet 
case for men and women 
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duplicating supply specialists and others interested in 
exploiting the post-war possibilities of Old Town 
products. 

The new publication, executed in two colors and 
black on 8» x 11-inch paper, has a modernistic aero- 
nautical motif, and contains a number of valuable 
instruction and merchandising tips for dealers in the 
field. It also keeps the dealers informed of any new 
products which may be placed on the market and in 
new applications of the already familiar Old Town 
lines. It’s a valuable aid to dealers and one which 
might be filed in binders for ready reference. 

The Old Town organization also announces that a 
new price list, No. 44, covering all JET-RITE supplies, 
will be available for distribution in the near future. 


*—-? 





VETERAN SALESMAN TAKES TO THE 
AIR.—W. E. (Bill) Smith and Herb Walsh, 
both of Ace Fastener Corporation, just be- 
fore hopping off on a business trip, follow- 
ing the testimonial luncheon given Mr. 
Smith recently on his 75th birthday by the 
Great Lakes Travelers Club. A frequent 
passenger of Walsh’s, Bill harks back to 
the era of 50 years ago, when he covered 
a restricted territory in the East by horse 
and buggy. Predicting a sharp increase 
in air travel by salesmen, he says he now 
covers territory in a few hours that would 
formerly have required several days. 


*—- 
ALLEN CALCULATORS ACQUIRES OLD FOX PLANT 

The large factory building formerly housing the Fox 
Typewriter Company at 640-60 Front Avenue, N.W., 
Grand Rapids, Mich., has been purchased by Allen 
Calculators, Inc., according to a recent announcement 
by President R. C. Allen of the latter organization. 
The purchase price was reported at approximately 
$45,000. 

The plant, located just 150 feet south of the present 
Allen factory, contains 61,700 square feet of floor space 
and will be converted to the manufacture of critical 
aircraft instruments and controls. New contracts re- 
cently received by Allen from the matériel command 
of the Army Air Forces and totaling about $10,000,000 
will assure the continuance of aircraft instrument 
manufacture, a field the company entered in 1942. 
More than 1,000 workers will be employed to handle 
the new business, over twice as many as the com- 
pany’s previous high total. Six of the present tenants 
of the building, all industrial businesses, will be forced 
to find new quarters, but two others will remain in 
their present locations. 

The company’s post-war plans call for the conver- 
sion of the plant to the manufacture of cash registers, 
check protectors, posture chairs, typewriter ribbons 
and allied items to be sold by Allen dealers through- 
out the country. These will be produced in addition 
to the regular line of adding, calculating, bookkeeping 
and cash registering machines made by Allen Cal- 
culators, Inc., before the war. 
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JUSTRITE INK TIE-UP WITH CHRISTMAS 
CARD DISPLAY.—Displays of this type, ac- 
cording to the Louis Melind Co. of Chicago, 
stimulated the sale of Justrite colored draw- 
ing inks for several dealers last year. Shop- 
pers frequently bought several colors—usu- 
ally red, green, white and blue—for writing 
personal messages on cards. The display pic- 
tured above, at the J-C Stationery Store, Chi- 
cago, will be duplicated by many retailers 
during the current Christmas season. 
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AGENCY PAPER COMPANY OPENS NEW OFFICES 

Agency Paper Company are now in their new 
offices and showrooms in 74 Varick Street, New York 
13, N. Y., where they occupy a well appointed suite on 
the third floor. Their factory remains at 101 Sixth 
Avenue nearby, and they also maintain their Chicago 
branch at 308 South Wabash Avenue. They are one of 
the pioneer firms in the field of air mail stationery. 
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Othello Copying 
(at right) — Indispensable 
when clear carbon copies are 
required. This lead reacts like 
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Heralded by a clever announcement captioned, 
“Time Marches On,” Bonnie Beth Ohland made her 
debut at Butterworth hospital in Grand Rapids, Mich., 
on September 6, weighing in at 7 pounds, 12'% ounces. 
Parents of the little miss are George T. (Tuffy) and 





a veteran to the most severe 
tests. 


Made in three degrees. 


1020—Medium | Mrs. Ohland. The father, formerly in the Grand 
2 | Rapids office of Metal Office Furniture Company, is 
2730—Hard ' on foreign duty with a destroyer escort. The proud 


grandparents, who sent out the announcements, are 

Mil and George C. Ohland, the latter manager of con- 

tract sales for the Metal Office Furniture Company. 

A baby girl arrived on October 20 to brighten the 
home of Mr. and Mrs. Howard E. Hedges. The new- 
'comer has been named Bonnie Jean Hedges. Mr. 

Hedges is the well-known head of the Hedges Manu- 

facturing Company in Chicago. 

Regional conventionites of the eastern district will 

be happy to learn of the birth of a son, Bruce, Jr., on 

' September 10, to Mr. and Mrs. Bruce Eliot. Mrs. Eliot 
Indelible Water Color— was the former Billie Lipman, who often accompanied 

_ Daddy Charles W., sales representative for George B. 
#540 — Round. Dependable | Graff Company, Cambridge, Mass., to conventions and 
whose photograph has frequently appeared in OFFICE 
APPLIANCES. 

Mr. and Mrs. Raymond DykKema are happy to an- 
nounce the addition of a new member to the Dykema 
family, the new-comer, Robert Gerard, weighing in 
7 pounds and 5 ounces on October 23. The Dykemas 

| also have two girls, Helen Ann, 9, and Patricia Kay, 4. 
Mr. Dykema is store manager of Doubleday Brothers 
New York city ) 


1021—Extra Hard 


“WHOA MAIN 


Fortuna (atleft)— 


#911— With thin, but extra 
strong leads. Absolutely smudge 
proof. Comes in 12 colors. 





leads ... intense colors. 








and Company, printers, binders and office outfitters of 
| Kalamazoo, Mich. 


221-225 Fourth Avenue 
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You bet! And what a wonder- 
ful idea...this FREE Scrapbook 
of Army-Navy Humor! 











Millions are hearing about it...coast to 
coast...on the air! 






Millions are reading about it...in ads appear- 
ing in Look, Ladies’ Home Journal, Collier’s, 
Saturday Evening Post, and This Week Magazine. 








Orders for the Scrapbook of Army-Navy Humor 
are just pouring in. Everyone’s sending it to Service- 
men...(after first taking time to chuckle over it 
themselves! ) 









A FREE book of laughs, cartoons and jokes that 
tells everyone (right on the first page) that Texcel 
Tape has gone to war...tells folks why they don’t 







ne 


find it on your counters. 






It will make your customers remember Texcel... 






and ask for it...when it’s back on your shelves. 






You'll enjoy the Scrapbook, yourself...Why 
not see the great job we’re doing? It’s FREE 







to you, too. Send for your copy today. 


TEXCEL 














SSeS eae eS See eae 
B TEXcet i 
: INDUSTRIAL TAPE CORP. i 
r New Brunswick, N. J. ! 
fa Please send me FREE the 84-nage 1 
Scrapbook of Army-Navy Humor. i 
s 
§ My Name i 
z : 
‘ My Address 4 
et ee ee Te 
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Mh ob WY bs ws Out try to get it. 
“He writes a beautiful hand” was high praise for an speed plant and office routine with better record forms 
office employee of the ’90s. —both autographic register and typewritten. Designed 
But there’s no big market today for those elegant for every department of business and industry, these 
flourishes, those delicately shaded lines. They take too record forms help to simplify the most complicated 
long to do. operations . . . achieving savings of time and effort 
Modern business demands speed in all its opera- which often appear incredible. 
tions. Often, such speed can only be achieved through Whatever your particular record problem, chances 
swift, repetitive action—processes that are performed are that Uarco has a solution, or can devise one. It 
over and over again, quickly and accurately. That’s costs nothing to consult with a Uarco representative. 
especially true of business records—orders, invoices, 
shipping forms and the like. UNITED AUTOGRAPHIC REGISTER COMPANY | 
For many years now, Uarco has been helping to Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities 
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™ <eX ; (225 = 
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HANDWRITTEN RECORDS TYPEWRITTEN RECORDS BUSINESS MACHINE RECORDS 
BETTER BUSINESS RECORDS 
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Sorry, but Uncle Sam comes first today! 
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Steel4ge is busy building desks .. . 





FOR RADIO CODE TRAINING 


Your customers would have little use for a five- 
place radio code training desk. But Uncle Sam, the 














d forms ; sole customer we’re serving today, needs them for 
signed + radio communications training. 
, these e Lessons learned at these multiple-place desks bear 


licated | f fruit on distant battle fields . . . help bring Victory 
effort ' | closer. 


When it comes ... as it must to a cause that is just.. 
hances <—Te 3 7 Corry-Jamestown will swing quickly back to civilian 


one. It | production. You'll be supplied with the finest 


ative. - , : 
— STEEL AGE office furniture we have ever produced! 
The ork of ‘ a busy , ° . 
crs pee bear Improved by the peace-time application of war-born 
{PANY executive is easier today thanks / 


to the convenience of a Steel discoveries, post-war STEEL AGE products will hold 


al Cities | 
Age 3500 Executive desk. 


a brilliant promise of profits. 


SPEED 
VICTORY 
* 


Buy CORRY - JAMESTOWN 


WAR 


— WON TLS Wohall 1] icMele) 220) 9 Gale), paele) 1 a aun ye 


OFFICE SER FURNITURE 


Sleely-dse 
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Mr. Dealer: 
Let Coo Patented “CARBON GRIPPER” 


(a flexible backing sheet) 


SELL CARBON PAPER FOR YOU! 


tmwre clean, stromg copies. . . USE THIS 


Cs U 


There is a 
Carbon Gripper 
backing sheet in 

each box of 
our NEW 


SUPER-TREATED 


Typewriter Carbon 


ee ‘ oO 


“Carbon Gripper” 
flexible ‘backing sheet is a life saver for old 
and new platens. It also saves excessive 
wear on both typewriter ribbons and carbon 


paper. 


OEE oe one oree 


3a EA 








CODO’S “CARBON GRIPPER” IN USE 


A trial order of our NEW Super-Treated typewriter 
carbon will convince you. Send that order TODAY. 
Samples may be had on request. 


anna nanan nannannnnnnannnnaannnnnanannnanne 
GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. Codo Carbon Papers 
are guaranteed not to dry out nor deteriorate for a period 
of 5 years from date of sale. Records made with Codo 
Carbon Papers last as long as the paper on which they 
are made. Codo Inked Ribbons are guaranteed for 
satisfactory performance under all working conditions 


F800 09090 908990999095 5000 009000008 


There is also a Codo “’Carbon-Gripper” backing sheet 
in each of Super-Kote and Keen-Rite carbon paper. 


MANUFACTURING CORP. 
- 


529 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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DENNISON URGES SAVING DISPLAY FIXTURES 


Because of war shortages many critical materials 
are no longer available to manufacturers for display 
purposes. For example, Order No. L-317 eliminates 
the use of cartons for counter and window displays; 
displays of metal and wood are likewise hard to obtain 
because of the material and manpower shortage. 

In view of this situation, the Dennison Manufac- 
turing Company, Framingham, Mass., is urging that 
dealers save their present display units, few of which 
will be available next year. This caution particularly 
applies to island display racks supplied by the Den- 





DENNISON WOOD RACK FOR CHRISTMAS DISPLAYS 


nison organization for the merchandising of Christ- 
mas gift wrapping paper, tissue, cards, tags and seals. 

Originally the Dennison rack was made of wire, but 
this year a sturdy wood rack will replace the wire 
type. This rack will not be available in 1944, so the 
company is asking its dealers to put away existing 
racks after the present season for use again next year. 
A retail assortment by Dennison, No. X6998, will per- 
mit those customers who have purchased display racks 
in the past to use them again in 1944. 


~~ —_— —___- 


NATIONAL DESK COMPANY RESUMES LIMITED 
PRODUCTION OF PERIOD EXECUTIVE DESKS 
For the past few years the facilities of the National 
Desk Company, Inc., Herkimer, N. Y., have been con- 
centrated on the production of desks particularly de- 
signed for war production jobs. Recently they an- 





NATIONAL PERIOD EXECUTIVE DESK 


nounced a limited cutting of their No. 6612S period 
executive desk, dormant for a number of years, to 
meet the executive needs in some of our war plants. 
The new cuttings will be necessarily limited because 
of the scarcity of fine walnut and mahogany veneers. 
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No assurance of the superiority of 
Browne - Morse filing supplies can be greater than their 


36 years of acceptance by those 





who demand the best in quality and worth. J 


BROWNE-MORSE 


COMPANY 


period } 
ars, to 

plants. | 
ecause | 


eneers. | 


Muskegon Michigan 
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INTERCHANGEABLE-iz a Yiffy ! 


all you need is a screwdriver to convert the 
Taylor Wood Screw Swivel 


It’s no trick at all to convert the Taylor Wood Screw Swivel back 
to the original Taylor chair metal revolving and tilting mechanism. 
The war model was specifically engineered for that purpose. 

All you do is take out the four screws in the top bearing, lift off 
this plastic bearing, and remove the inside bushing: drop in the 
metal hub and replace the same four screws. Then remove the 
wooden swivel underneath the seat and replace with the metal 
swivel, attaching with same four screws. Finally lift the chair back 
onto the base and the job is done. 

With this simple easy change, which takes but a few minutes, you 
can again have all the advantages of the Taylor chair swivel mech- 
anism as quick as limitation on production is removed. 

This convertible feature is just another of the many important 
selling advantages offered by the Taylor line. How is your stock? 
Remember you can now order without priorities—but send them 


if available to expedite deliveries. 








The‘Taylor Chair Company 


BEDFORD, OHIO, U.S. A. ° - FOUNDED 1816 
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ROYAL ANNOUNCES APPOINTMENT OF POST-WAR — — —_—— 


PLANNING COMMITTEE 
E. C. Faustmann, president of the Royal Typewriter 
Company, has announced that a Program and Plan- CAVIL 
ning Committee for post-war planning has been ap- 


pointed. This forward-looking step was taken by Mr. 
Faustmann to prepare all operations of the company 
for continued growth immediately peace is declared. 

The end of the war will find American business con- 
fronted with a major economic responsibility. Maxi- 
mum employment must be provided. Royal executives 
are aware that they share this responsibility with all 
other business leaders, and are actively under way 
now to adequately attain this objective. 

The Planning and Program Committee, appointed 
by President Faustmann, consists of eight members 
—a chairman, a secretary, a three-man group from 
Royal’s home office, and a three-man group from the 
Royal factory. The Committee is permanent and must 
meet at least once a month, more often if desirable. 
In addition to the eight permanent members, heads 
of various company departments will also meet with 
the Committee when projects involving their depart- 
ments are being discussed. 

Vice-president M. V. Miller, Treasurer A. E. Davis, 
and Comptroller W. H. Parks were appointed as home 








In Oak and Combination Walnut 


office representatives on the Committee. Vice-president or Combination Mahogany. 
C. B. Cook, Superintendent B. J. Dowd and Asst. B 
Superintendent H. J. Hart were named factory mem- —— 

bers of the Committee. H. A. Way was appointed to poocr, 

act as committee secretary. The first act of the Com- W FT 


mittee was to elect Mr. Faustmann as chairman. 
AE 22 aN 

















THE STOREYS AND GOODHANDS DINE OUT.—An in- 
formal “shot” of Mr. and Mrs. Charles Storey. Storey- 
Kenworthy Company, Des Moines, Iowa, and Mr. and 
Mrs. C. L. Goodhand taken at dinner at the Blackhawk 
in Chicago during the recent NSA convention. C. L., of 





course, is well known to the trade as Oxford Filing Sup- No. W2465 
ply Company's midwest representative. Left or Right 
Oe 
REINKE FORMS SALES AGENCY In Oak and Combination Walnut 
Harold J. Reinke, who for five years traveled for or Combination Mahogany. 


Moore Push-Pin Company in the Middle West, left 

that company the first of October to establish him- 

self as a manufacturers’ representative under the . r 

name Harold P. Reinke & Associates. He and his BU IL r TO LA ST 
father, Paul J. Reinke, will share the traveling in or- ' 

der to provide thorough coverage of the twelve states 
which comprise their territory which extends from MANY MODELS BESIDES 
Ohio on the east to the Dakotas, Nebraska and Kan- THOSE ILLUSTRATED 
sas on the west. The companies represented are STILI \VAILABLE 
C-Thru Ruler Company and Fair Furniture Company. : Ay . Stidy 
They expect to add one more line to go to stationery 
buyers. 

The two Reinkes look more like a brother com- 
bination than father and son. The elder Reinke has 
officiated in basketball games for many years. Among 
his friends are such well known athletic leaders as 
H. O. “Fritz” Crisler of the University of Michigan, 


and Alonzo Stagg, the grand old man of football who WY ' 
this year produced one of the country’s best elevens 
at the College of the Pacific. Father and son play \ \ 


handball frequently, being equally at home in singles 





meen 





rE magne 





SF REA NT 

a or doubles. The headquarters of the Reinke organi- 2527 Moffat St. Chicago 47, Illinois 
———— zation are at 2140 North 77th Avenue, Elmwood Park 

eee 35, Tl. 





1943 OFFICE APPLIANCES, December, 1943 125 











FOR REAL CARD 
INDEX EFFICIENCY— 


PRINTED TAB 





EN 
PLAIN TAB 


CELLULOID TAB 


im. INSERTIBLE 
CELLULOID TAB 


METAL TAB 














_CARD GUIDES 


Durability Card Index Guides are made 
of the highest select pulp and manufac- 
tured to our rigid specifications. They 
combine all the features of rigidity and 
durability to meet the requirements of the 


most critical filing department. 


Precision die-cutting operations insure ac- 
curate and uniform index tab positions 


that is so esential in good filing practice. 


They are attractively packaged for mer- 
chandise appeal and carry the guarantee 
and satisfaction found in Durability 


branded Filing Supplies. Samples and 


price information gladly furnished. 


ESTA 
tlin& Supplies 


517 S. JEFFERSON STREET CHICAGO, ILL. 
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NPM HISTORY A STORY OF RAPID GROWTH 


An infant industry less than a score of years ago, 
the National Postal Meter Company, Inc., Rochester, 
N. Y., is a striking example of how swiftly a company 
can expand, once an idea is approved and public ac- 
ceptance made a reality. 

For metered mail is wholly a twentieth century de- 
velopment. The first practical machines, developed 
in New Zealand and England, were in use in the 
former country as early as 1905; not until 15 years 
later was their use approved in the United States. 

The predecessor of the National Postal Meter Com- 
pany of today was Ralph G. Whitlock, who operated 
the Whitlock Metered Mail Company as inventor, 
builder and retailer. His first machine, a single de- 
nomination model, was marketed in 1927. When the 
National Postal Meter Company purchased the Whit- 


| lock interests, it began its career in a garage on South 





Flower Street in Los Angeles. The first machine of- 
fered for sale by the new owners was a multi-meter 
printing four denominations of postage, the operator 
selecting the appropriate one for each piece of mai] 
put through the machine. 

Among those who have seen the company outgrow 
its garage and widen into an organization national 
in scope are Keith T. Moshier, Los Angeles agent; J. E. 
Hendrix, Chicago branch manager; R. A. Dohl, general 
service manager; and C. D. Ryan, who worked with 


| Mr. Whitlock on the design and building of his pioneer 


models. 

Today’s met2red mail machine is known as an omni- 
| denomination meter because it can print postage of 
|} any desired amount up to $9.99. With the first pres- 
| entation of this new type of meter began the expan- 
' sion of the company’s organization. The move from 


| Los Angeles to Rochester came in 1940 and with the 


| outbreak of war 


meter production was discontinued 
and all facilities converted to full war production. 
The adoption of metered mail in business has be- 
come widespread and NPM anticipates the opening of 
even greater markets after the war’s end. Other mail- 
room devices manufactured by the company in normal 


| times include mechanical stamp affixers, postal scales, 


envelope openers and sealers and similar short-cut 
devices designed to put the mailing room on an ef- 


ficient basis. 
tee 


MILES FOX COMPANY ADOPTS NEW FIRM NAME 


The Miles Fox Company, Detroit office supply and 
equipment business, will be known in the future as 


_ the Fox Casselman Read Company, according to a 


recent announcement by Miles Fox, founder of the 
concern. 

The new name, adopted December 1, is more expres- 
sive of the company’s ownership and management, 
stated Mr. Fox. Pete Casselman has been associated 
with Mr. Fox in building up an aggressive sales force, 
while Ken Read has been handling the company‘s 
accounting and finance departments. 

The company has shown a remarkable growth since 
its organization five years ago in the Detroit art center 
section. Recent months have seen the emphasis 
placed on telephone orders, a department staffed by 
four men with a combined total of more than 80 years’ 
experience in the office supply and equipment business. 

The company will continue to operate its store at 
4841 Woodward Avenue and its main warehouse in an 
adjoining two-story building. 

<< 
STANDARD OFFICE SUPPLY IN EXPANSION MOVE 


Standard Office Supply Company, located the past 
three years at 36 West Gay Street, Columbus, Ohio, 
has leased second floor quarters at 88 North Front 
Street in an expansion move. The store opened in its 
new location on November 1. The company was or- 
ganized in 1940 by R. W. Burkam, now in the armed 
forces, at 103 North Third Street. Present operators 
are Nellie G. Valensi and Fred L. Hahn.—AK. 

1943 
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December 25, 1943 


To Our Friends: 
At this time, more than ever, we think of our friends every- 
where and welcome the opportunity to offer our sincere 


wishes for a Merry Christmas and a Happy New Year. 


(Coleesiilin Séuuil Equipment Company 


MANUFACTURERS OF OFFICE EQUIPMENT e LINCOLN-LIBERTY BLDG., PHILADELPHIA 7, PA. 
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NEW ENGLAND 


1 ~ ia ee FILING EQUIPMENT OF WOOD 
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TABULATING CARD FILE 5x3 CARD FILE 6x4 CARD FILE 8x5 CARD FILE LEGAL SIZE 
20 drawer unit for cards 10 drawer 8 drawer 7 drawer |, 2, 3, 4 and 4 drawers in 
73" x 31/4" 20 compartments 16 compartments 14 compartments letter or legal sizes 


Responding for the demand for steel sav- 
ing furniture NEW ENGLAND has pro- 
duced a line which embraces items 
many manufacturers have not even at- 
tempted to make in wood. Our organiza- 
tion of wood craftsmen have followed 
the same fine standards of cabinet mak- 
ing which they have used for many 
years. Thus it is only natural that users 
reactions should be very favorable and 
the demand for these units tax our pro- 
duction facilities. 


All NEW ENGLAND furniture is made of hard woods 





BLUE PRINT CABINETS 


Made in sectional 5 drawer units for easy and 


| slides. Each drawer js. equipped. with o holding —made right in our own shops under our own con- 
| peat aa trol. You will find many evidences of "NEW ENG- 
No. 1030 No. 1040C 34" flat cop LAND’'S” know how whenever you examine any unit 
5 drawer unit for sheets No. 1040B 4” Base ] ] 
to 36” x 24” ciose y. 
a No. 1050 
ey be 5 drawer unit for sheets , oe S “a 
No. 1040 48” x 36" If you have experienced difficulty in obtaining these 
ore Oe ae items in wood write today for complete information. 


New England Woodworking Co. + 512 E. 137th Street, New York, N. Y. 
Se Oe KI | TE KR LA a 
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STROHHECKER AND SHERIDAN HONORED ON 25TH 
YEAR OF SERVICE WITH ROYAL TYPEWRITER 


The Royal Typewriter Company recently tendered its 
congratulations to two of its long-service employees, 
H. H. Strohhecker and P. Sheridan, each of whom has 
completed 25 years of service with the company. 

Mr. Strohhecker joined the Royal organization in 
1918 as a clerk in the accounting department. He 
was progressively promoted to the general collection 
department, to assistant manager in the collection 
department and to assistant manager in the dealer’s 


department. He is well known for his contribution to | 


Royal’s standard dealer organization. On the occasion 





P. SHERIDAN 


H. H. STROHHECKER 


of his anniversary, Mr. Strohhecker was presented 
with a gold watch by Vice-president Miller on behalf 
of President Faustmann and received a host of well- 
deserved congratulations from his friends throughout 
the organization. 

P. Sheridan, service foreman of the Cincinnati office 
of Royal Typewriter Company, also joined the organi- 
zation in 1918, beginning as a serviceman in the New 
York office. Later he was transferred to Cincinnati 
and in 1922 was promoted to service foreman. Mr. From- 
ming, Royal’s Cincinnati manager, presented Mr. Sheri- 
dan with a gold watch on behalf of President Faust- 
mann, symbolizing his 25 years of service. His many 
friends throughout Royal join in sending congratula- 
tions to him. 

+ 


BERKOWITZ ENVELOPE COMPANY CHANGES NAME 

To co-ordinate production, advertising and market- 
ing in its five factories, the Berkowitz Envelope Co., 
St. Louis, Mo., changed its name on November 10 to 
the Tension Envelope Corporation. 

Plants are located in St. Louis, New York, Kansas 
City, Minneapolis and Des Moines. The name of the 
oldest member of the group, Tension Envelope Cor- 
poration of New York, was selected for the others so 
that merchandising could be handled nationally un- 
der one name. 

In 1923 Richard N. Newburger, with E. B. and Walter 
J. Berkowitz, founded the Berkowitz Envelope Com- 
pany of St. Louis. After the death of Mr. Newburger 
in 1926, David Hearsh became general manager and 
later president. 

In the face of paper restrictions, the company today 
is producing at the rate of more than 1,000,000,000 en- 
velopes a year.—BJ 


*—-« 


STEPHENS NEW COLUMBIA DETROIT MANAGER 


Kenneth Page, manager of Columbia R. & C. Co. 
Detroit office, has given up those duties to enter the 
service field in connection with Columbia Ready Master 
duplicating forms, a type of work with which he has 
had wide experience. Mr. Page was largely instru- 
mental in working up a substantial business volume 
for this product in his territory. 

He will be replaced by D. E. Stephens, Columbia 
Milwaukee branch manager, who will direct the sales 
activities of both branches. 
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POST-WAR PLANS 
MAY DOVETAIL WITH 


Ours 


®@ Our business is supplying American Industry and 
Government with vitally important Record Systems 
...aneed which today is the greatest in history, and 
which gives every indication of increasing in the 
future. Our present volume is extremely large, with 
prospects for even greater growth during the post- 
war period and beyond. 

Your opportunity for outstanding personal suc- 
cess may be the positions we now have open. We 
offer immediate employment, at high level of earn- 
ings, with post-war positions assured, to men with 
the ability, education, industry, and ambition to 
qualify. Experience in Systems or in selling Business 
Machines is an asset. The openings available are in 
branch offices of one of the Nation's leading manu- 
facturers of Record Systems, established over 25 
years. 

If you are interested in a permanent, exceptionally 
remunerative connection, and believe you can quali- 
fy, give full information regarding education and 
experience in your first letter, and enclose a snap- 
shot (which will be returned). Your application will 
receive the personal attention of the management. 


* 
BOX BY-257 care Office Appliances, Chicago 6 














QVIRGFIFRIRG 


Season's 
Greetings 


and Best Wishes for a 


Wictorioug 


New Year 


Shipman -Ward Mig. Co. 


THE DEALERS QUALITY SUPPLY HOUSE 


325 North Wells Street Chicago 10 


LIA TVR aAS 
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RCUCWS 
RUBBER 
ROLLERS 


Cant-Slip is in demand today to keep aging type- 
writer rollers in good a Aa order. It stops 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 
day and display it. Write for free advertising aids. 


LANT SLI 





ULAR OTP 


INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-P HUDSON STREET NEW YORK 13, N. Y. 











| COMPLETE 
| MAILROOM SERVICE 


Metered Mail Systems 


Postal and Parcel Post Seales 





Letter Openers 
Envelope Sealers 
Multipost Stamp Affixers 


Mailroom Equipment 


Multipost Stamp 
Affixer Illustrated 


NATIONAL POSTAL METER CO., INC. 
Rochester 2, New York 


BRANCHES AND AGENCIES IN PRINCIPAL CITIES 
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SAN ANTONIO STATIONERS STRESS GOOD WILL 


Practically all firms and business leaders have cer- 
tain policies which govern their activities and express 
their aims in serving the public. Few, however, take 
the trouble to inform the public of these policies and, 
as a result, much good will is sacrificed. 

Maverick-Clarke of San Antonio, Texas, have such 
policies, and they are brought out in display cards 
posted at points throughout the store. Headed by the 
firm name in large letters scross the top of the card, 
the message reads as follows: 

A Statement of Our Ideal, Our Business, 
Our Standards and Our Objective 

“We, the employees, executives and stockholders, 
who comprise the Maverick-Clarke organization, have 
a definite ideal of service and a clearly stated business 
objective. It is our conviction that the nearer we 
come to attaining our ideal the more favorable will 
be our return from this enterprise for the investment 
of our time, skill and capital.” 

The message covers ten classifications, each of which 
is brought out in a constructive, informative manner. 
They are: Ideal, People, Methods, Service, Merchan- 
dise, Equipment, Customers, Factory, Store, and Ob- 
jective. 

Following the policies of the firm covering these ten 
items, the message ends with a statement: 

“With a deep sense of gratitude for the confidence 
of our many customers, we pledge ourselves, one and 
all, to faithfully maintain these high standards and to 
work diligently and in friendly co-operation to attain 
our objective.” 

Follows the names of the officers: R. C. Hill, presi- 
dent; R. P. Grieve, vice-president and general man- 
ager; A. Eisemann, vice-president; and E. H. Zuercher, 
secretary-treasurer.—_BCR 


ALEXANDER MARKS ELEVENTH YEAR IN HAWAII 


On November 10, 1943, Alexander Brothers, Limited, 
celebrated its eleventh anniversary in business in the 
Hawaiian Islands as territorial distributors of many 
of the most prominent office machines manufactured 
today. The company was founded by Fred P. Alex- 
ander and the late Earl M. Alexander 11 years ago. 
Present day members of the firm are Fred P. Alex- 
ander, president, Leo. E. Alexander, vice-president, 
W. G. Huston, vice-president and general manager and 
Donald C. K. Lee, secretary and treasurer. The com- 
pany has expanded during this time and the growth 
of the corporation has been one of steady increase 
from the time of its inception. 

Ever since December 7 (the day of the blitz), 1941, 
this corporation’s doors have remained open night 
and day, seven days and seven nights a week for the 


| purpose of servicing the machines of the armed forces. 


Many hundreds of typewriters, adding machines and 
calculators have passed through its doors, being re- 
paired and returned to active duty since the war 
Started. Many of the employees have put in unceas- 
ingly 16 to 18 hours a day, seven days a week for the 
past 23 months. 

The mainland office of Alexander Brothers, Limited, 
is managed by Fred P. Alexander, president of the 
corporation, who remains on the mainland for the 
purpose of expediting merchandise to his firm in the 
Hawaiian Islands. 

*—- 


GREAT LAKES TRAVELERS NOTES 


Corp. Ben Powell, back from Army service with an 
honoroble discharge, was the guest of honor at the 
GLTC meeting Friday, November 5. He had spent nine 
months and 24 days in service and was received with 
enthusiasm. When President Hy Linden called on him 
to say a few words he responded with some interesting 
anecdotes of Army life. With justifiable pride he told 
of his high record in markmanship, the highest in his 
battalion. His rate was 198 hits out of a possible 220. 
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NOW. THE 1944 
— DOME TAX RECORD 
Phys FREE TAX BULLETIN 

WS = SERVICE—FoR A WHOLE YEAR 


INCREASED VOLUME! 
Result went SALES FOR YOU' 































Already Tested, Applied, and Approved by Accountants and 

Business Men, The Dome Tax Record Is Back This Year with the 

ADDED NEW FEATURE of Supplementary C.P.A. Tax Service— 
Ready to Set New Sales Records! 


Last year the Dome Tax Record proved its worth by 
steady sales. This year stationers who handle it will reap ye, 
double benefits: substantial repeat sales to last year’s sat- INe idee LU), oF a 
isfied users, plus a large volume of new business stim- OME lA — 
ulated by Dome’s exclusive new C.P.A. service! This year A iE Ch Wy 
every purchaser is automatically entitled FREE to all ) a 
regular Research Tax Bulletins issued by the Dome Tax 
Research Division during the tax year. 


Dome’s unusual record is sim- 
ple, complete, reliable, and ac- 
curate. Exclusive features (such 
as Detachable Yearly Summary 
Sheet) built right into the book 
by Nicholas Picchione, C.P.A., 
tax consultant, make this tax 
help “the greatest aid to small 
business ever devised.” Now, 
with the addition of Free Bulle- 
tin Service, the Dome Record is 
more helpful—more saleable than 
ever! 


COMPLETE YEAR’S 


RECORD ONLY.................. 2 








Weekly payroll Record, with special 
columns for all tax deductions (Re- 
quired by Law) 


Social Security account for each em- 
ona : ployee covering full year (Required by 
Remember—three million busi- Law) 
ness and professional men and 
women are required by law to 


keep a permanent tax record! Order today! 


come and Expense Record (Required 
by Law) 


Free Tax Service—clear, easy-to-under- 
stand advice on all changes and devel- 
opments during the tax year—by a noted 
C.P.A. 


DEALERS: ORDER THROUGH YOUR JOBBER 


or write to 


BAINBRIDGE, KIMPTON & HAUPT, INC. 
218 Greenwich St. New York 8, N. Y. 


Longest list of legal deductions ever 
published (276 items of deductions) 


3 Simple, accurate, complete weekly In- 
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NATIONAL EXECUTIVE DESK 
No. 66125—66"x36” 





OR several years our facilities have been concen- 
trated on the production of desks particularly de- 


signed for war work. 


Now we recall again to your mind the type of executive 
desk which made "'National'’ a name synonymous with 


everything fine in an office furniture. 


This popular period design No. 6612S naturally and 
sincerely reflects dignity — that intangible quality so 


essential to the conduct of sound business relations. 


NATIONAL DESK COMPANY 


HERKIMER NEW YORK 


MANUFACTURERS OF FINE OFFICE FURNITURE 
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BOYNTON ANNOUNCES SALES STAFF CHANGES 


Several important changes in the sales department 
in the interest of closer dealer contact were announced 
recently by Boynton and Company, Chicago, Il. 

C. Stuart Goll has been appointed district manager * 


of the territory including New York state, Pennsyl- 


vania, western New Jersey, Delaware, Maryland and ae 
the District of Columbia. * person 1944 Army. Navy. fro 
Arthur Gordon, whose office is located at 192 Lex- and in ustrial specifications, and for the 
ington Avenue, New York City, will be district manager reconversion and post war periods. 
of metropolitan New York, eastern New Jersey and the . : 
New England states. * The ST. JOHNS catalog will give you 
complete information and details on 


A. C. Lampkin will handle the district managership 


in the Southeast, covering the states of Virginia, our wood office tables—send for it 


Nerth Carolina, South Carolina, Georgia, Alabama, today. 
Tennessee, Mississippi and Florida. 
R. B. Dishman of Kansas City will continue as dis- BACK THE ATTACK 
WITH WAR BONDS. 


trict manager of the area including Missouri, Kansas, 
Nebraska, western Iowa, Oklahoma, Texas, Arkansas 
and Louisiana. 

R. E. (Bob) Beekman will Serve as district manager 
in the states of Indiana, Kentucky, Ohio and West 





Virginia. 

R. W. Young will be district manager and will cover mae 
the state of Michigan. | No. 24 Table Description: 

Rush H. Polgrean will continue as West Coast man-_ | % Selected Northern Oak in 
ager, with headquarters in Los Angeles. His territory | Finish. Top is Ye" thick Loge 
includes California, Oregon, Washington, Idaho, Utah, 2%” square. 
Montana, Colorado and Nevada Siiee: 

R. W. Hummeland will continue as district manager o) = Gt here 
in metropolitan Chicago. 27 x 60 inches 

aS * ~ 30 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 
Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 

















Records . more important than ever. . 
are a more precisely and efficiently today wi ith 
the aid of GRAFFCO Signals. 

Records for Janes. GR are being broken daily 
in American plants. GRAFFCO products seem 


PRODUCTION CONTEST CLICKS AT VICTOR.—A happy ROS. / 
group are these Victor employees, all winners in the 
Victor Adding Machine Company's production contest REC Ee) 
for October. Weekly drawings are held in departmen?s 
making the production quota, with holders of the lucky 
tickets capturing War Bonds. A number of consolation 
prizes on aa ye Ber Contest results have been so BY KEEPING 
satisfactory in boosting production and morale that the 
plan mrwig th we to pt so departments for November. OFFICE RECORDS 
——? 2 — 
THE HIGH COST OF INFANTILE PARALYSIS WITH 
The high cost of epidemics is well illustrated by the 
1943 outbreak of infantile paralysis which was the 
worst in 12 years, The National Foundation for Infan- 
tile Paralysis points out. 
Almost 12,000 persons—men, women and children— 
were stricken with this disease last year. Only twice 
before in the recorded history of infantile paralysis 
have there been more cases reported. 
It costs about $1,800 to give a year’s care and the 
Kenny treatment to one patient. Thus, if all of the 
12,000 patients required one year of care and this type 
of treatment, the total cost would be $21,600,000 or 
216,000,000 dimes. Fortunately, this is not required, 
for the dimes and dollars given by the American people 
materially lessened the toll by providing swift medical 





attention which spared many from crippling and also to be in ever-increasing demand in essential war 
saved many dollars. and defense operations. 
The total cost of the 1943 epidemic cannot be esti- NU-VIZ SIGNALS Constantly we strive to keep pace with demand 
7 of se strick ill still b and fill our customers’ requirements. We shall 
mated because many 0 those stricken will sti € pa- %9 continue, subject to priorities, to give the best 
tients in 1944 and some of them for many years there- 9? ? possible in service and merchandise. 
after, the National Foundation points out in making its ? 
annual appeal for funds January 14 to 31 through the GEORGE B. GRAFF COMPANY 
March of Dimes. 64 Washburn Ave., Cambridge, Mass. 
However, the high cost of the 1943 er*itemic indicates MAPTACKS Makers of Cellugraf Signals, Nu-Vise Signals, 
the great necessity for continuing the fight to conquer ® Nu-Viz Signals and Maptacks. 


this mysterious enemy and find the cause, prevention 
and cure of the disease. | 
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NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
im both single and double (back 
te back) units that accommodate 
either 12 or 24 persons in every 
feet. Double locker 
save valuable 


5 running 
room capacity and 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. lock box for lunch, 
micrometers, drawing instruments 
or personal effects. 


PETERSON Wardrobe Equipment is 
provided for factory, shop and 
office—comprises a complete line 


of single and double faced locker U 


units, wardrobe racks and non- 
tipping (6 or 12 place) costumers. 
Keep wraps “in press”, dry and 
sanitary——exposed to air and light. 
No crumpled hats or soggy lunches 
in stormy weather. Prompt deliv- 


ery. 


Write for Catalog 
and Dealer 


VOGEL-PETERSON CO. 


“The Checkroom People” 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 


er AMR 


Propositions 









AUTOMATIC CO 


Stationers! It’s your 
Steel-Strong” 
Office Supply Dealers only. W 
pirate your customers and cash 





Write for liberal discounts 


Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 





THE C. L. DOWNEY C 
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IN WRAPPERS 


Line. Exclusively! 


Products are sold through Stationers and 


e have no retail salesmen to 
in on your missionary work 


and sales help on: 
Lead Seals 


Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 

Coin Storage Trays 


Downey Change Trays 


0. HANNIBAL, MO. 





NEW ENGLAND TRAVELERS NOTES 
Joseph Harrington & Co., 10 Post Office Square, Bos- 
ton, Mass., opened a new, first-class stationery store 
at 50 School Street, Boston, on October 1. Joe Har- 


| rington has announced his membership in the National 


Stationers Association. NETCLUB wishes to congratu- 
late this progressive stationer on his faith in both 
himself and the future of our business. 

om 7 ” 

Stanley McGarr, formerly with J. F. Molloy, Meriden, 
Conn., and a past president of the Connecticut Valley 
Stationers Association, was home on a 13-day leave in 
October. Later reports are that he has received his 
commission as a lieutenant in the ordnance depart- 
ment of the U. S. Army. He may be addressed at the 
Ordnance School, Aberdeen Proving Grounds, Mary- 
land. 


* * * 


Hy Rodman, well-known associate of the Allen Sta- 
tionery Company, Lynn, Mass., has opened a new 
stationery store at 79 Middle Street, Lowell, Mass. The 
new enterprise opened under the name “The Lowell 
Stationers” early in November. NETCLUB sends every 
good wish to this boy for his complete success and 
admiration of his firm faith in the future of our in- 
dustry. 

Adams, Cushing & Foster, Inc., are moving their 
wholesale sales office and display room from the fifth 
floor to the third floor at the same old address, 63 
Franklin Street, Boston, Mass. Charley Crowley and 
Jack Nackley should be serving the trade with their 
usual efficiency from the new quarters any day, now. 

ca o « 

Ronald Daley, Waterbury, Conn., has moved his busi- 
ness to a street floor location at 190 Grand Street, 
opposite the post office, where he will have consider- 
able added space and two large display windows. 

* * a 

Adams Bookstore, Boston, Mass., one of the oldest 
stationery locations in the territory, has been sold 
to local businessmen. L. W. McFarland will remain in 
charge for the time being. New name: Adams Book- 
store, Inc. 


aa * * 


First Vice-president Os Giddy has become a member 
of the sales staff of the Eberhard Faber Pencil Com- 
pany, effective October 15. He particularly wishes 
to express sincere appreciation to NETCLUBBERS and 
trade associates for the many kind words of encour- 
agement in his new connection. 

(The above news items are from the November num- 
ber of New England Traveler Club News.) 

ainssnsiligliilly _ 
TEMPLAR TOPICS EXCELLENT MORALE BUILDER 

Ever since the Japanese attack on Pearl Harbor 
on December 7, 1941, Templar Topics, the newsy 
little voice of the Reliance Pencil Company, Mt. 
Vernon, N. Y., has been going out to all Reliance 


| employees, male and female, in the service. 


The purpose of the little magazine is, of course, 
to maintain contact between the company and its 
former employees by passing along all changes of 
address, new locations, and so on. News, too, forms a 
prominent part of the contents, together with a few 
new stories that are always good for a chuckle. Vice- 


| president Leslie D. Reid is in charge of the publi- 


cation, and deserves full credit for the morale- 
maintaining job he has done. It’s good enough to 
rate a special mention in one of the regular depart- 


| ments of Liberty, issue of April 3. 


s<saadigi 
OLD TOWN ANNOUNCES SALES POLICY CHANGE 
The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., has announced that it has discon- 
tinued supplying spirit carbon papers to spirit dupli- 
cating machine companies to be marketed under 
imprint brand names. In the future this line will be 
available only from Old Town, or through Old Town 
distributors or dealers. 
1943 
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1. keep the business of war and wartime 





America running smoothly, “Y and E” 
manufacturing facilities are operating at 
the highest rate in history. This un- 
precedented flow of folders, guides, cards 


and labels depends on you for its most 





efficient distribution. 





We are doing our best to see that there 
will be enough for all who need them. We, 


therefore, suggest that you advise us at 





once regarding the needs of the war 





plants in your community. 





“FOREMOST FOR OVER SIXTY YEARS” 
































1015 JAY a 
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Increased FIRE PROTECTION 
for Contents of OLD SAFES 

















New Invention... INSUL-AMP.. ."Eats Up Heat,” 
Prevents FIRE Charring Books and Papers 

















INSUL-AMP 


INSULATION AMPLIFIER 


per unit 





A fire may not penetrate an old safe, but lack of 
latent moisture of the insulation will cause the in- 
tense heat to char valuable papers and records. 
During a fire, it is this moisture that keeps the 
interior temperature of the safe below the charring 
point of paper. This evaporation, it is estimated, 
causes old safes to lose up to 40% of their fire 


protection value after 16 years. 


INSUL-AMP (Insulation Amplifier) provides this 
necessary moisture. Though the inside temperature 
of a safe may reach 400° F—the charring point of 
paper—one unit of INSUL-AMP per cubic foot 
of interior will bring down the temperature 17% 


and hold it below the charring point for two hours. 


INSUL-AMP will last indefinitely if wax sealing 
surfaces are not broken and it is not exposed to 


temperatures in excess of 125°F. 


INSUL-AMP is absolutely harmless. Will not 


damage anything. 


Use of INSUL-AMP requires no fixtures, no alter- 


ations to safe. Just lay it in bottom of safe, as it 


takes little space. 


One unit of INSUL-AMP is recommended for 
each two cubic feet of interior space. Each unit is 
2 2a 


on size of space and amount of protection desired. 


'. Number of units required depends 


DEALERS urged to write for 
complete information 





545 WEST AVE. 





BRUSH-PUNNETT CO. 


Makers of Sentry Floor Safes 


ROCHESTER, N. Y. 
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NEWS NOTES FROM DISTRICT No. 8 


Gene Mitchell, Correspondent 





John Brain, Jr., of Brain Stationery Company, 
Omaha, Nebr., became one of Uncle Sam’s sailors last 
month. “Johnnie” is one of the real progressive young 
dealers of the industry and should do a fine job for 
his country. Uncle Sam’s gain will be a real loss to 
the 8th Region. 

* ~ ~ 

Al Nordstrom of Smead Manufacturing Company, 
George Wilkerson, manufacturers’ representative of 
Springfield, Mo., and Gene Mitchell, manufacturers’ 
representative of St. Louis, made October calls on the 
trade in Nebraska, Kansas, and Missouri via Al’s car, 
winding up at the Kansas City meeting of the 8th 
Region pre-convention committee on November 13. 


* * * 





MRS. HERB RUMMELHART AND DAUGHTER, MARGARET 

ANN.—The little lady was born July 19 at St. Joseph’s hospi- 

tal, Omaha, and weighed 9 pounds, 7 ounces. Her father is 

vice-president of Megeath Stationery Company, Omaha, Nebr. 
« * * 


Congratulations to our fine friend and member of 
long standing in the Midwest Travelers Club, Wm. E. 
“Bill” Smith of Ace Fastener, who celebrated his 75th 
birthday on October 26. A story about the birthday 
party tendered Bill in Chicago appeared in the Novem- 
ber issue. 

* * * 

Jos. A. Rummelhart, president of Megeath Station- 
ery Company, Omaha, and former head of Omaha 
Stationery Company, was stricken seriously ill in 
August and is still confined to his home. 

* * * 

Harold Reinke reports a severance of connections 
from his former employer, Moore Push-Pin Company, 
and his entry into the field of manufacturers’ repre- 
sentatives. 

* a * 

A welcome newcomer to our national conventions 
is Mr. McClure, head of Inland Printing Company, 
Springfield, Mo. We are looking for “Mac” for some 
good work in the 8th Region in the immediate future. 

- * * 

Members of the Midwest Travelers “Dark Glasses 
Club,” of which Matt Dillon has been a four-term 
president and Jack Ellis the runner-up, has added 
Dan MacDougall to its list. Who will be next? 

~ * * 

Al Nordstrom and your correspondent enjoyed a 
delicious dinner and a most pleasant evening at the 
home of Mr. and Mrs. George Wilkerson, Springfield, 
Mo., recently. George represents the Wells Office Fur- 
niture Company throughout most of the 8th Region. 

* * - 

Izzy Voda, Wallace Pencil Company, was seen writ- 
ing orders on a recent trip through Kansas and 
Missouri. 

: * - 

Seen in St. Louis among the trade during early No- 
vember were Charlie Malady, Associated Stationers 
Supply Company; Parle Cooley, Bates Manufacturing 
Company; Augie Krohne, American Pencil Company; 
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POPULAR NAMES at POPULAR PRICES 











"DREAM" "U.S." "AMERICAN ACE" 


Three carbon paper names that are making dealers’ 
sales soar! All three grades feature the elimination of 
curl, smear and treeing, due to the advanced formulation 


processes developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
"U. S."" Carbon Papers. Just write on your business letter- 
head for free samples and prices . . . prices that allow 


a dealer to make real profits. 


U. $. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street 
Philadelphia, Pa. 














DESK, TABLE AND COUNTER TOPS 





BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 


> 


Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 


_ <>—— 


PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 


—__—_<——_—— 


SEND FOR NEW PRICE LIST 





agemaber 


sTANOS FOR QUAL/TY 


GRAND RAPIDS + MICHIGAN 
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Season’s Greetings to our 
friends! ... with apprecia- 
tion for your patience under 


trying conditions. 


We shall do our best in 


"44 to merit your confi- 


dence. 


Quttou SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth, 1, New Jersey 
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Codaisits Global War Atlas 
Display Them — You'll Sell Them 


A Leader in the Low-Price, 
Profit-Making Field 














12 x 15 Inch De Luxe Maps in color cover 
the World. Comprehensive Index embraces 
over 300 countries, islands, and many 
hitherto practically unknown places. Index 
also gives page reference for quick location 
of all battle fronts. Printed in fine super. 
Easy-to-read type. 32 pages. Board covers 
Order direct from advertisement $ 00 
or send for catalog. ] 

List price ON]Y................cc.s-sccc-ssee0e # 


“Follow the Flag” To victoRY 


ACTION MAPS that Follow the Daily Tide of Battle 
Beautiful World Map on pin board in bottom 

of box. Map of U. S. Possessions in top of Y 

box. Complete with 176 flags of war- MOE “ 

ring nations. A splendid outfit to i :\e 
use in keeping up-to-date with 
the Allies on their march to 
Victory. 


Will Sell On Sight 
ONLY $1.00 


Every family with children 
of school age, or with a man hes 


in service wants one. So will & Wy y : 


others. Order direct from ad 
THE GEORGE F. CRAM COMPANY, INC. 

















or send for special circular. 
Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 
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Heine Sengbush, Sengbush Self-Closing Inkstand 
Company; Al Nordstrom, Smead Manufacturing Com- 
pany; Bill Bohart, Eberhard Faber Pencil Company; 
and Bill Boyd, Acco Products, Inc. All seemingly were 
doing a nice business. : 

* « ” 

A meeting of the 8th Region committee to plan 
the 1944 regional meeting was called by Governor 
Wilcox in Kansas City on November 13. The following 
dealers and travelers were in attendance: R. D. Latsch, 
Lincoln, Nebr., president of NSA; Walter Guy, Little 
Rock, Ark.; Gerry Manning, Joplin, Mo.; Fred Downs, 
Tulsa, Okla.; John Ford, Jr., Omaha, Nebr.; Earl Scott, 
Wichita, Kan.; Governor Wilcox, Hutchinson, Kan.; 
and John Uden, Joe D. Landes, Irv Shockley, A. 
Schooley, Roy Moreland, Bob Crowley, Paul Wilson, 
Don Browne and Claude Myers, Jr., all of Kansas City, 
Mo. Travelers present included Matt Dillon, Associ- 
ated Stationers Supply Company; I. Voda, Wallace 
Pencil Company; R. B. Gingland, Esterbrook Pen Com- 
pany; Austin Waterbury, Carter’s Ink Company; Bob 
Vawter, Jos. Dixon Crucible Company; D. A. Mac- 
Dougall, Stationers Loose Leaf Company; Claude 
Allen, The General Fireproofing Company; Charles 
Hick; Al Nordstrom, Smead Manufacturing Company; 
George Wilkerson, Wells Office Furniture Company; 
and Gene Mitchell, manufacturers’ representative. 
R. C. Moore, Columbia Ribbon and Carbon Manufac- 
turing Company, and Dan Consodine, Richard Best 
Pencil Company, were unable to be present. 

John Uden was elected lieutenant governor to suc- 
ceed the late Owen Teague, and Roy Moreland was 
appointed chairman of the Kansas City convention 
committee. Plans were laid for the dates of the 
meeting, with the Muehlebach Hotel being again se- 
lected as headquarters. 

The Kansas City Stationers Association entertained 
the group at lunch. 

+ ca x 

Jack Ellis, former president of the Midwest Travelers 
Club, and now a Marine, reported to the Kansas City 
meeting by long-distance phone from San Diego, 
Calif. He advised the group that he was in good health 
and expected early shipping orders. 

* co * 

Pvt. Paul Baird, who is stationed at Camp Barkeley, 
Tex., arrived in Kansas City November 15 for a short 
furlough—just in time to visit with a few of the strag- 
glers leaving the Convention committee meeting. Paul 
looks and feels fine and expects shipping orders upon 
his return to camp. 

* * * 

President R. D. (Bob) Latsch of NSA was entertained 
with a pheasant dinner at the Kansas City Club on 
November 12 by Governor Wilcox, a group of the past 
governors of the 8th Region and officers of the Mid- 
west Travelers. 

+ * * 

Past President Art Pfister of the Midwest Travelers 
surprised his Kansas City friends by stopping off there 
for a few days’ visit in November, while en route from 
his new station at Tulsa, Okla., to his home at Hudson, 
Wis. He was a “non-paying” boarder at the homes of 
Paul Baird and Dan MacDougall during his stay. 


2 —— 9 
CARTER’S ISSUE NEW MERCHANDISING TIPS 


Appearing late in October were two more of the 
familiar Carter’s Ink Company cards, the first notify- 
ing the trade that the paper cement situation has 
eased to the point where quarts, pints and four-ounce 
jars are again available. It also presents specific rec- 
ommendations for obtaining the most rapid service on 
orders and assuring fair treatment for everyone. 

The second card points out the advisability of using 
cuts in advertising and advises dealers that standard 
cuts and electrotypes of the latest Carter products 
and packages are available immediately on request. 
Odd-sized cuts are also supplied, it added. 
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JERSEY, U.S.A. 
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Our Limited production 
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a continuance of this policy during 1944. 


Sincerely, 


THE ESTERBROOK PEN COMPANY 
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R. N. Wood 
Vice President 
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"81 VICTORY IN ‘44 
‘i Season's Greetings To All. 


. We approach this holiday season 


of 
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FADS &€O° AWAY 





ROBERT TARRANT 

After a few weeks’ illness, Robert Tarrant died sud- 
denly at his home in Wilmette, Ill., the evening of 
November 11, on his 65th birthday. Mr. Tarrant was a 
director of Felt & Tarrant Manufacturing Company, 
Felt & Tarrant, Ltd., and the Comptometer Company. 
He was also president of the Tarrant Foundry Com- 
pany and the Robert Tarrant Manufacturing Company. 

The Robert Tarrant Manufacturing Company was 
considered the outstanding repair shop for marine 





THE LATE ROBERT TARRANT 


engines during the early days of heavy lake and river 
traffic. Later, with the decline in shipping by water, 
the company gradually shifted to other types of work, 
establishing a general machine shop and jobbing busi- 
ness, specializing in heavy machinery. 

It was in one corner of the shop of the Robert Tar- 


rant Manufacturing Company, founded by Mr. Tar- 


rant’s father also named Robert, that Mr. Felt, a young 
machinist, completed his first machines. Seeking 


financial support for his new invention, Mr. Felt finally | 


closed a deal with Mr. Tarrant whereby a partnership 
contract was signed November 28, 1887. The partnership 
was incorporated January 25, 1889 under the name of 


Felt & Tarrant Manufacturing Company. Upon the | 
death of his father and mother, Robert Tarrant, being | 


sole heir, came into possession of their holdings. 

He is survived by his widow, Jane Morgan Tarrant, 

and three sons, Robert F., Edward, and John. 
+; i f 
MORRIS E. HANSELL 

Morris E. Hansell, vice-president of F. F. Hansell 
and Brother, Ltd., New Orleans stationers, died Sep- 
tember 26, shortly after having been struck by a 
street car. He was 78 years old. 

Mr. Hansell had been a member of the Hansell or- 
ganization since 1878, when he became a partner in 
the business founded by his brother five years earlier. 
He became vice-president when the firm was incor- 
porated in 1897. 

Surviving are his brother and business partner, 
H. H. Hansell; Miss Nellie Chaffe, a niece with whom 
he resided; Mrs. T. N. Richardson, Philadelphia, Pa., 


another niece; and three nephews, Henry H. Chaftfe, | 


F. F. Hansell, Jr., and M. E. Hansell, II. 
+t - - 
DANIEL W. LAMOND 
Daniel W. Lamond for the past 30 years engaged in 


sales and service of office appliances on Cape Breton | 
He had been ill | 


Island, N. S., died there recently. 
about two weeks. 

The deceased was born at Somerville, Mass., but 
settled in Sydney 43 years ago. For many years and 
up to his death, he had been district representative 
for Copeland-Chatterson Company. He was also a 
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EVERYONE NEEDS IT! 
EVERYONE WANTS IT! 


Correspondence, tax and 
budget record, phone num- 
bers, etc. in 


one compact 

file. onan Ol ° 9 > 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone needs to save. Its 
self-selling features: 


@ Durable, attractive file in 


@ Alphabetical and monthly 
black, blue, maroon, green, 


folders, business letter- 


head size. brown. 
@ Extra blank folders. @ It’s a complete filing sys- 
@ Extra blank and printed tem, suited to individual 
labels. needs! 


UNIQUE—Each folder a record system. Forms for 
addresses, telephone numbers, budget, tax, expense rec- 
ords, miscellaneous information. 


The selling is done when people see the AMFILE Vol- 
unteer. All you do is suggest an extra one as a gift 
for a friend. 


PROMPT SHIPMENT 


Order today—write f 
descriptive circular, | AMBERG FILE & INDEXCO. comer ii. 








We Will Pay 
Ymortsf $100 


VM CLELLE LLM DA 


NEW PRODLMT 


The manufacturing resources of PRESTO Products 
are now helping to shorten the war. When Victory 
comes, PRESTO Products will be back with the latest 
improvements for postwar Stationery Store Markets. 
We are planning new products for postwar selling 
to increase Stationery and Office Supply store sales 
and help to extend further the popularity of the 
famous PRESTO Stapler and other PRESTO 
Products. 

We prefer products that can be made of metal or 
plastic. Products must have universal consumer 
appeal and sell under $10.00. IF YOU have an idea 
for such a new product, or an improved feature for 
an old product, write describing the service it is! 
designed to give. } 
BUY MORE WAR BONDS AND HELP SHORTEN THE wari 


METAL SPECIALTIES MFG. CO. 


3200-08 CARROLL AVE. CHICAGO, ILL. 
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STEEL FILE SIGNALS 





Mountains of Paper Work 


NOW CONFRONT 
OFFICE WORKERS! = = 


Facts are getting harder — == : 
and harder to find — Sa ee 
needed reports increas- = = =—<= 
ingly difficult to com- = 
pile. You will be more 
than welcome when 
you call if you explain 
to your harassed cus- 
tomers that— 


WILL EASE THE PRESSURE 


Attached to file cards, ledger sheets, etc., 
they marshal any group of facts for instant 
reference. 

Easy to attach, relocate and remove. Of thin 
gauge, they add practically no bulk to 
records. Twelve non-chip colors. Types for 
every filing need. Card of samples on request. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 





SUPERDEX vse 


increase the speed of filing and finding, 
they also decrease the chance of errors. 


+ 
8 PASTEL Sell colored file folder labels for greater 
COLORS convenience to your customers. 
SOlnmurop - SUPERDEX roll labels are made by 
oi ° WARSHAW on fully automatic ma- 
—<nma chinery, assuring uniform perforations and 
GREEN smooth, even gumming. 
MANILLA Sold in eight different colors..... 
BLUE 
WHITE Feature them prominently. . . 


THE WARSHAW MBFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMED INDEXED TABS 
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practical auditor and as a sideline audited books for 
industrial and commercial firms and municipalities, as 
well as selling them office equipment. Surviving are 
his widow, one son, one daughter and his father. The 
son is a flight sergeant in the Royal Canadian Force in 
Ontario —WJM 

+: - -& 


WILLIAM SPENCER STAFFORD 

William Spencer Stafford, president of S. S. Stafford, 
Inc., 609 Washington Street, New York, manufacturers 
of inks and office supplies, died at his home, 940 Park 
Avenue, on Saturday, November 6. He was 60 years old. 

Born in Brooklyn in 1883, he was the son of William 
Ashley Hillyer Stafford and Mrs. Leonore Schroeder 
Stafford. His maternal grandfather, Frederick 
Schroeder, served as mayor of Brooklyn in 1876 and 
1877, and his paternal grandfather, Samuel Spencer 
Stafford, founded the ink concern of which the de- 
ceased later became president. 

Mr. Stafford was educated at the Collegiate School 
in New York and at Princeton University. He served 
during the First World War as a lieutenant in the 


| Air Corps. An ardent golfer and fisherman, he was 


a member of the Southhampton Golf Club, the Garden 
City Golf Club and the Metropolitan Club. He joined 
the Stafford organization immediately after complet- 


| ing his education, becoming president upon the death 


of his father in 1912. 

He is survived by his wife, Mrs. Meka H. Stafford 

and a son, William A. H. Stafford. 
+ - | 
JOHN M. WEBB 

John M. Webb, founder and proprietor of the Webb 
Book Store, Birmingham, Ala., died on Saturday, Octo- 
ber 15, following a three-month illness. A native of 
LaFayette, Ala.. Mr. Webb graduated from Howard 
College in 1885, and in 1891 moved to Birmingham, 
where he founded the business which bore his name. 
He had never missed a day from his business until he 
was stricken with his fatal illness three months ago. 

Mr. Webb was a member of Birmingham’s original 
advertising club, of the Knights of Pythias, and of the 
West Side Baptist Church. At one time he was engaged 
in the publishing business, publishing a number of 
books by Southern authors.—JHR. 

+ + + 
WILLIAM E. COSTELLO 

William E. Costello, president of the Weber Costello 
Company, Chicago Heights, Ill., manufacturers of 
school supplies, died Tuesday, November 16, at his 
home, 10537 Longwood Drive, Chicago. He was 63 years 
old. 

Mr. Costello was associated with the engineering 
department of the city bureau of streets until 1935, 
when he became president of the business founded 
by his father. 

Surviving are his widow, Rose, two daughters and 


a son. 
+ + -& 
WILLIAM G. RIDLEY 

William G. Ridley, senior member of the firm of 
W. G. Ridley and Son, 173 West Madison Street, Chi- 
cago, Ill., stationers, died at his home at 4216 Central 
Avenue, Western Springs, on November 2. He was 84 
years old. 

Born in England, he came to America as a lad of 
six and had lived in Western Springs most of his life. 
He sat on the village’s first board in 1886 and was 
elected president the following year. Mr. Ridley had 
been in the stationery business in Chicago for more 
than 60 years. 

He is survived by a daughter, Mrs. C. L. Tabler. 

+t - + 
LEROY A. FREDERICK 

Leroy A. Frederick, vice-president of the Index Card 
Company, Ltd., Toronto, Canada, died Wednesday, 
October 27. He was 45 years old. 

Mr. Frederick joined the Index Card Company in 
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MANPOWER ~ 


JOUr 1008¢ LTCSSUUE 


Lroblei 


If shortage of help is your bottleneck, if you would 
like to make inexperienced help more productive, 
if your office staff is jittery from constant strain, dis- 
cuss your problem with a Monroe representative. 

The job of Monroe is to speed production — to 
- 








Calculating, Listing, Avcounting Machines | 
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relieve the manpower problem on such vitally im- 
portant work as payroll calculations and records; 
statistics and special reports; cost and inventory 
records, posting and accounting procedures, ete. 

Monroe Calculating Machines, Monroe Listing 
and Accounting Machines—and the expert service 
that goes with them—stand ready to help you in 
this emergency. 

Call the nearby Monroe Branch; our representa- 
tive will explain the availability of Monroe equip- 
ment under existing conditions. He can also suggest 
possible short-cuts and simplification of work to 
save many precious hours. 

Ask for details about our Guaranteed Main- 
tenance Plan, the economical way to keep your 
Monroes in top operating condition through regu- 
lar inspections by trained Monroe specialists. 

A timely example of Monroe’s special wartime 


service is the new book — 


MONROE SIMPLIFIED METHODS 
FOR PAYROLL CALCULATIONS 


. . . ask your nearest Monroe representative for 


a copy or send in the coupon below. 


aS ae te ae ae ——— ee ee ee _—_———_— — a 


Monroe Calculating Machine Co., Inc., Orange, N. J. 


Please send information concerning Monroe Sim- 
plified Methods for Payroll Calculations. 


Name 
Company 


Address 
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DEALERS— BOYCO 


Sell 
BOYCO FILES 
when Quality 

is a Factor 


CARD INDEX FILES 
for 3x5, 4x6, 5x8, 6x9 cards 


Two lengths 15" and 24” 


Olive Green finish 


The two and four drawer 
units Stack into upright Files 


as your customer needs. 


Specify the number of center 
sections as well as smooth 


tops and bases. 





Each drawer equipped with 
Boyco Patented Follow Block 


No. 9400 BOYCO DESK TRAYS 


CHECK FILE 





Regular De Luxe 





Two Sizes, letter and legal. 
Quartered Oak, Genuine Walnut, Gen- 
Plain Oak, Olive Green, Imitation uine Mahogany, Imitation Walnut 
drawer. Olive Green Finish. Walnut ard Mahogany. and Mahogany, plain Oak. 


MANUFACTURED BY 


BOYNTON AND COMPANY 


1725-45 North Bosworth Street Chicago 22, Illinois 


Made only as shown. 4 drawers 24” 
Deep. 1.S. drawers 434 x 942. Com- Two Sizes, letter and legal. 


plete with Boyco Follow Block in each 
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1930, when he was appointed sales representative in 
Montreal. He transferred to the head office in Toronto 
in 1939 to accept the post of sales manager for the 
organization. Two years ago, in August, he was elected 
vice-president of the company, a position he retained 
until his death. 

During his years in Montreal he was active in asso- 
ciation work, serving several terms as secretary of the 
Montreal Stationers Association. 

The deceased is survived only by his widow. 

+ + | 
CLINTON F. PRICE 

Clinton F. Price, who retired as vice-president of the 
Remington Rand Company in 1939, died at his home 
in Newnan, Ga., November 16. He was 58 years old. 

He had been associated with the Remington Rand 
organization for 32 years, beginning as a salesman in 
Philadelphia. He later became manager of the com- 





THE LATE CLINTON F. PRICE 


pany’s New York office and in 1931 was transferred to 
Buffalo, N. Y., in charge of the machine division for 
production, advertising and sales. Advanced to the 
vice-presidency, he retained that post until his retire- 
ment four years ago. 

Surviving are his widow; a sister, Mrs. Irma R. 
Cuyler of Flushing, L. I.; and two aunts, the Misses 
Anna and Lydia Golbeck of Philadelphia, Pa. 

+ k + 
WILLIAM HENRY HOUSTON 

William Henry Houston, founder and president of 
the W. H. Houston and Brother Company, Greenville, 
S. C., dealers in office and school supplies, died on 
Monday, October 18, at the age of 73. 

He was a charter member of the Greenville Country 
Club, the Poinsettia Club and the Greenville Elks 
Lodge, and at the time of his death was a trustee 
of the Greenville city schools.—JHR. 

+ ob + 
ELIAS M. LYONS 

Elias M. (Al) Lyons, for many years New York sales- 
man in the metropolitan area for Warshaw Manu- 
facturing Company, Brooklyn, makers of filing sup- 
plies, died Thursday, November 4. 

Surviving are his wife, Hattie; two daughters, Ger- 
trude Schlesinger and Janet Lowe of Seattle; one 
brother, Lawrence Lyons; and a sister, Rosalie Brenner. 


+; - + 
LOUIS SAINBERG 

Louis Sainberg, founder of Sainberg & Company, 
Inc., New York, N. Y., makers of desk sets and acces- 
sories, died November 17 in New York at the age of 77. 

Mr. Sainberg established the company 51 years ago, 
after a long term of service as a book binder for P. F. 
Collier & Company. At the time of his death he held 
the office of vice-president of the Sainberg staff. 

Surviving are his widow, Clara Ida, and three sons, 
Dr. Philip C. of Ithaca, N. Y.; Robert B. (Bob), Pel- 
ham,N. Y., present head of the company, and Joseph C.., 
Carbondale, Pa. 


OFFICE APPLIANCES, December, 1943 








Juma Savor 
FILE 


e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


C8 asi $27.00 List 
No. MF600G—Legal 
| oer ae $29.00 List 





F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, III. 









3 ee rT] 
Pe fw “NICK & PULL 
WITH PATENT STRING FEATURE 


IN 2 2 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





Ilaisdell vencir to 


PHILADELPHIA PA 
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All Wood Portable 





No. 550W 


$Q00 list less 


discount 






Made of selected 
hardwood. Tops 
are five-ply ve- 
neer. 26 inches 
high. Tops 14x 
17'/y inches. 


Two inch easy 
rolling casters as- 
sure utmost por- 
tability. 


Finished in office 
furniture dark 
olive green. 


Here is a stand designed and constructed for ENDURANCE, 
EFFICIENCY and ECONOMY. It features a sliding leaf that 


ejects from either side and adds 12 inches 


to top when opened. 


Twin staggered doweling used throughout. Shipped set up, 
ready for use, individually cartoned. Shipping weight !5 Ibs. 


© e ORDER TODAY e@ e 


METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 











THANK YOU 


For the opportunity of serving 


your Trimming Board needs in 1943. 


Best Wishes For 1944 


and 


SEASON'S GREETINGS 


TAY 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave. 


CHICAGO, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern N. tL. & K. W. Zeagier, 1709 Ww 
Bivd., Daiias, Texas—Texas and Okla. Eighth St., Los Angeles, Cal. 
Milton Stone, 30 Church St., New R. E. Morter, Ind., til., Mich., Ohio, 
York City, covering New York. 2523 W. 109th Pi., Chicago, I!! 
Harry Henke!, 6200 Castile Dr., S. Lichtenstein, 1228 Locust Ave 
Oakiand, Cal. Philadelphia, Pa. 
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LLEWELLYN MARKS 20TH YEAR IN BUSINESS 

October 1 marked the termination of 20 years of 
service for the R. H. Llewellyn Company, 39 Hanover 
Street, Manchester, N. H. Since 1923 the Llewellyn 
organization has been rendering: distinguished service 
to New Hampshire business men on office planning, 


opmrriicarere 





meee co i 


"STATIONERY — 
OFFICE SUPPLIES, 






MHCOLMA>.s* 


PHONE 
NUMBER ONE 


LLEWELLYN STORE AND WAREHOUSE IN MANCHESTER 


filing and accounting systems and has served as head- 
quarters for gifts, social stationery, engraving and 
greeting cards in the Manchester area. 

The company maintains a retail store and a ware- 
house where seasonal stocks are accumulated and held 
for seasonal deliveries. Postal cards announcing the 
anniversary were recently transmitted to customers, 
entitling the bearer to a free twentieth-anniversary 
souvenir. 

°—- ¢ 


HARRY SHORT MAKES FLORIDA TRIP 


Taking advantage of the seasonal lull in traveling 
his territory, Harry L. Short, representative of Co- 
lumbian Art Works Company and Oakville Company, 
took Mrs. Short with him for a three-weeks’ vacation 
at West Palm Beach, Fla., where they had the oppor- 
tunity of visiting their son, Neill Short, who is in 
training there for the armed forces. The young man 
made an excellent record in military school before 
the United States became engaged in the war and 
is continuing the good work as a pupil of Uncle Sam. 


ee 
MRS. DOROTHY AMES BREAKS WRIST 


Back in October Mrs. Dorothy Ames, manager of 
the New York office of the Ames Supply Company, 
broke her left wrist in an accident that occurred in 
her office. She was standing while participating in a 
conversation, was bumped into by someone hurrying 
along and fell to the floor. The injury was of the type 
that takes a long while to heal but it did not put Mrs. 
Ames out of circulation. In fact, shortly after the 
accident she hurried to Chicago on a business visit 
that lasted several days in the early part of November. 
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| Top Notch 
| Post War Uuality 


in Office Chairs Made Now —is the 


i New Indiana Chair Eo. 
Guaranty 





In maintaining our pre-war standard of quality 
in the chairs we now manufacture, we believe 
we have served both dealer and user to far better 
purpose than if we had let everything go in an 
attempt to skyrocket production. 


When we went into war time production, prac- 
tically the only change was in the swivel action, 
that part which was vitally affected by with- 
drawal of metals from our use. In preparation 
for the time when metals will be restored gen- 
erally to civilian use, which we hope will come 
not too long after Victory, we now present our 
guarantee of wood swivel replacement. 


Arrangements have been perfected by which all 
New Indiana Wood Swivel Chairs now in use or 
to be manufactured, may be refitted with a stand- 
ard quality chair iron of the same general con- 
struction employed in our pre-war chairs—to be 
done after Victory Day and when metals are 
again available. The replacement job will be 
very simple, involving only a metal plate, sleeve 
and washer in addition to the chair iron, and will 
result in life-long, first-rate service. 


ALSO we now have available another im- 
provement in reclining chairs . . . . wood springs 
which result in smoother tilting action and utmost 


resiliency. 


Office equipment dealers will readily understand 
the importance of these outstanding improve- 
ments and their general effect on future sales. 
Please note priority on all your orders to us. 





No. 408 
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NEW INDIANA CHAIR CO. 


JASPER, INDIANA 


148 OFFICE APPLIANCES, December, 1943 











wrrinunee 


AFrFFRI AMNMNWN EO, vecemoer, ‘79 





943 











SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 

Social stationery is receiving the attention of local 
stationers, much effort being exercised in arranging 
displays and promoting sales. The social stationery 
department of Paul Anderson Company has been en- 
larged and stocks and displays rearranged. Here much 
credit must be given to feminine members of the sales 
staff who, being natural housekeepers, have taken it 
upon themselves to see that the stocks are kept clean, 
well-arranged and well-displayed. 

At Maverick-Clarke, the social stationery depart- 
ment, under the capable management of Mrs. Ruby 
Teller, has again been enlarged to take care of in- 
creasing stocks and sales. Mrs. Margie Clark, for- 
merly with the staff of this department, has returned, 


and Mrs. Hazel Nunn and Miss Doris Forster have | 


been added. 

The Clegg Company, always among the leaders in 
the effective display and promotion of merchandise, 
have given due attention to their social stationery 
department with good results. Stocks have been en- 
larged, new lines added and displays designed which, 


combined, have resulted in a good increase in sales. | 


i eo 


The Clegg Company is using a calendar blotter as 


an advertising feature that is being well received. | 


Printed in three colors, it features some historical 


scene of the city with a brief descriptive sketch con- | 
cerning the scene, and, in one corner is the calendar | 


for the month. Attractive, convenient and of real 
service, they are becoming a popular item. And, of 
equal importance, no effort is made to kill the effec- 
tiveness of the card with an excess of advertising. A 
brief summary of the services offered, the name of the 
firm, telephone number, and the business slogan, 
“Quality Is Not Accidental,” completes the work. 
* - * 

Maverick-Clarke have inaugurated a pension plan 
for their employees which provides 40 per cent of the 
average salary received previous to retirement. What- 
ever is necessary to add to the social security benefits 
in order to add up to 40 per cent is paid for by the 
firm. For employes receiving less than $100 per month, 
the payments are arranged to equal 50 per cent. 

~ a * 

Lt. James H. Smith, son of J. Andrew Smith, J. 
Andrew Smith Company, has completed his training 
for the aviation and is now a co-pilot on a bomber. 


* * * 


Business at the Zimmerman Typewriter Company, 
with offices in the Milam building, has showed con- 
tinued increase, necessitating the addition of two 
more to the staff. Miss Muriel Putnam, formerly of 
Chicago, mas joined the firm as saleslady. And Miss 
Yolanda Lianza has joined the organization as office 
manager and her ability in the handling of telephone 
calls and solicitations is reflected in the good increase 
in the sale of supplies and repairs the business has 
experienced. G. C. Zimmerman is proprietor. 

” + a 


Southern Sales and Service rounded out its fifth 
year in business on October 10, bringing to an end 
another year of continued business progress and ex- 
pansion. Starting out in a small way, P. F. and W. P. 
Southern, have worked hard and, as a reward, now 
have one of the leading firms of its kind in the state. 
The firm is distributor for Woodstock typewriters in 
San Antonio and 16 adjacent counties. They are also 
distributors for Diebold filing equipment, Barrett add- 
ing machines, Safe-Guard checkwriters, and are offi- 
cial service representatives for Stenotypes. In addi- 
tion the firm has a complete stock of business machine 
replacement parts and accessories, and office supplies. 

Three years ago the firm gained national prom- 
inence when they offered a complete course in typing 
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A full line of card files is offered in all standard sizes. 
Smooth working side suspension, heavy duty wood con- 
struction, standard green finish. Also— 


Legal and Letter Sizes 


2-drawer 3-drawer 4-drawer 


All made of the same excellent construction. 
The demand for this merchandise is great. Write for 
particulars. 


BUSINESS EFFICIENCY AIDS 


Makers of “TIME-SAVER” Office Equipment 


P. O. Box 258-J Skokie, Illinois 
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Be sure to look in- 
to this systematic 
and protective fil- 
tg method ; insures 
utmost safety for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph Ca 


TECHNY, ILLINOIS 
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MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
DELIVERY 


6 
LIMITED 
QUANTITY 
€ 


36x48 
NATURAL 
COLOR 

1 IN A CARTON 











OFFICE SPECIALTY Meg. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 











INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 









% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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at a modern secretarial school with every typewriter 
sold. The firm received many inquiries from dealers 
over the country asking for more information on this 
plan, and it was kept in effect until typewriter sales 


were frozen. . 
Bruce Tom, who started with the Southern brothers, 


is in charge of service. 
—<—=>-e - 


PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 





The J. K. Gill Company at Portland, Ore., with a 
speedy 24 hour service in pen repairing for all comers, 
has been building up inordinate interest in its spacious 
first floor pen department. Many drop in to view its 
parade of pens which are featured as “The Largest 
Display of Pens in the Northwest,” according to this 
pioneer pen and stationery house of that section. 


* * ad 


Earl Navin, representing Eddie Vine, popular pur- 
veyor of fountain pens, greeting cards and allied 
articles in Seattle, was a featured speaker at the city’s 
celebrated Victory Square, when he explained the 
slogan “Take a Serviceman Fishing.” Under leader- 
ship of Mr. Vine, whose pen shop is on Union street, 
many thousands of visiting servicemen and service- 
women have been given the thrill of a lifetime fishing 
for 50-pound salmon, winning not only the fish but 
cash awards for biggest specimens. Soldiers, sailors, 
WAVES and WACS have Mr. Vine and his associates 
in the Poggie Club to thank for these delightful out- 
ings and unique entertainment. Mr. Vine himself is 
an expert salmon fisherman and has been guide and 
mentor to many a fishing party. 


* * * 


Featuring stationery, office and school supplies, the 
Salishan Variety Store, under management of Hy 
Fields was recently opened at the corner of Forty- 
fourth and Portland Avenue, Tacoma, Wash., with 
store hours from 9 A.M. to 7 P.M. 


* * * 


Harry L. Sloan, International Business Machines 
Corporation at Portland, Ore., has recently been 
elected to the exclusive circles of the Quarter Century 
Club of the business machines organization. The Port- 
lander is now among the tried and true veterans of 
IBM since the Quarter Century Club is composed of 
oldsters who have completed 25 years of service to the 
company. Mr. Sloan has spent all but three years ef 
his service with the company on the Pacific Coast, 
joining IBM in 1918 as a member of the clerical force 
in the Los Angeles, Cal., office. He later served as sales 
agent in Los Angeles and Indianapolis, coming to 
Portland in 1938, where he has made a wonderful sales 
record. 

—>- —— 
NATIONAL POSTAL METER MOVES NEW YORK 

HEADQUARTERS TO ROCKEFELLER CENTER 


The New York branch of the National Postal Meter 
Company, Inc., is now located at 610 Fifth Avenue in 
Rockefeller Center. The new headquarters were opened 
on October 1. The offices at the new address are 
located on the fourth floor of the French Building, the 
new quarters having been completely equipped with 
beautiful, as well as practical, furnishings. 

Manager of the new home of NPM is Walter Logan, 
who has returned after serving for a year on a special 
Government assignment. He will be assisted by J. E. 
Crosby, who has been serving as branch manager 
during Logan’s absence and who will continue to direct 
sales and service in the Newark office as well. W. E. 
Eckert will be general office manager. 

A well-equipped display room will be maintained at 
the new address, where a full line of NPM machines 
still obtainable will be featured. 
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THE FINEST IN THE WORLD! 





YELLOW 
STENCILS 





ATTENTION PURCHASING AGENTS! 


We'll be glad to send you Klean Write or Supreme Yellow 
Stencils strictly on a trial-guarantee basis. Write for sam- 
ples today! 
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THOMAS H. GIBBONS & CO. 


509 SOUTH FRANKLIN STREET - CHICAGO 7, ILL. 
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HOLIDAY SPECIALS FOR 
IMMEDIATE DELIVERY 
Order by number. Prices shown subject to 
usual trade discount. All quotations F.O.B. 
Chicago, Ill. 





























Pocket Secretary 





MEN’S BILLFOLDS LADIES’ TWO-TONE BILLFOLDS 
$-300 Ostrich Grain and Steer Grain .................... _ $36.00 dz. $-120 TOD: REIS feacasti iicisericcenvesesinccipissonconsns $21.60 dz. 
427 ee IE SE sccccreneseerecsvescosensetonsssis .. 36.00 dz. LS-125 With Snap Button Change Purse and Card 
SM-5 Stitchless Black MOrocco .....cccccescsssseessseeeseeeee 60.00 dz. COINS cicstindenssdsdeemctssntiserncers 30.00 dz. 
M-24 Black and Brown English Morocco with LSW-125 Same as above and with window ................. 30.00 dz. 
EE ETT TAT 48.00 dz. FS &FSW-125 Same as above with Tab instead of Snap 
G-4 Two-tone Pin Grain and Mexican Design .... 54.00 dz. RIOR: b scenceecssos ene Stbeusibantessesisespnoreipietes 30.00 dz. 
G-3 Brown and Black Soffian and British FM-175 Morocco with Tab Change Purse and Card 
EELS 72.00 dz. COUNTING. i aise etn ccnccsivevsvtarniotoiaes 42.00 dz. 
G-5 Two-tone Brown Calf, Black and Brown FMW-175 Same as above with window .........cccccccceees 42.00 dz 
Soffian and Black Morocco ou... 72.00 dz. MM-200 Morocco with Snap Button gusset Change 
POCKET SECRETARIES Pocket and Card Compartment ............ 43.20 dz. 
AM-434 Se EE a 36.00 dz. MMW-200 Same as above with window ..........cs:0s00 43.20 dz. 
AC-434 FR he SSE ah LA 38.40 dz. LP-250 -Pigskin with Snap Button Change Purse and 
AP-434 I Aa lacie iacilll lisse nansehieiSasopnonsincs 42.00 dz. Card Compartment ..........cssssssssssesenneeeen 48.00 dz. 
ADDRESS BOOKS LPW-250 Same os above with window Coccvccevccccocscccsosce 48.00 dz. 
K-72 Brown, Black, Green, Blue and Red Leather LC-250 Brown, Lizard Grain and Saddle Calf, same 
SS 14.40 dz. OR BIE FINO Saran bidclpeecertitrestcnstesics 60.00 dz. 
K-108 Red, Green and Maroon Soffian Leather LCW-250 Brown, Lizard Grain and Saddle Calf, same 
with Gold Edge and Index ......c.cccececs-.. 21.60 dz. RI OE TN ie etlersinatsiencinininlossien 60.00 dz. 
K-60 Tan and Blue Leather Memorandum Books All Ladies’ Billfolds come in Assorted Colors. 
gS SN plete al 12.00 dz. PASS CASES 
LEATHER PICTURE FRAMES RRXL TS ee 24.00 dz. 
121-1 Frame for Single Picture 2”x2'4" ..cccssssscsssee 18.00 dz. BSRR SEE TERE IY See 24.00 dz. 
121-2 Frame for Two Pictures 2”x214” ooo..cccecceeceeee 18.00 dz. RRXL-84 PIII: RUN i iE ces cha beartreagnien 33.00 dz. 
121-3 Frame for Three Pictures 2°x24”" ooo....cceccceeee 27.00 dz. RRXL-96 PARR eID be sicscasthsctsentathcsientvecesonsiniovedeasees 36.00 dz. 
122-1 Frame for Single Picture 2%”x3¥2") ooeccccsesee. 28.80 dz RRXL-114 Light Brown Cowhide .....cccccecscssessssssecsecseeseees 36.00 dz. 
122-2 Frame for Two Pictures 2%2"x3¥2” coccsesscsseee. 28.80 dz. RRXL-184 Dark Brown Cowhide ......cccsssssssssssssessssseeseen 36.00 dz. 
122-3 Frame for Three Pictures 242"x31” ............. 43.20 dz. RRXL-114 IE SAID | eo ccirectsasinscnntsacisovcssccssineeeyes 36.00 dz. 
123-1 Frame for Single Picture 3”x4¥2” ........cecn 43.20 dz. HSRRX IN LIONS Sicciches snus ectrlattasatbabinsaesinninsebeteies 36.00 dz. 
123-2 Frame for Two Pictures 3°x412” oo....ceccssseee 43.20 dz. RRXL UIE: MPRIIUOY: stteininsvensensenssteneinivcenciseseiascorsesn 36.00 dz. 
123-3 Frame for Three Pictures 3x42” ..........000.. 64.80 dz. ARR Blue Calf (snap button ) .........ccsesseeseeeseeees 33.00 dz. 
In various colors of Morocco, Brown Calf, Natural Goat and Pigskin BCRR Black and Brown Calf (snap button) .......... 36.00 dz. 
with Hand Turned Edges. RRXL INE IU seinccasctlitdiaitectntaminatelsiniceniecsnalens 36.00 dz. 
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IN OTHER LANDS 
(Continued from page 48) 
paying tribute to the retiring chairman—wW. G. Gled- 
hill, T.D., M.A.—reminded his listeners that Mr. Gled- 


hill was first time elected chairman in 1923 and had 
served on the committee continuously since that date 


and that the industry owed to him a great debt of | 


gratitude. 


Edgar Smith continues in office as honorary secre- | 


tary. 

At the luncheon which followed the meeting, Major 
E. C. Rylands, Carter Parratt, Ltd., responded to the 
toast, “The Visitors.” Having been away from the 
association for the past four years, he said he was 
very much impressed with the proceedings. He and 
the other guests had been very much impressed by the 
dignified way in which everything proceeded and the 
obvious harmony which existed. The association ap- 
peared to have great unity, great friendliness and 


great strength, three things which are a great achieve- | 


ment in any association and especially in the short 
time which the OATA has existed. He had been away 
long enough to have his perspective restored and to 
say with authority that it was a good association. 
—SSE 


>< 


EXECUTIVE OF LONDON STATIONERY CONCERN 
EXTENDS INVITATION TO U. S. SERVICE MEN 
A most interesting and congenial communication, 

dated October 20, was received recently by Orrice Ap- 


PLIANCES from W. C. Eaton, sales manager of Carter- | 


Davis, Ltd., London manufacturers of continuous form | 


stationery. 

The most impressive idea to be found in the commu- 
nication is the wholesome and sincere expression of 
Mr. Eaton’s desire to be of service to American fight- 
ing men and to have the opportunity of entertaining 
some of them in his own home. The letter begins by 
outlining briefly the writer’s background (which began 


as a youngster) in the office appliance field. His entire | 
career, he stated, had been linked with mechanized | 


accounting .systems as a demonstrator, installation 
clerk, salesman and sales manager. Six years of this 
work had been spent in eastern and central Europe, 
the last eight in the position he now holds. 

The letter continues: 


“In view of the close interests which bind members | 


of the Office Appliance Trades Association—more espe- 
cially today when we are all brothers-in-arms—I would 
like it to be known that I would consider it a privilege 
and a pleasure if I were given an opportunity of wel- 


coming to my home here in London some of your lads | 


now in England. 

“Compared with pre-war standards, luxuries and 
certain comforts are limited, and cars are laid up for 
the duration. Comforts taken for granted in those far- 
off happier days are now considered luxuries; never- 
theless, we still have our homes (in spite of air raids), 
a spare room or two for visitors, comfortable beds, 
plenty of hot water baths, easy chairs before cheerful 
bright fires and, believe it or not, really plenty of good 
plain fare to eat. Compared with conditions in most 
Continental countries, we have indeed much to be 
grateful for. 

“This question of food I discussed with a number of 
your lads whom I was privileged to meet when I at- 
tended the official reception and luncheon at the 
Dorchester, which was atteaded by Mr. Winant, and 
which took place on July 5 instead of the official date, 
July 4. All these boys expressed surprise to find food 
so plentiful. 

“If you know of any members with a son over here, 
and you think it would please them to have a home 
to come to, please do tell them I would be very happy 
indeed if the boys looked upon my home as their own; 
they would be treated as one of the family, given a 
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| BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 


inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. 





NEW YORK, N. Y. 








GRAPHIC 
GELATINE 
ROLLS 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, and dependability. 
Made of fine materials they keep their fine 


uniformity 


copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
Two and four surface Oak 


Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 


containers. 
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PAPER TRIMMERS 
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Patent No. 2,185,985 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are doing 
our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad to 
care for your needs as we have in the past. Just now, it’s 
Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 





AMERICAN PHOTO LABORATORIES, INC. 





s 28 N. Loomis St., Chicago 7, Ill. 












When 


canso we 
<a evel and, O~ u.% 





Bucki You Are 
DICTATOR Asked 
"Typewriter Riinbon - 





Supply 
Silk 
Ribbons 


you will have to state that silk is being used for 
parachutes and other war equipment, leaving no 
surplus for typewriter ribbons. 


BUT 


You can confidently suggest the new BUCKEYE 
DICTATOR cotton ribbon as a remarkable substi- 
tute, both for standard or electric machines. 


Ready now, after months of exhaustive prepara- 
tion and testing. Send for sample. 


The 


Buckeye Ribbon & Carbon Co. 
Cleveland, Ohio 
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latch key and may share and enjoy whatever comforts 
we possess. 

“Even though food IS rationed, I might mention we 
still seem to find a few bottles of our favorite brand 
of whiskey and other cheerful spirits in our cocktail 
cabinet; merely in passing I mention also that our 
cabinet at home does not possess a key. 

“Much I could write about London, and about your 
boys who seemingly are having a really enjoyable time 
‘doing the sights,’ usually in crowded taxi cabs flying 
around here and there. I might add that it is still 
possible to hear an English voice in the streets. An 
enterprising photographer is doing a ‘roaring trade’ 
with these cheerful kids from America by advertising 
they can have a picture taken dressed in full ‘kilt- 
outfit’ which he provides for the occasion. The ‘old 
folks at home’ must get a thrill when they receive a 
picture of their offsprings dressed in that very attrac- 
tive, but rather draughty, outfit. 

“I will leave the matter to you to decide whether 
or not you consider some of your readers would be 
interested in my humble offer of hospitality. One 
thing, however, I would like you and them to know 
is that while most things in England are rationed, 
our thanks and our sincere appreciation for all that 
America has done—is doing—and will do—is NOT 
rationed, and never will be. 

Very sincerely yours, 
(signed) Cyril Eaton.” 

“PS. I have just returned to the office after enter- 
taining at luncheon a very young pal of mine who 
has been abroad for over two years. He returned last 
week from Sicily where he had spent some weeks with 
a friend of his as a patient in an American hospital 
—these two lads were the only British patients in this 
hospital. His words were that as long as he lives, he 
would never forget the kindness, the attention, and 
the hospitality which was extended to him and his 
friend by the American staff. At times he said it was 
even rather embarrassing, as certain people from 
American welfare societies who periodically called to 
the hospital with cigarettes and other gifts for the 
patients, always insisted on seeing the ‘two British 
lads first.’ Even at the risk of being considered rather 
old-fashioned, I have no hesitation in saying, ‘God 
bless you all for your grand generous spirit.’” 

(Ep. Note: After a cordial invitation of the caliber 
Mr. Eaton has extended to men of the American 
fighting forces in England, it would be most ungrate- 
ful not to accept. We urge all readers whose former 
staff members are now serving in the American armed 
forces in London to ask them to drop in and at least 
say “Hello” to Mr. Eaton. He’ll be found at Carter- 
Davis, Ltd., 20 Queen Elizabeth Street, Tower Bridge, 
S.E. 1, London, England. 

—=—e 
FORMER MANIFOLD EMPLOYEE DECORATED FOR 
GALLANTRY IN ACTION IN SICILIAN CAMPAIGN 

One of the service stars on the 70-star service flag 
of the Manifold Supplies Company, Brooklyn, N. Y., 
represents Cyrus J. Scarpulla, formerly employed in 
the company’s carbon department for a number of 
years. That Cyrus is making good in the service of 
“Uncle Sam” is attested by the fact that on October 
3 he was awarded the “Silver Star’ medal, the citation 
on which reads as follows: 

“Cyrus J. Scarpulla, 32116988, Private First Class, 
Company L, 39th Infantry. For Gallantry in Action. 

“On the llth of August, 1943, in the vicinity of 
Randazzo, Sicily, at the time when the battalion com- 
mand post was dependent entirely upon foot messen- 
gers for communications between units, Private First 
Class Scarpulla volunteered to deliver a vitally im- 
portant message to the battalion commander. The 
location of the command post was uncertain and the 
area through which he had to travel was being heavily 
shelled by enemy artillery and mortars. With deter- 
mination uppermost in his mind, Private First Class 
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LATE NEWS ABOUT 
UPHOLSTERY LEATHER 


Due to heavily increased demands for leather by our 
armed forces, manufacturers of upholstery leather have 
found it necessary to drastically curtail the production 


of such leather for non-military use. 


On all orders for leather to be used for chairs, other 


than those go.:ng directly to our armed forces, we are 
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' required by our sources of supply to furnish them with 

1 - . - 

the end-use symbol of the ultimate consumer. If end-use 

; symbol cannot be supplied, name of the consumer and 

1 his classification in the war effort must be given. This 

S 4 

s information is then forwarded to the War Production 

n . . . . . - 

0 Board whose responsibility it is to affirm or deny the 

e . ‘ , , 

h upholstery leather manufacturer's application to process 

T 

d such leather. 
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" It is in your interest as well as ours to have a clear 

“ understanding of the present leather upholstery situa- 

4 tion. And it is consistent with our policy of being of 

a service to the trade to publish this as promptly as 
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Well both be behind the 8-Ball 
on rush orders this transfer time 


This situation definitely is not to our liking, for we have 
always made customer service the big gun in our opera- 
tions. We haven't changed, but conditions have. Raw 
material limitations, overtaxed transportation facilities, lim- 


ited manpower are factors beyond our control. 


i 
i 
: 
: 
; 


We anticipate being able to supply the major part of all 
our customers’ requirements this transfer time. BUT, we 
are both going to be behind the 8-Ball on rush orders, so 


don't delay your order for any reason. 


| RATA A Aah BE tits aoe 


Make this transfer time TRANSFILE and GUSSCO time just the 


same as always but we say again do not delay. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 


 _- a f «oe 
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Scarpulla reached the command post and delivered the 
message. His personal courage, devotion to duty and 
refusal to turn back without completing his task ex- 
emplifies the highest traditions of the service. 
Residence: Long Island City, New York.” 

It’s courage of the type displayed by Scarpulla that 
makes it a certainty that the Axis cannot hope to be 
victorious. OFFICE APPLIANCES joins Manifolding Sup- 
plies in hailing its hero, Private First Class Scarpulla, 
for a job well done. 

2 


SHEBOYGAN NAMES ASSISTANT TREASURER 

Joseph J. Francis, for 17 years a member of the ac- 
counting department of Sheboygan Chair Company, 
Sheboygan, Wis., has been named assistant treasurer 
of the organization, according to an announcement 














JOSEPH J. FRANCIS 


just released by the company. The appointment comes 
as a well-earned reward for faithful service. His long 
experience with the company fits him admirably for 
the new responsibilities he assumes as an officer of 
this pioneer Wisconsin concern. 





ee 


WATERLOO FIRM PASSES 75-YEAR MARK 


Matt Parrott & Sons Company, Waterloo, Ia., 
printers, binders, stationers and office outfitters, in 
November marked their seventy-fifth anniversary in 
business, a record matched by few organizations in the 
industry today. 

Matt Parrott, founder of the business, moved to 
Iowa from Schoharie, N. Y., in 1856. He worked on the 
Davenport Evening News and the Burlington Hawkeye, 
then went to Anamosa and entered into a partnership 
with C. L. D. Crockwell in publishing The Anamosa 
Eureka. In 1868, together with J. S. Smart, he pur- 
chased the Jowa State Reporter at Waterloo. A book 
bindery was added, and the business of manufactur- 
ing blank books for public records was actively started. 
He was always intensely interested in civic and re- 
ligious affairs and was a 32nd degree Mason. He also 
served six years as State binder, eight years as state 
senator and two years as lieutenant governor. He 
died in 1900. 

Present officers of the Parrott organization are 
W. F. Parrott, president, and J. S. Parrott, secretary. 
In a commemorative leaflet issued by the company in 
celebration of the completion of three-quarters of a 
century of service, it was pointed out that one-sixth 
of the company’s employees have service records of 
30 years or more, one-fourth have served 20 years or 
more, and one-third have been with the company for 
ten years or more. The bulletin also states that only 
through the loyalty, support and encouragement of its 
friends has its healthy growth and long life been 
made possible. 

OFFICE APPLIANCES joins the long line of Parrott cus- 
tomers and friends in wishing the best for the 75-year- 
old organization, and in expressing confidence that the 
company will reach the century mark still delivering 
the same fine service as in the past. 
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THREE WISE MOVES 
to meet WPB Limitation Order L120 


1 Sell customers who insist on 20-Ib. 
weight papers the better grades — 
"A" (100% rag), "B" (75% rag) in 
Berkshire Papers. 


2 Sell a HIGHER GRADE 16-lb. paper 
to those who formerly used 20-lb 
economy papers. 


3 In any event, for full customer satis- 
faction, recommend 


BERKSHIRE tw 
TYPEWRITER PAPERS %"= 6 


uUBA 
svt 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 


























Seating 
America’s 
office workers 
CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how 







to accept, 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. HM. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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Auutocopy 


CLEANSING 
CREAM 


& oz. tubes, 
Yo or | Ib. 


cans 






. of 
LEANSING cre 


Removes Hectograph, Mimeo 
and other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 

the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 
counts, opening a channel of extra profitable business for you. 


AUTOCOPY Seccnporated 


462 West Superior St. CHICAGO 10 











( \ 
9944/100% PERFECT 


In a minutely planned 
and executed Wae 
where movements must 
.dovetail, orders have 
to be transcribed 100% 
perfectly. Impartial 
tests have proven 
Standard tested Cylin- 
ders to be Jeaders in 
clarity, strength and 
clean-cut grooving. For 
the instructive story of 
these tests write for 
your copy of ‘’The 
Voice of the Dictating 
Machine.” 


DICTAPHONES 
EDIPHONES 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 





For 
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WEAR ON RIBBONS 
By G. A. GREENWOOD 


Greenwood Typewriter Exchange 
Worcester, Mass. 

N THE September issue of OFFICE APPLIANCES, a rep- 

resentative of ribbon manufacturers ably defended 
that line against claims made in the July issue, by a 
representative of platen manufacturers, the claim 
being that “war ribbons had depreciated some.” 

Considering an old saying, “Misery loves company,” 
perhaps the platen manufacturers wished to share the 
blame for the dealers complaints that “ribbons are 
wearing out much faster than before the new war 
platens were used.” 

The dealers were not convinced as to the blame on 
the part of the ribbon manufacturers, as cutting of 
the ribbons came about only when the new plastic 
compound was used in the platens. Complaints con- 
tinued to pour in to the platen manufacturers. Eventu- 
ally the complaints bore fruit, because it can now be 
said that the platens are much better, resulting in 
less wear on the ribbons. 

For some purposes the new compound is better than 
the old, and while the platen manufacturer can show 
that the density of the new compound is less than 
the old part rubber compound, some elasticity was 
lost in the new compound. That is what caused ex- 
cessive wear on the ribbons. Sometimes brass is used 
for manifold work, in which case extra wear is allowed 
for, but in general typing, longer wear is expected and 
elasticity of the platen was provided. Perhaps soon 
the government will allow more crude rubber for 
platens, because unnecessary wear is wasteful. 

About the only depreciation or noticeable difference 
in wartime ribbons was that the inking for a time 
was much heavier than formerly, but that now seems 
to have been remedied. So these evidences of im- 
provements are pleasing to the dealers, showing that 
the manufacturers are always on the alert to keep 
things on the upgrade. 

<< - — 
ROYAL PORTABLES TAKE TO THE AIR 

According to a letter recently received by the Roya) 
Typewriter Company from Lt. E. Lyle Goss, USNR, a 
former Royal Portable typewriter dealer with the Uni- 
versity Bookstore in Seattle, Royal Portables are mak- 
ing their mark in American bombers in the Pacific, 
even as they proved their popularity before Pearl 
Harbor. 

Writes Lt. Goss, “We who have gone do keep our 
eyes open for old friends and familiar faces. Several 
cartons with red shipping labels were delivered to 
squadron headquarters recently. The labels struck a 
familiar chord, so I requested our yeoman to open 
them immediately. There they were—seven of them— 
Royal Portables and old friends, tried and true friends. 
proven by years of association. So I welcome these 
portables into our squadron. They will fly in our 
planes and literally pluck messages out of the air in 
our fight for Victory. They are far from home, but 
military censorship will not let me tell you where. But 
they'll be right in there helping “Keep ’Em Flying.” 

DAKOTA TYPEWRITER EXCHANGE SOLD 

Charles Basler, for many years assistant manager 
of the Dakota Typewriter Exchange, returned from 
the Army recently and, together with Fred Gellerman, 
stationery and school supply salesman for many 
years in the Black Hills area, purchased the Dakota 
Typewriter Exchange. The new owners will operate 
the store personally and will continue to represent 
the same manufacturers—A. B. Dick Company, L. C. 
Smith & Corona Typewriters, Inc., Shaw-Walker, and 
Victor Adding Machine Company. 

Christ Frieh, manager of the store for many years, 
will join the R. E. Huffman Company at Aberdeen, 


S. D. 
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‘a STEBCO is first . . . this time with an adver- 
tising campaign in the pages of ForTUNE, LIFE, 
Esquire, and NATION’s Business! STEBCO was first 
with modern construction, with zippers, turned edges 
and plastics. STEBCO will be first in preconditioning 
your post-war market ... by pre-selling millions of 


readers of these important magazines! 


AND PORTFOLIOS -St*NHER- O30 
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RUMOR OF LUMBER 
FREEZE EXAGGERATED 
Numerous frenzied inquiries 
have come to us regarding 
the rumor of a “lumber 
freeze,” so we feel that we 
should devote this page to 
explaining the lumber situa- 
tion as it may affect our pro- 
duction and your sales of 

office furniture. 


The term “lumber freeze’’ is 
ill-chosen, for it does not 
accurately describe the sit- 
uation as I see it.—The term 
suggests a complete stoppage 
in the use of lumber for 
office furniture, as well as 
household furniture, but 
such drastic action is appar- 
ently not needed. The hard- 
wood lumber situation is 
serious, but this material is 
still available for essential 
requirements. 





LUMBER ORDER BEING 
DRAFTED 

A Hardwood Lumber Order 
is now being prepared by the 
various interested Branches 
of WPB, but it does not seem 
to be their intention to de- 
prive us of lumber entirely. 
However, it is obvious that 


WOO 


our consumption of lumber 
will be reduced. The amount 
of restriction will be a mat- 
ter of adjusting our future 
consumption to the supply of 
lumber available. 





ADVISORY COMMITTEE 
MEETING SCHEDULED 
The Industry Advisory Com- 
mittee will meet with WPB 
late in‘ November to discuss 
the drafting of this Lumber 
Order. The fifteen men on 
this Committee are manufac- 
turers from all parts of the 
Country, and represent all 
phases of the furniture man- 
ufacturing industry. Some 
of these Committeemen have 
been selected from large 
companies and some from 
small ones; but each man is 
exceptionally well-qualified 
to act in such a capacity, and 
the Committee represents a 

very well-rounded group. 





INSTITUTE SURVEYS 
INDUSTRY’S LUMBER 
CONSUMPTION 
At the request of this Com- 
mittee, the Institute has 
made a comprehensive sur- 
vey of the office furniture in- 








dustry to determine such 
data as volume of produc- 
tion, quantity of lumber con- 
sumed, grades and _ species 
used, and sources from 
which this lumber is pur- 
chased. A parallel study has 
been made of the household 
furniture manufacturers by 
the two Associations in that 
part of the industry. 


This data has now been de- 
livered to the WPB Advisory 
Committee and the drafting 
of the Lumber Order at the 
November Meeting will be 
based on the contents of our 
combined report. 


The results of this meeting 
will not be known until 
after this issue goes to press, 
but we believe that the evi- 
dence submitted will prove 
the need to continue opera- 
tions in this industry at a 
high level of production. 


Secretary 
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Office Appliances 
INFORMATION SERVICE 





POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 





UNDER THE EMERGENCY 





(Continued from page 36) 


pencils’ and as such are included under the controls 
of Order L-227-B, the War Production Board an- 
nounced on October 30 in Amendment 1 of the order. 
The new amendment was issued to make it clear that 
provisions of the order are not limited to wood cased 
non-mechanical pencils. 

Order L-227-B prohibits the use of certain critical 
materials in the production of wood cased and other 
non-mechanical pencils and pen holders and limits 
quarterly production for each manufacturer to 2014 
per cent of the number of restricted pencils and 24 
per cent of the number of pen holders he made during 
1941. 

© 


WPB INDUSTRY ADVISORY COMMITTEE STUDIES 
LOOSE LEAF AND BINDER METAL SITUATION 

Procurement of iron and steel metal parts and 
units used in the blank book, loose leaf and binder 
industry, and the release of finished parts in inventory 
were discussed recently at a meeting of the WPB 
blank book, loose leaf and binder industry advisory 
committee in Washington. 

Metal used in this industry is controlled by Limita- 
tion Order L-188, proposed changes of which were con- 
sidered by the committee in view of a contemplated 
revision of the order at an early date, Philip S. 
Schneider, assistant director of the WPB printing 
and publishing division, announced today. 

Representatives of the industry presented comments 
and suggestions toward facilitating the manufacture 
of loose leaf and binder parts. Inventories of partly 
finished parts, considerable amounts of which have 
been lying idle for some time, it was pointed out, 
should now be released since freezing them has in no 
way promoted the war effort. This suggestion is under 
consideration by the printing and publishing diivsion. 

Members of the WPB printing and publishing staff 
emphasized that paper used by this industry was be- 
coming critical and stated that such a situation would 
affect the loose leaf and binder industry as it already 
has affected the book, magazine, newspaper and com- 
mercial printing sections. 


a) 
NEW CANADIAN PAPER RESTRICTION ORDERS 


The Wartime Prices and Trade Board has issued 
through C. V. Hodder, administrator of Packages and 
Converted Paper Products, Administrator’s Order No. 
A-950, respecting stenographers’ note books and writ- 
ing tablets, and A-952, respecting school supplies. 


Administrator’s Order No. A-950 


Order A-950 reads as follows: Under powers given 
by the Wartime Prices and Trade Board to the Ad- 
ministrator of Packages and Converted Paper Prod- 
ucts, it is hereby ordered on behalf of the Board: 

Administrator’s Order A-64 was revoked by Admin- 
istrator’s Order A-949. This order replaces the provi- 
sions of order A-64 dealing with stenographers’ note 
books and writing tablets. 

1. No person shall manufacture any stenographers’ 
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REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURN‘SHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 


DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
finest products obtainable any- 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price 1s 
a factor. Excellent results at a 
minimum of cost. 


personal 


All inks manufactured under the 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES! 


INK SPECIALTIES CU., INC. 
531.S. LAFLIN STREET . .*. . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 





161 











ON 








SIT IR ERS NF MER 


| 
. 
| 
| 
: 
| 








An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. not only to serve the war winners of today. but as well, 
the peace makers of tomorrow. 








Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 














~» EXPORTER 


e Published in Great Britain every three 
months this popular Journal contains up- 
to-date news of the activities of British 
Manufacturers of stationery and allied 
lines. A number of lines advertised in 
this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 
regular mailing lists and we shall be 
pleased to send you a copy FREE each 
quarter if you will complete and return 


the form below. 


SEND US THIS COUPON 


BRITISH STATIONER 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 
Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 


(Please attach your business card or letter-head) 


Address 


Date _... 
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note book or writing pad of paper heavier than 16 
pounds for 500 sheets of size 17 inches by 22 inches. 

2. No person shall manufacture stenographers’ note 
books having (a) margin: (b) faint ruling other than 
3, inch apart; (c) down ruling other than center line. 

3. No person shall print on a stenographer’s note 
book anything except the manufacturer’s name and a 
brand name or trade mark used by him prior to the 
effective date of this order. 

4. No person shall manufacture court stenographers’ 
note books except those having: (a) 200 pages num- 
bered consecutively; (b) faint ruling three-eighths 
inches apart; (c) a marginal line one-half inch from 
the left side; (d) two centre lines seven-sixteenths 
inches apart; 

5. No person shall print on the cover of a court 
stenographer’s note book any design or imprint other 
than the following: 

IMPORTANT 
If found, please return to: 


INDEX 


6. No person shall manufacture writing tablets hav- 
ing: (a) less than 35 sheets; (b) backing board 
exceeding .025 caliber; (c) a printed backing board. 

7. No person shall print on the cover of a writing 
tablet anything except the manufacturer’s name and 
a brand name or trade mark used by him prior to 
the effective date of this order. 

8. Every person who manufactures note size (5 
inches x 8 inches) writing tablets of white woven paper 
weighing 16 pounds for 500 sheets 17 inches x 22 inches 
and containing less than 51 sheets shall comply with 
the following specifications: (a) blotter cover only; 


(b) one color printing; (c) paper strip back; (d) pack- 


aging—units of 20 or multiples thereof. 
9. This order shall be effective on and after Novem- 
ber 15, 1943. 


Administrator’s Order No. A-952 


Order A-952 reads as follows: Under powers given 
by the Wartime Prices and Trade Board to the Admin- 
istrator of Packages and Converted Paper Products, 
it is hereby ordered on behalf of the Board as follows: 
Administrator’s Order A-64 was revoked by Admin- 
istrator’s order A-949. This order replaces the provi- 
sions of order A-64 dealing with school supplies. 


Scribblers, Exercise and Practice Books 


1. No person shall manufacture students’ scribblers, 
exercise or practice books except in the sizes and 
according to the specification set out in Schedule A 
hereto; provided that a variation of one-eighth inch 
in the size of headings or margins shall not be 
deemed a contravention of this section. 

2. No person shall use, in packaging students’ scrib- 
blers exercise or practice books. (a) a band exceeding 
6 inches in width; (b) a package, band or label 
printed or designed to the purchaser’s specification; 
(c) a design for a package, band or label which he 
did not use prior to April 16, 1942. 

3. No person shall print on the covers of students’ 
scribblers, exercise or practice books except as speci- 
fied in schedule B hereto. 


Loose Leaf Binders and Refills 


4. No person shall manufacture loose-leaf refills 
for school use except in accordance with the speci- 
fications set out in Schedule (c) hereto; provided that 

(a) a variation of one-eighth inch in the dimen- 
sions of margins and headings will not be deemed to 
be a contravention of this section; (b) this section 
shall not apply to graph paper. 

5. No person shall use, in the packaging of loose 
leaf refills for school use; any design for packages, 
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STORAGE AND 
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Combination Storage 
and Wardrobe 
Cabinet 
Equipped with 4 shelves 

”"  72"H x 18”D 


$56.75 


WARDROBE CABINETS 


Steel-like storage and 
wardrobe cabinets made 
of pressed wood. Stur- 
dily constructed. Fin- 
ished olive green 
enamel. The doors are 
thoroughly reinforced 
and are equipped with a 
locking device controlled 
by a paracentric lock in 
the right hand handle. 


in 





3618C 


No. 3618R 
Wardrobe Cabinet 


Equipped with 1 shelf 
and 1 coat rod 
36”°W x 72”°H x 18”"D 


$50.00 


coat rod 








No. 3618S Storage Cabinet 


ished in 
Equipped with 4 adjustable shelves 
36”W x 72”H x 18”D No. Cl 
$55- 1 Tray 


2 Tier Tray 


Additional 





WOOD DESK TRAYS 


Round cornered, 
Beautiful appearance. 
tom protects desks surfaces. 
stacked to any desired height. 


olive 


seasoned plywood. 
Full feet bot- 
Can be 
Fin- 


green. 

292 LETTER SIZE 
$2.00 
$5.00 


Set “Build Up” Posts 
$1.00 per set 





«all 








BLUE PRINT CABINETS 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 24%,” x 39”. Made of seasoned plywood 
Drawers glide smoothly and easily. Material filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets cn 
be bolted into solid batteries. 23%” high including 
base. 


















PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed handles at 
each end. Guide rod operates 
in a depressed groove 


brass 


designed for eye- 
letted operation. 


No. 458W 
$29.00 


Height 30” 


Lower compartment 
12%” x 11” x 24” 


Upper compartment 
1234” x 10%” x 24” 






“"s x 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 


NEW YORK 
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Seasons Greetings 





In the midst of this 


it is a real pleasure 








ee : to pause and extend to 
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ZZ Holiday Greetings. 
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INDIANA DESK COMPANY 


JASPER INDIANA 
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bands or labels which he did not use for that purpose 
prior to April 16, 1942. 

6. No person shall manufacture for school use loose- 
leaf binders except for use with items 1 to 6, inclusive, 
of schedule C. 

Examination Pads 


7. No person shall manufacture examination pads 
except in accordance with the specifications set out 
in schedule D hereto. 


Unpunched, Ruled, Cut Paper 


8. No person shall manufacture unpunched, ruled, 
cut paper for school use except in the rulings and 
sizes specified in schedules A and D, provided that 
an increase of not more than 14 inches in height or 
both dimensions of the paper shall not be deemed a 
contravention of this section; provided also that this 
section shall not apply to the ruling of foolscap or 
examination cap. 

9. This order shall be effective on and after Novem- 
ber 15, 1943.—RC. 

i) 


NEW AMENDMENT TO ORDER L-227 RESTRICTS 
SALE OR TRANSFER OF FOUNTAIN PEN PARTS 
The War Production Board on November 16 an- 

nounced an amendment to Order L-227 to prevent 

the sale or transfer of fountain pen parts for uses 
other than those specifically permitted by the order. 
Order L-227 permits the use of fountain pen parts 
for production of fountain pens, including dip pens, 
for general distribution on the basis of a certain per- 
centage of each producer’s 1941 production. 
Production to fill orders for the Army, Navy, Mari- 
time Commission, War Shipping Administration, the 

Government of Canada, Lend-Lease and for export 

items covered by a license issued by the Office of Eco- 

nomic Warfare must be specifically approved by the 

War Production Board. 

Fountain pen parts may also be used or resold for 


repairs. 
o 


WPB AMENDS LIMITATION ORDER L-142 

Control over the distribution of vault doors was 
established by Limitation Order L-142 (Metal Doors) 
as amended October 20 by the War Production Board. 

Originally covered by Supplementary Order L-13-a 
(Metal Office Furniture and Equipment), vault doors 
were removed from the jurisdiction of that order by 
Interpretation No. 1 in June, 1943. L-142 as amended 
in October provides control over sale as well as man- 
ufacture of vault doors and is designed to direct exist- 
ing inventory into essential military uses. 

Vault doors may be sold only to fill Army and Navy 
orders for specified uses or to fill civilian contracts 
approved by WPB. For the latter, application is made 
by letter giving full details showing the essentiality of 


vault doors, why metal clad wood doors cannot be used, | 


and so on. 

Added to specific military uses as already listed are 
doors for vaults in hospital administration buildings, 
and for narcotics vaults in hospitals, dispensaries, and 


clinics. 


SERENE fos 02 AER 
SCHOOLEY ISSUES INSTITUTIONAL FOLDER 

The Schooley Printing & Stationery Company, Wal- 
nut at Fifteenth, Kansas City, Mo., believes in making 
advertising do double duty—that of boosting the 
nation’s War Bond sales and at the same time remind- 
ing customers of the products and services still avail- 
able. Recently, Schooley issued a well-planned four- 
page folder in an attractive red, white and blue color 
scheme. 

The first page of the folder urged the purchase of 
War Bonds, not only as a splendid investment, but as a 
means of hastening the coming of Victory Day. The 
center spread of the folder gave an interesting resumé 
of some of the changes that have come about in busi- 
ness methods and reminded customers of the com- 
bined services available at Schooley’s. Half of the 
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PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 











Complete details on request 


| ALLEN & COMPANY 
| DEPT. ™ 

| 11-13-15 Vandewater St., 
+ New York, N. Y. 























FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 


State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 
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UNUSUAL 
OPPORTUNITY 
AND FUTURE 


for man 








possessing thorough knowledge of ex- 
ecutive office furniture. Position open 
to assist executive of quality firm. 


Must have exceptional sales personal- 
ity, be able to handle large amount of 
detail and correspondence, and super- 


vise floor display. 


Please reply to BY-258, care Office Ap- 
pliances, 100 East 42nd St., Room 
1023, New York 17, giving qualifica- 
tions and experience. 








NON-RUBBER 


Typewriter 
Keys 
. 


The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 


Speed Key Mfg. Co. z2cins 







330 Columbus Place 
Brooklyn 33, New York 
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HONOR ROLLS 
* PLAQUES x 


A War-Time Active 
Money-Maker 

Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field 
And .we give you every co-operation 
on orders of all types. 

Send for illustrated literature. 


UNITED STATES BRONZE SIGN 00. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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back page was devoted to the plugging of one par- 
ticular product, manifold forms, the other portion for 
the general title, “For VICTORY today and SOUND 
BUSINESS tomorrow,” and for the address. 


nm-nsnissiciaialainiadaedailennes 
FREDERICK POST COMPANY INTRODUCES NEW 
WEEKLY CALENDAR WITH GIANT-SIZE DATES 
For the drafting room or office where easily-read 
dates are important the new 1944 calendar now being 
distributed by The Frederick Post Company, Box 803, 
Chicago 90, Ill., is a highly efficacious answer. The 
Post 1943 calendar was extremely popular with drafts- 
men and engineers; the 1944 version should prove even 
more so, for two big advantages have been added— 
giant weekly dates have been placed all on one line 
for easier reading and a large monthly calendar is 





49 th Week of 1943 
DECEMBER 


: 2 


a S.A 
213 4 15 1% 
19 20 21 22 23 
26 27 28 29 30 





THE NEW POST CALENDAR 


included on each sheet. Built on a “war week” basis, 
the overall size of the new calendar is 1534, x 24% 
inches. 

Technical data for the engineer and draftsman has 
been included, with separate charts on wire and sheet 
metal gauges, screw threads, and so on. The calendar 
is printed in six colors, with the top illustration por- 
traying the dream of a school boy—that of becoming 
a designing engineer. 

The new calendar, with its 52 weekly sheets, is avail- 
able while the supply lasts to those requesting it on 
their letterheads from the Post organization at the 
above address. 


—-— — 
JAPS-OLSON COMPANY NOW IN 35TH YEAR 
The Japs-Olson Company of 1943 bears little re- 
semblance to the infant organization, the G. F. Olson 
Printing Company, from which it developed. Back in 
1909, when G. F. Olson founded his original printing 
business, the company was located at 305 Fifth Avenue 
and boasted but five employees. Today, the Japs-Olson 
Company, printers, lithographers and stationers, with 
its plant and offices at 417 South Seventh Street in 
Minneapolis, Minn., is one of the largest and most 
complete organizations of its kind in the Northwest. 
It was not long after Mr. Olson had founded his 
pioneer organization that the addition of new equip- 
ment and the increase in personnel to 25 employees 
forced a move to 316-20 South Fourth Avenue. A few 
years later, in 1919, stationery and office supply de- 
partments were added, and another move, this time 
to the site of their present home, at 417 South Seventh 
Street, was made. Meanwhile, personnel had increased 
to 60. 
Five years later the company again expanded, add- 
ing a lithographing department which today is doing a 
remarkable volume of business in catalogs, letterheads, 
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Not that precision is anything new to the R. C. Allen 
organization. That precise craftsmanship which is now 
_ applied to making intricate aircraft instruments 
has always been a prime reason for the superior 
performance of R. C. Allen Business Machines. 


RC Gllen: 


, BUSINESS 
MACHINES 
aan 





AVAILABLE NOW 










KEEP YOUR R. C. ALLEN MACHINE IN GOOD CONDITION 


It is worth all the care you can give it. Have it serviced régularly by an R. C. 
Allen factory expert. Look for his name in your ’phone book, or write us. 


R.C.Allen 
Business Machines 


ALLEN CALCULATORS, ING 
678 FRONT AVE N W, GRAND RAPIDS, MICH 





THE R. C. ALLEN 3699 
: CAPACITY $10,000,000.00 
9 Columns _ Direct Subtraction Hand Operated 


A fast and accurate adding machine incorpo- 
rating such Allen safety factors as Visible 





als, Automatic Clear Signal and Red Print 
| . This model may be purchased on 
WPB 1688 or government orders. 8 and 10 col- 
Sat reeds, a ama are also available. 


ae 


a 
Makers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines - Cash Registers - Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 





‘es 
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HIGH IN WARTIME | 7 
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W teaches us all a new lesson in 


APPRECIATION. During peace, we accept 
the presence of certain commodities so casu- 
ally. It isn't until refrigerators, stoves, and 
washing machines become so hard to replace 


that we fully appreciate their essential function. 


And so it is with OFFICE DESKS .. . this war 
period has brought the office desk into con- 
spicuous focus. It is on America's desks that 


the plans for VICTORY originate. 


As we approach the holiday season, we ex- 
tend our very best wishes to all our friends 
and at the same time we reaftirm our desire to 
continue furnishing our dealers with America's 


"top-notch" desks. 





THE JASPER DESK CO. 


1876-1943—-OUR 68th YEAR 
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folders and booklets. In 1930 another floor was added 
and occupied by the company and three years later 
the stationery department was moved across the street 
to 323 South Fourth, where it is still located. 


cilllliitanctenintane 
PENN-MAR-VA TRAVELERS NOTES 


L. E. Tucker (“Tuck” to his friends) has resigned 
his position with Standard Paper Company, Richmond, 
Va., to be store manager for Richmond Stationery 
Company. “Tuck” has had many years’ experience in 
printing and allied lines and the Travelers extend best 
wishes for his success. 

Penn-Mar-Va Tuesday luncheons are drawing well 
in Philadelphia. The services at the St. James is ex- 
cellent and the management is serving tasty, in- 
expensive meals in spite of wartime restrictions. 

A number of “out-of-towners” were welcomed at 
the Philadelphia Stationers meeting on October 21. 
The military was also represented, Capt. Jack Emhardt 
and Lt. Sam Rosendorf, formerly of Southern Stamp 
and Stationery Company, being in attendance. 


* * * 


Penn-Mar-Va is welcoming another member from 
the Washington district, one “Rube” Chamberlain, 
formerly with Woodhouse Stationery Company. “Rube’”’ 
is now with the Jos. D. Grisby Company, who are 
handling stationery items, principally to the Govern- 
ment. Everyone wishes “Rube” the best of luck in his 
new set-up. 

7 + ~ 

Penn-Mar-Va also welcomes to Washington “Al” 
Learnard, who takes over, from Ben Okin, the repre- 
sentation of Victor Safe and Equipment Company. 

* . ~ 


Lee Paddock, formerly with Wilson Jones Company, 
has resigned his position to accept the assistant sales- 
managership of American Pencil Company. 

(The above news items are from the November 15 

issue of the “Penn-Mar-Va Traveler.”) 


—_—_»—= > —— _ 


NEW FRIDEN HOUSE ORGAN ROLLS OFF PRESSES 


Employees and officials of the big Fridén plant at 


San Leandro, Calif., as well as representatives of the | 


company in the field are all going to become better 
acquainted in the future if the newsy character of 
The Aristocrat, new 12-page house organ of the well- 
known calculating machine organization, is main- 
tained. The attractive new voice of Fridén, which first 
appeared in August of this year, is crammed with 
interest and gives everyone associated with the or- 
ganization a better insight into what’s going on behind 
the scenes. 

Printed on a good grade stock, The Aristocrat leaves 
little to be desired from the aspect of content, illus- 
tration, make-up, or typography. 
of Fridén workers and officials, the newcomer 
contains a number of good articles each month written 
by sales representatives in the field. The back page 


is devoted to a listing of Fridén men in the service, | _. 
both from the sales and service group and from the | @ 


San Leandro group. 
— 


ALEXANDER BROTHERS REPORT BUSINESS 
ACTIVITIES 


R. H. Lambert, Jr., former service manager for Alex- 
ander Brothers Limited, has now returned to the 
Hawaiian Islands and has again resumed his position 
as director of service. He brought back with him Harry 
C. Van Wie, who has been in the typewriter industry 
for the past 25 years, both in sales and service through- 
out Texas. Mr. Van Wie resigned his position in Wash- 
ington, D. C., to join the organization of Alexander 
Brothers Limited, which now brings the service de- 
partment up to twenty (20) men. Operation remains 
as in the past—day and night since December 7, 1941. 
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You Can Get 
Wood Posture Chairs 


The Harter Posture Chair, No. W-35, 
illustrated at the right, is available for 
immediate delivery. This posture chair 
looks like a steel chair, is self-adjustable 
and the back insures positive support. 
The seat and back are well upholstered. 

Harter is cooperating to the fullest ex- 
tent in war work. Steel chairs and other 
products are being manufactured for the 
Maritime Commission and other combat 


vessels. 
HARTER CORPORATION 
STURGIS, MICHIGAN 
New York, 354 Fourth Ave. Chicago, 14 Jackson Blvd. 
— BUY UNITED STATES WAR BONDS — 

















MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 




















VATA 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame’ resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. 8S. A. 








PHILA 
Push-less Hangers since 1900 
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MOORE PUSH-PIN CO., 113-25 8ERKLEY ST 


Makers of Famous Moore Push-Pins 
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Try our Type Cleaner in Your Office 
and See How It Compares. 


Sample Sent Upon Request 
Martens Type Cleaner 








7 West 29th St. New York City 





THE PERFECT FLUID AND PATENT APPLICATOR 


FP peg head: le WALEY 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 











ee HONOR ROLLS 


Individual letter or 
embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 


























for fine leather 


UPHOLSTERY 


EHRLICH UPHOLSTERY WORKS 
520 West 42nd St. * New York, N. Y. 





























170 


OFFICE SUPPLIES AS 
CHRISTMAS GIFTS 


By W. B. STODDARD 


HE REASON more people do not buy desks, filing 

cabinets, pictures and all kinds of desk acces- 
sories as Christmas gifts, is because, in so many 
cases, these lines are not presented in a “gifty’” man- 
ner, in either advertising in the papers, or in store 
and window display. A few illustrations of how some 
wideawake firms have pushed these lines will readily 
suggest other plans to modern, up-to-date dealers., 

A display that fairly shouted “Merry Christmas!”’ 
was arranged by the Reprint Company, Birmingham, 
Ala. The background was white, with large blue 





CHRISTMAS GIFTS DISPLAYED BY STATIONERS.—At 

the top is a window exhibit of desk lamps, chair 

cushions, desk pads, blotters, and so forth, by Lowman 

& Hanford Company, Seattle, Wash. Below, a life-size 

Santa Claus cut-out gives attraction power to the 

showing of gift items in the window of the Reprint 
Company, Birmingham, Ala. 


pillars, and a life size cut-out of Santa. In the alcove 
was a neat leather traveling case, topped with a 
small figure of Santa, and above it, in large letters 
“Christmas Gifts.” At the side were portfolios and 
various types of memo books, while a number of desk 
sets were put up in cellophane wrappings. Early in 
the season they ran several ads, suggesting to execu- 
tives that they order personalized greeting cards. 
“Now that typewriters and all metal merchandise is 
almost off the market,’ said the manager, “we are 
pushing our leather goods of quality and have stocked 
them heavily. We suggest them especially for those 
who have friends and relatives in the service, as they 
are practical, substantial, and are one of the few 
things a service man can carry with him.” 


Gifts for Home and Office 


Lowman & Hanford, Seattle, Wash., arranged a win- 
dow of office accessories, backed with a long pine 
branch, covered with frost, and a cluster of white 
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[ PF we don't ship you the num- 
ber of files you order, please bear 
with us. 


With the shortage of materials 
and labor, we are doing our lev- 
el best to keep our doors opened. 


And you may be sure we are 
doing everything we possibly 
can to supply you. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 











FIBRE BOARD FILES 


PRONTO 
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Use Your Gunlocke Catalog 


FOR QUICK SALES IN YOUR CUSTOMER'S OFFICE 





Here’s one way to make every minute of every call 
a “selling minute.” Bring out your Gunlocke Chair 
Catalog. It’s the same as bringing your showroom 
to your customer. 

In these days when calls are doubled and custom- 
ers are anxious to get it over quickly, the Gunlocke 
Catalog is an indispensable aid in getting at the facts 
without waste time. Make a habit of getting the 
most out of this catalog. Use it to make it easier for 
you and your customer to select the chairs that will 


take care of his requirements. 


You'll be surprised to find how quickly it helpsmake 


WAYLAND, NEW YORK 
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sales. This catalog was designed to show the com- 
plete line simply and effectively, to give complete 
specifications in just a few words and with illustra- 
tions that bring out the graceful lines and sturdy 
construction of Gunlocke chairs. It gives your cus- 
tomer quick and simple answers to his questions. . . . 
You don’t have to skip pages in showing the cata- 
log. Prompt delivery can be made on all Gunlocke 
chairs with the exception of upholstered styles. 
The value of the Gunlocke Catalog will show up 
in quicker and bigger sales for you. If you don't have 


a copy of this catalog . . . write today. 


. H. GUNLOCKE CHAIR COMPANY 
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bells tied with red ribbons. A large card said, “Gift 
suggestions for the office and home.” Little cards 
attached to the various items advised, “Desk lamps for 
good seeing,” “Chair cushions for good sitting,” and 
“Desk pads and accessories for good writing.” Blotters, 
calendars, desk sets and leather bound ledgers were 
also featured. This firm also played up paintings espe- 
cially appropriate for the office, and called attention 
to their picture framing department on the second 
floor, where pictures could be specially framed to har- 
monize with the interior decorations. 

“A market that is being largely overlooked by office 
equipment dealers,” declared the manager of Koch 
Bros., Des Moines, Ia., “is office furniture for the home. 
We started this promotion with an ad in the papers, 
with the catchy heading ‘For the Chairman of Your 
Board,’ illustrating it with the cut of a desk, and 
suggesting to mothers and children the purchase of a 
new desk for father. We complemented it with a good 
window display, suggesting gifts for the home office, in- 
cluding desks, desk sets, lamps, and loose leaf books 
of different kinds, each item having a spray of holly 
attached, as well as a card of Christmas greeting.” 


Desks for Christmas 


Another firm that pushed the idea of desks and 
equipment for home use was the H. S. Crocker Com- 
pany, Fresno, Cal. Said the manager, “There is nothing 
more appreciated than a good desk for home or office. 
Desks run into money, so we go into action early in the 
season. An excellent source of good prospects are 
our regular patrons, executives in various offices, whom 
we personally contact with reference to buying desks 
for their wives, as well as their sons or daughters of 
college age. Our newspaper advertising works both 
ways—we urge families to buy a desk for father, and 
we suggest that parents buy desks for their children, 
or someone else’s children.” A window display run 
by this concern in November brought desks and desk 
sets strikingly to the attention of the public. The 
room was paneled in brown, white and gold, the 
autumn colors. Full length cutout figures of football 
players tied in with the college game. A pair of desks 
for men and women were displayed, each with com- 
plete desk equipment, and additional desk sets were 
also spread out on the floor. Cards advised, “For that 
college boy or girl of yours—a smart desk for Christ- 
mas,” and, beneath a big clock that hung on the wall, 
“It’s TIME to order that new desk for holiday delivery.” 

Office appliance dealers should not forget that this 
year a large portion of gifts will be purchased for men 
and women in the service, both at home and abroad. 
They can’t be sent a desk or an Office chair, of course, 
but they can be sent pen and pencil sets of good qual- 
ity, stationery, and countless small leather conveni- 
ences. It will pay every dealer to establish a Service 
Booth, stocking it with items appropriate for service 
men — perhaps adding a few items not previously 
stocked, such as shaving sets, sewing kits, and the 
like. It will attract large numbers of gift seekers, and 
once they are in the store they have a chance to see 
the more substantial lines that can be purchased for 
their civilian friends and relatives. Above all give the 
salesroom a Christmas atmosphere with garlands and 
wreaths of evergreen and holly, so that your lines will 
suggest themselves as holiday gifts, both to those 
entering and to the crowds passing by on the pave- 
ments. 

>—- © 


“BOSTON” PENCIL SHARPENER PARTS AVAILABLE 


The War Production Board has granted the C. How- 
ard Hunt Pen Company permission to use sem'- 
fabricated materials in their inventory for the purpose 
of producing repair parts for “Boston” pencil sharp- 
eners, according to a recent release from the company. 
The duration of the permit, it was stated, was for a 
period of 90 days only. The repair parts so produced 
will be sold for replacement purposes only 
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RELIANCE PENCIL CORP 
Mt. Vernon, N.Y 


GRIPTITE \ 
BANDS . 


The Wartime Successor 
to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 












They are easily applied; quickly removed 
They hold papers such as cancelled checks 
deeds, mortgages, insurance policies 
vouchers, and other documents neatly 


compressed. 
Lng oa" ne in 14 lengths— Order from your Stationer or 
ee ong. write direct for sample 
They can be used over and over again. and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 











ROLLING STORE LADDERS 


“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








I. D. COTTERMA 


4535 N. Ravenswood Ave. 
CHICAGO 















a) 
DARNELL 
CASTERS 


Write for 
192 Page 
DARNELL 
MANUAL 






DARNELL CORP. LTD., tonc seach, cacir 


36 MW. CLINTON, CHICAGO © 60 WALKER ST., MEW YORK 
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ACES NEW WARTIME MODEL 


Built according to 
Ace’s rigid specifi- 
cations by preci- 
sion engineers and 
skilled workmen. 
Finest available 
materials. A sturdy, 
long-life machine. 
Smooth, easy, de- 
pendable opera- 
tion. 





Sold only through dealers with qualifying priority ratings. 


ACE FASTENER CORPORATION, 3415 N. ASHLAND AVE., CHICAGO 


KEEP 


frn1No 


WORKING FOR 
MORE OUTPUT 
PER TYPIST 

Busy with War work, we still 


supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 





SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. chitson i. 














KEEP 'EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 


You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 
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TAX FACTS 


Capitol Gains and Losses 


By FRED MERISH 
i) 


The capital gains and losses provision in the In- 
ternal Revenue Code are vague to many office appli- 
ance dealers so we provide this simple explanation. 

Capital assets represent property used for invest- 
ment purposes. Assets used in the dealer’s business, 
such as inventory, business building, furniture and 
fixtures and office equipment, subject to depreciation, 
are not capital assets. Government securities, non- 
interest bearing, issued on or after March 1, 1941, on 
a discount basis with a term of not more than one 
year, are not capital assets. Real property (including 
land owned by the dealer, but not connected with his 
business) is a capital asset. In general, real property 
and securities are capital assets. Personal assets, such 
as your residence, are also capital assets, the gains on 
which are taxable but losses disallowed. You must 
report gains and losses from the sale or exchange of 
capital assets but remember that the length of time 
you hold such an asset is an important consideration. 
A capital asset held six months or less is called a 
short-term transaction and 100 per cent of the profits 
or losses are taken into account in such cases. If you 
hold a capital asset more than six months, it is a long- 
term transaction and only 50 per cent of the profits 
or losses are considered. 


Short-term and Long-term Gains and Losses 


All short-term and long-term gains and losses must 
be considered together: (the long-term gains and 
losses representing 50 per cent of the actual gains and 
losses). The sum of short-term and long-term losses 
is deductible from the sum of short-term and long- 
term gains. Any excess of gains over losses must be 
reported for the tax the same as other taxable income. 
If capital losses exceed capital gains (a net capital 
loss) the deduction is limited to a net loss equal to the 
net income or $1,000, whichever is smaller. For the 
purpose of this rule, capital gains and losses must be 
excluded in computing the net income. The net short- 
term loss carried over from 1941 is to be considered a 
short-term loss for 1942. The disallowed portion of the 
net capital loss of 1942 may be carried over as a short- 
term capital loss to the next five years. If the net 
long-term capital gain exceeds the net short-term 
capital loss, the taxpayer makes two calculations and 
pays the smaller amount. First, calculate the normal 
tax and surtax by the regular methods or the net 
income including the excess of net long-term capital 
gain over the net short-term capital loss. Then, com- 
pute the normal tax and surtax upon the net income 
less that excess. to which amount of tax is added 50 
per cent of such excess. 

Losses sustained on capital asset transactions are 
not allowed between members of a family, a corpora- 
tion and an individual owning directly or indirectly 
more than 50 per cent of its stock (liquidation ex- 
cepted) or a grantor and fiduciary of the same trust. 


Property Losses 


Losses of property, which are the “result of the 
destruction in whole or in part, theft or seizure, or 
an exercise of the power of requisition or condemna- 
tion, or the threat of imminence thereof” compensated 
by insurance or otherwise, are classified as “compul- 
sory or involuntary conversions,” in which the prop- 
erty is converted into other property (where replaced 
out of proceeds) or money. Only that part of the gain, 
if any, is taxed, which is not spent by the taxpayer 
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Office Efficiency is achieved at Desk Top Level! 








The bus:ness cffices of the nation supply the “vital spark’ necessary to create the tools of war 
Yes ... the office is helping to win the war and the administrative phase of an all-out struggle 
requires synchronized team-work of the highest order. 


One cannot mention office efficiency without thinking of desks. It’s the focal point in every 


office . . . today it’s the working surface of the country’s office desks that captures imagination. 
The desk top is the “stage” on which the drama of war is being written. The shape of things 
to come .. . strategic military plans, increased production schedules and the blueprint for 


Post-War are reflected by the work done by men and women who work at desks. 


That's why Jasper Office Furniture Co. and its dealers can share justified enthusiasm in placing 
JACKSON DESKS in essential war offices where their function contributes to office efficiency. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 421 Hampton Court, Athens, Ga 
Howard Maley, 115 Tarbell! Ave., Bedford, Ohio 

L. H. McDaniel, 2718 Cockrel! Ave., Ft. Worth, Tex 
Charies L. Pettibone, Bedford. Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Ca! 
Marion V. Follin, 220 Fairbanks Road, Riverside, ti! 
George 8. Wray, 130 W. 42nd St., Room 819 New York 
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in the replacement of similar property, or in the 
acquisition of control (not less than 80 per cent of the 
stock) or a corporation owning such property, or in 
the establishment of a replacement fund under rules 
laid down by the Commissioner of Internal Revenue. 

For corporations, the same classification of short- 
term and long-term apply, except that long-term 


transactions are recognized at 100 per cent (not 50 | 


per cent as for individuals) with net losses of the 
one class being deductible from gains of the other, 
as provided for individuals. Net losses, however, are 
not deductible from other income, but may be carried 
over into the next five years following the taxable 
year in which the loss was sustained (corporations 
do not get the $1,000 allowance from other income, 
which is granted to individuals, and no longer may 
deduct net long-term losses from other income). 

The share of each partner in the partnership’s 
short- and long-term gain and loss is treated as his 
own gain and loss for the purpose of computing his 
short- and long-term capital gains and losses, and 
also in preparing his return. In joint returns, the 
capital gains and losses of spouses are combined. 


It’s Wise Economy to Call a Tax Consultant 


This section of the Revenue Act is complicated and 
we have given you merely the highlights. If you have 
a sizeable profit or loss on capital assets, consult a tax 
practitioner, your banker, the local Chamber of Com- 
merce or the local tax office before filing your return. 
As a matter of fact, however, it is wiser to call a tax 
consultant BEFORE entering into any transaction 


involving capital gains or losses. Once a sale has been | 


consummated, it is too late to do anything about it. 
Advice beforehand may save you money. 

Because of many amendments added to the Internal 
Revenue Code, because the United States Board of 
Tax Appeals and the courts are continually making 
decisions, pro and con, involving tax procedure, the 
income tax law has become a labyrinth of compli- 


cated wordage to the layman today—and accountants, | 


too, have their headaches with it. If the rates were 
low, even back to pre-war days, the vagaries of the 


law would be less of a problem. But the rates are so | 


high, and destined to skyrocket some more when the 
next bill is passed, that this legislation now affects 
every element of business operation. Hence, the dealer 
must give taxation as much attention today as he gives 


other important business matters. Moreover, he should | 


work for the simplification of the law from start to 
finish, otherwise, it will eventually break down of its 
own weight. Some tax experts contend that all Fed- 
eral taxes should be combined into one percentage 
“take”; at least this would be feasible for tax with- 
holdings from payroll. This would make the task of 
computing and compiling returns easier and save 
expense. The Treasury Department intends simplify- 
ing the preparation of returns on the new “pay-as- 


you-go” Act to give the many individuals now paying | 
tax an easy way out when filing. Let us hope that | 
Congress will soon simplify the law behind the returns. | 


eo 


ADDRESS OF DEAN BORRESEN WANTED 

The publisher of this journal is seeking the address 
of Marldean Borreson, commonly referred to as Dean 
Borresen, former publisher of The Office Equipment 
Merchandiser, Chicago, and for some years active in 
the sale of typewriters. Anyone who can supply the 
address or information leading to it will do Mr. Bor- 
resen a favor. 

* po 

McFARLAN ENDS SERVICE WITH ESTERBROOK 

H. L. McFarlan, a veteran salesman of 23 years’ ex- 
perience with the Esterbrook Pen Company, retired 
on a pension November 1. He will be greatly missed 
by the trade in Michigan, Indiana and Kentucky, 
where he built up a long list of friends during his long 
service. 
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MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


NATIONAL 


oS 








NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 

















RANSON 
POSTAL SCALE 


Modern—Efficient 


> The fastest working mail scale. 

Accurate to the fraction of an ounce. 

> Shows exact postage instantly on 

computing dial—air mail——first class 

and merchandise——no figuring 

> Automatic—no beams or weights 

to adjust. Will pay for itself in a 

short time with postage saved. 
See your jobber 

ASK FOR BULLETIN No. 5 


Hanson Scale Co. 

























525 N. ADA ST., CHICAGO 
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FILL IN... TEAR OUT... AND MAIL 


iCOUPON 


ELLINGS WORTH MFG. CO. 
200 SOUTH PEORIA STREET - CHICAGO 


Send us a set of FREE SAMPLES of your line of 
Loose Leaf Covers, including the “Duo-Tang” with its 
built-in fasteners and eyelets. No obligation. 


By edie Tithe... 
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| , Christmas ¢ « « Onevery hand holly and mistletoe 





remind us anew of our ever-widening circle of friends whose loyalty has 
been our inspiration. The difficulties of a war year have proved oppor- 


tunities for closer contacts and mutual assistance. 


And so, on Victor's fifty-sixth Christmas, our heartfelt thanks go to our dealers — 


A Mlerry Christmas 


and a 


Happy, Prosperous and Peaceful New Wear 





THE VICTOR SAFE te & EQUIPMENT CO., INC. 
N. TONAWANDA fe, Dy] NEW YORK 


i i 
Y old friends and new, with sincere wishes for 4 
i i 
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BANK PASSBOOKS 


and Pocket Check Cowers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passhooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








| 
| Have You 


a Friend—o business acquaint- 
| ance who might like to keep in touch 
| with office equipment by reading 
| Office Appliances? If so, send us the 
| name, address and business and we will 
| send a sample copy with our com- 

pliments. 

THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 
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DAYTON STENCIL 
WORKS CO. *onic"™ 
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Manufacturing "Know-How" 
Acquired in 43 Years of Experience 


is providing and will provide 


WOOD OFFICE CHAIRS 


for war and peace time needs. 


High Point Bending & Chair Company 
Siler City, North Carolina 

















TAAL Le 


PIGMENTS & 


‘What a Grinding They Take For TEMPO INKS 


Extro grinding helps to make TEMPO INKS a better product... be- 
cause extra grinding means a better mixture, more uniform flow through 
pad and stencil, sharper, more legible impressions, quicker drying, less 
offset—just one of many reasons why Tempo Inks excel. Seé for your- 
self... write today for more data on 


TEMPO DUPLICATING INKS 


(Just clip out and this ad, attach your letterhead and mail) 








Available in three grades, nine colors and white toner 
in attractive lithographed containers. 


MILO HARDING Co. 


617 Commonwealth Annex 436 West Pico Boulevard 
PITTSBURGH, PENNA. LOS ANGELES, CALIF. 
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ENGINEERING DRAWING 4 
OPERATIONS G& LABOR oe 
ORDERS FOR ENGINEERING 


HERE'S HOW DESIGN. MACHINE WORK 


MATERIALS SCHEDULES 

PROGRESS & CHECKING LIS 
1S HELPING YOU TO 
HELP WAR INDUSTRIES 


BLUEPRINT 


TINGS 



































Yes sir! Old Dutch is on the beam—here’s an 
ad that’s doing the right thing for the War 
Effort—and helping our dealers as well. Speed- 
ing up paper work means speeding production 

that adds up to hastening Victory. In addi- 
tion to insertions of this kind of Speed the 
War Effort advertising, Old Dutch is co-operat- 
ing with dealers in other ways: 


1. ENVELOPE STUFFERS: Reprints of this ad 
available with your name and address. 


2. OTHER SALES HELPS—Such as Window Dis- 
plays, Display Materials, Pamphlets, Blotters, 
Eraser Shields—all prepared for your person- 
alized use. 


WRITE TODAY FOR THESE OLD 
DUTCH WARTIME SELLING HELPS 


















PRICED RIGHT 


You can give your custom- 


Tops in Features ™ VA &§ Wk 
Tops in Values P| ers Good Value and still 


Tops in Profits WOOD FILE make a very handsome profit 
Full Suspension Drawer 

















INTRODUCING 
The Master File With Superior Value 
By comparison of any other file, you 
will find more value for le money 
—sturdy construction, longer life and 


x 8 List Price 


4 File to Give the Maximum of Usable Filing Letter size 
Capacity, Ease of Operation and Durability: No. 300 


Users of Master Wood Files know how well 
these sturdily mstructed cabinets meet the ~ 00 
myriad probler of present day filing Fash- ee 
ioned from carefull elected and scientifically 
seasoned hardwoods with traditional craftsman- 


ship, these files are designed and destined to 
give long and faithful service Made in Rich . 
Green Lacquer Finish. F.O.B. factory 



















CONSTRUCTION FEATURES Legal size 
1. Ply-wood side, ply-wood top, ply-wood No. 310 

back and drawer fronts. Extra center & 

vertical re-enforcing upright. Extra $63.00 

blocks for rigidity. Glued blocks at in- Legal and 

side top of cabinet. Used wherever they Letter — 


give rigidity. 
2 Drawer 


2. Drawers are built strong and rigid, eas- 3 Drawer 
ily operated on wooden suspension made 


of hard wood. Rollers of wood or fiber 4 Drawer 


3. The trim such as card holder, drawer 
pulls and rod knob are made of plastic. 


4. The follow-block is made full size 5 ply 
veneer with metal spring on back of 
follow-block and operates on a steel rod. 


®. ® 
Order_Now_for inston Manufacturing Co. Soler Sees 


Prompt Delivery \o_ OFFICE FURNITURE %c EQUIPMENT 7 Prompt Delivery 
d Home Office: 176 W. Wisconsin Avenue, Milwaukee 3, Wis. 
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... and drive even harder on the pay-roll savings plan!”’ 


Make War Bonds the Christmas Order of the Day. 
Urge your workers to make their personal Christmas 
gifts in the form of War Bonds—and practice what you 
preach! Make this a 100% War Bond Christmas—to 
insure future Yuletides of peace and prosperity. 


Make up your own posters to spread the ‘“‘War Bonds 
for Christmas”’ story across your plant. Tell the story 
again and again on bulletin boards, in your plant maga- 
zine, and on pay envelope stuffers. 


But don’t forget your basic, all-important Pay-Roll 
Savings Plan. How’s it going, these days? Perhaps it 
needs a bit of stoking-up right this very minute, to 
hold its full head of steam against the competitive de- 
mands of the holiday season. 


Well, you're the man to stoke it! You can’t ex- 
pect it to keep running indefinitely on last summer’s 
enthusiasm. See to it that your participation percent- 
ages, and your deduction percentages, both end up the 
year at new levels. 


Every month, now your Pay-Roll Savings ought to 
run well ahead of the preceding month. For so many 
families that formerly depended on the earnings 
of a single worker, now enjoy the combined earn- 
ings of several. Such family incomes are doubled, 
trebled, even multiplied many times. 

Now’s the time to turn as much as possible of these 


increased earnings into War Bonds—War Bonds for 
Christmas . .. and War Bonds the whole year ’round! 


GIVE THE PRESENT WITH A FUTURE—WAR BONDS! 


This space contributed to Victory by OFFICE APPLIANCES 


This advertisement prepared under the auspices of the United States Treasury Department and the War Advertising 
Council 
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An Instant Success— 








STORM SPIRIT 


A NEW SPIRIT 
HECTOGRAPH CARBON 





Here's a new spirit hectograph carbon for general use that 


assures better results at lower cost. Send for samples now. 


Ww 
H. M. STORMS COMPANY 561 Grand Avenue, Brooklyn, N. Y. 









































Terry (hristmas 
PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES. . PHILADELPHIA, PA. 
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Blueprint— 
of You! 
































ES, you're under investigation at Royal. Your 

needs—the needs of your customers—in post- 
war metal furniture and equipment are being 
studied by us. 





We are looking ahead . . . doing research in | 
color and design... probing into the possibilities ; 
re of new materials and new processes to bring you 
furniture and equipment that will mean more 
profits for you “Tomorrow.” 
The Royal line of the future should have even 
greater advantages than the Royal line of the past. 
As always, it will be built in accordance with the 
traditional quality for which Royal has long been 








famous. 

o Sometime after the war —as soon as conditions 
permit—the Royal Line of Tomorrow will be ready 
for your inspection and approval. The Royal Metal 
Mfg. Co., 175 N. Michigan Ave., Chicago 1, III. 

Metal Furniture Since ’97 


The 
LINE OF TOMORROW 









Royalchrome Furniture « Royal Steel Folding Chairs « Royal Housewares 
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‘A COMBINATION THAT CAN'T BE BEAT 


en 














Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus tnat added touch of perfection which 
only 40 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 


ALWAYS 








“Thanks, Underwood, 
for the Help...” 


(Illustration courtesy International Telephone and Telegraph Corporation) 


Veteran Underwoods Help 
Speed the Telephones of War 


Aided by Underwood office 
machines, International Tele- 
phone and Telegraph Corpora 
tion and its associate companies 
are helping to fight the war 

Day after day, they produce 
fieldtelephonesand radio equip 
ment for our Armed Forces and 
elobe-circling communications 
services. 

Built and bought for the 
business of peace, I. T. & T's 
sturdyl nderwood Typewriters, 


Adding 


Accounting, Payroll, 


and Figuring Machines are all 
doing their wartime jobs well. 
They were built to take it. 


Reports I. T. & T.: “Our UEF 


equipment has proved its 
exceptional toughness. Every 
machine has more than met 
our demands for faster and ever 
faster war production. Even ou 
older models haven't had to be 
pampered; service demands 
have been at a minimum. So 
we say, thanks, Underwood. 


for the help.” 


Underwood Elliott Fisher Company 


ONE PARK AVENUE, 


NEW YORK 16, N 


In War production on U. S. Carbines, Caliber .3 


ments — Gun Parts 


immuntition 
V S¢ ellar 


omponents 


POUS Tt m 


Underwood Elfiott Fishe 


Accounting Machin 


TO OUR MILLIONS OF VALUED CUSTOMERS” tccouncine Machines 


and Adding Machines are available under WPB regulations. 
riters are available for rental to anyone. 

plete Maintenance Service in 366 cities from 

vast to coast with up-to-date equipment, methods 

nd factory-school trained service men for all makes 

of typewriters as well as for Underwood Elliott 

Fisher Accounting Machines and Adding Machines 

tiubbons, Carbon Rolls and Carbon Paper Com 

plete lines are available for all makes of machines. 


lars Buy War Bonds lo Shorten the duration 
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